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Sparks 


State of the nation’s economy: 
Up 
ALUMINUM—November production 
totaled 149,277,906 pounds, compared 
with 144,491,926 in the same month 
the previous year. 


Exectriciry—Distribution in 
week ended Jan. 3 amounted to 
7,718,155,000 kilowatt hours, con- 
trasted with 7,148,620,000 in like 
1952 week. This was a 7.9 percent 
increase. 


Freight Cars—Production contin- 
ued to climb in December, with 
deliveries amounting to 7,845 units, 
compared with 5,929 in November. 
Total deliveries in December, 1951, 
were reported at 77,768 cars. 

Factory Rosters—Record produc- 
tion levels boosted manufacturing 
employment to a postwar peak of 
16% million in November, the Bu- 
reau of Labor Statistics estimates. 
The layoff rate during that month 
was one of the lowest since 1945. 

VeHicLeE Propuction —It’s esti- 
mated by Automotive News that 
there were 139,984 cars and trucks 
produced in the U. 8. in week 
ended Jan. 17 as compared with 

91,619 in preceding week. 

s a * 


Down 
Business — New York Times in- 
dex shows that activity in week 
ended Jan. 3 declined to 177.9 from 
181.1 (revised) in preceding week. 
In week ended Jan. 5, 1952, figure 
was 163.7. 


On THE Wacon?—An estimated 
1.13 gallons of liquor was consumed 
by the average American in 1952, 
compared with 1.26 gallons the pre- 
ceding year. This was less than in 
any year since 1943. 


How Manuracturers Farep— 
Profits of U. S. manufacturers after 
taxes during the third quarter of 
1952 continued on about the same 
level as shown in the first and 
second quarters, the Federal Trade 
Commission reports. Estimated 
sales, however, declined to $60.7 
billion in that quarter from $61.4 
billion in second quarter. 


General 


TraveL.— Commerce Department ; 
says that Americans spent more 
than $1 billion for foreign travel 
last year to set a new record. The 
total exceeded the previous year’s 
expenditures by $100 million. 


























Top Cars 
New-car registrations for 11 
months: 








































1952 Pos. Make 1951 Pos. 
1—776,458 Chev. 1,001,421— 1 
2—652,309 Ford 806,421— 2 
3—381,070 Plym. 516,609— 3 
4—286,3815 Buick 367,149— 4 
5—243,582 Pontiac 314,474— 5 
6—222,935 Dodge 281,500— 6 
i—200,934 Olds. 256,285— 7 
8—163,310 Mercury 217,848— 8 
9—142,099 Stude. 193,003— 9 

10—129,719 Nash 131,079—11 

11—102,026 Chrysler 141,293—10 

12— 83,029 Cadillac 90,542—14 

138— 81,526 DeSoto 104,737—12 

14— 72,826 Hudson  91,288—13 

15— 60,197 Packard 62,377—15 

16— 37,516 Kaiser 49,490—16 

li— 37,158 Willys 24,811—18 

18— 26,926 HenryJ 48,878—17 

19— 26,220 Lincoln 24,398—19 

20— 4,543 Austin 3,447—21 

21— 3,441 Brit.Ford 3,241—22 

22— 2,645 Crosley 5,056—20 

23— 1,476 Alistate 

Total All Makes 
3,758,488 4,750,819 





For further details see page 
44, today’s issue. 







Stronger Demand Holds Average to 8.4 Autos Per Outlet .. . 


Dealer New-Car Stocks Steady 


By Bernie Thomas 
Associate Editor 

oe average U. S. franchised au- 

tomobile dealer opened his 1953 
sales drive with a potential inven- 
tory of 8.4 new cars, as against 8.2 
a month previous and 5.8 on Jan. 
1, 1952. 

Automotive News’ latest month- 
ly survey of the field situation 


Hardtop Models Make Bow in '53 Nash Line— 


found that near-record Decem- 
ber (1952) output failed to build 
up dealers’ stocks on Jan, 1 to 
any great degree, largely because 
of continuing model cleanup pro- 
grams. 

On Jan. 1, this year, survey tabu- 


lations showed the number of new 
cars at dealerships around the 
country—plus those warehoused by 


dealers and factories; demonstra- 
tors and units still in transit—to- 
taled 375,808, as compared with 
363,247 a month previous and 255,- 
968 on Jan. 1, 1952. 
* * * 

ve ae continued to report 

that their model cleanup prob- 
lems have been minimized by the 
stronger demand that began to 








This “Country Club" hardtop is featured in Nash's latest line of cars. It utilizes continental styling, as created by Pinin 
Farina, European body designer, and numerous mechanical improvements. The Statesman models are powered by a 100-horse- 
power engine. Prices are comparable to those of 1952. (See stories and photos on pages 18 and 60.) 





January Output Hits Near-Record Pace 


We Saturday work creeping 
back into the picture, the auto 
industry appeared last week to be 
taking dead aim at near-record 
January production volume. 
Sparked by six-day scheduling 
at Chevrolet and booming Pack- 


Auto Labor Peace 
Forecast Despite 


UAW’s Pressure 


By Ed Howard 
Staff Writer 
AW-CIO leaders will continue to 
press hard for contract con- 
cessions from auto makers, but 
labor peace still seems likely for 
the auto industry through 1953. 

That remains the consensus in 
both union and industry camps 
after UAW and CIO President 
Walter P. Reuther submitted to 
the questioning of newsmen in 
one of his rare press conferences, 
last week in Detroit. 

Reuther confirmed earlier reports 
that the union was preparing to 
base its assault on the five-year 
auto contracts on a technicality 
growing out of the government’s 
shift from one cost-of-living index 
to another. 

+. od oa 
yea the issue will go down 
to the wire on this basis re- 
mains to be seen. Involved is a fine 
legal point, with both sides equally 
confident on the surface. 

However, Reuther reiterated un-. 
ion demands for contract changes 
first requested of General Motors 

(Continued on Page 58, Col. 1) 


ard operations, U. S. plants last 
week turned out 111,257 cars and 
28,727 trucks for a total of 139,- 
984 vehicles, according to Auto- 
motive News estimates. 

Built the week before were 103,- 
644 cars and 27,910 trucks—a total 
of 131,554 units. 

* x On 
Ts January production sched- 
ules now call for 459,000 cars 
and 119,000 trucks—a total of 578,- 
000 vehicles. In January, last year, 
only 390,259 vehicles (285,744 cars 





o 


and 104,785 trucks) left U. S. as- 
sembly lines. 

Although 1953 is hardly far 
enough along to make definite 
comparisions with last year, last 
week’s output activity was signif- 
icant in that volume was rela- 
tively strong at every point, 

By contrast, 1952 operations saw 

(Continued on Page 62, Col. 1) 
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Hudson's Bid in the Low-Price Market— 


The Hudson Jet, which will carry a factory list price of $1,685, will have an in-line L-head engine with a compression or 
7.5 to 1. An aluminum head with a compression of 8 to 1, Hydramatic and Twin H-Power will be optional. Shipments to dealers 
now are under way, Hudson stated last week. The Super Jet (above) will have a factory-list price tag of $1,775. N. K. VanDerzew, 
Hudson sales vice-president, will introduce the Jet to the TV public on Auto-Lite'’s “Suspense” show tomorrow (Jan. 20). 











manifest itself 
the steel strike. 


Dealers, who had already put 


immediately after 


| their 1953 models on display, said 


lack of cars was keeping them 
from registering more sales. 


With the notable exception of one 
line group, dealers generally are 
expressing enthusiastic optimism 
about 1953 sales prospects. 

* * * 


_— dissenting dealers are those 
who hold that their factory gave 
the false impression of a lower price 
structure through model diversifi- 
cation, but that the diversification 
has put the dealers in a poorer 
competitive position. 


One such dealer stated: 


“My factory is kidding itself if it 
thinks the 1953 problem is one of 
production. This year’s sales are go- 
ing to require a lot of effort, but 
our prices remind me of how hard 
it would probably be to sell a six- 
foot-man a pair of elevator shoes.” 


Another dealer from the same line 
had this crisp comment: “Our prices 
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are too high. They must be lowered, 
and they will be lowered.” 
* * * 

N CONTRAST, a dealer in anoth- 

er line summed up his outlook 
like this: 

“We cleaned out our 1952 units 
at a good profit. We don’t have 
enough 1953s, and from the floor 
play we are getting, I think we’re 
in for a good year.” 

Most dealers seem to be under 
the impression that most of their 
1953 problems will be on the used- 

(Continued on Page 62, Col. 4) 
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GM Divisions 
Show 7 More 


‘Cars of Future’ 


Four in N. Y. Display 
Have Glass Fiber 
Reinforced Bodies 


By Bob Finlay 

Managing Editor 
ig fypter YORK.—One of the great- 
+‘ est arrays of special cars ever 
assembled by one manufacturer 
was the star attraction at the Gen- 
eral Motors show which opened 
Saturday at the Waldorf-Astoria 
here. 

Most of the cars are experi- 
mental. Four have glass-fiber re- 
inforced plastic bodies. Three are 
sports cars slated for limited 
production by Cadillac, Buick and 
Oldsmobile. 

According to Harlow H. Curtice, 
acting president, General Motors is 
showing more new things this year 
than ever before. 


| Exploring New Auto Ideas 





Chevrolet's Corvette— 


Only 33 inches high and 70 inches wide, the Corvette, Chevrolet's experimental car, 
is said to be six months to a year away from production. It is on a 102-inch wheel- 
base. Powered by a stepped-up Chevrolet engine, it develops 160 horsepower and 
drives through a Powerglide transmission. The Corvette, like the Buick Wildcat, 
Cadillac Le Mans and Olds Starfire, has a glass fiber reinforced plastic body. 


+ * * 
NCLUDED are 38 automobiles, 
products of other divisions, 


other exhibits which took visitors 
behind scenes of GM research and 
engineering laboratories. The show, 
to which admission is free, con- 
tinues through Jan. 23. 

Entertainment is on a _ lavish 
scale, including a 24-piece orches- 
tra, choral singing, ballet and a 
“Fashion Firsts” show. 

The four custom cars with 
glass fiber reinforced bodies are 
strictly experimental. The plastic- 
body idea has been kicking 
around the auto industry for a 
quarter of a century, and steel is 
still in no danger of losing its 
dominant position. 

However, the plastic bodies, 
which do not involve expensive 
dies, offer auto makers the op- 
portunity to give tangible form to 
drawing board ideas of today on 
a limited production basis. And this 
may lead to the autos of tomorrow 
—in steel, or perchance in plastic. 

The four cars exploring this field 
are the Oldsmobile Starfire, Cadil- 
lac Le Mans, Chevrolet Corvette 
and Buick Wildcat. 

* + Of 
XPERIMENTAL cars in metal 
are the Cadillac Orleans and 

Pontiac’s Parisienne and Avalon. 

Three sports cars for limited 
production are the Buick Skylark, 
Olds Fiesta and Cadillac El Dorado. 

In addition, there are experi- 
mental cars ovreviously shown, 
GM’s Le Sabre and Buick’s XP-300. 

Not to be overlooked are the 
cars that General Motor’s divi- 

(See GM SHOW, Page 8, Col. 1) 















Here Is the Buick Wildcat— 

This experimental Buick creation is on a 114-inch wheelbase and is powered by a 
188 Buick engine. The front bumper and oval grille frame are a single unit. Roto- 
static front wheel discs remain stationary while the wheels revolve. 





Cadillac's Experimental Le Mans— 


A highlight of the GM show in New York this week is the Le Mans, powered by 
a Cadillac engine stepped up to 250 horsepower. It carries three passengers in a 
single seat and is 51 inches high, 5.3 inches lower than the standard Cadillac. 





By Bernie Thomas 
Associate Editor 

DETROIT.—Robert Cass, installed 
as 1953 president of the Society 
of Automotive Engineers at the 
group’s annual meeting here last 
week, forecast early easing of con- 
trols over car and truck produc- 
tion. 

Cass, who will take a leave of 
absence from his post as assistant 
to the president of White Motor, 
said the first such action, provid- 
ing the Korean War does not 
spread, would likely result in 
“open-ending” of the Govern- 
ment’s Controlled Materials Plan. 


Starfire by Oldsmobile— 


A panoramic windshield that extends beyond the door opening is one of the 
advanced features marking the experimental Oldsmobile Starfire. Under the hood ‘is 
a special 200 horsepower Rocket engine with a 9 to 1 compression ratio. 


ably would limit priority ratings on 
materials to military needs. Civilian 
manufacturers would scramble in a 
free market for materials available 
after military orders were filled. 
Cass also predicted the produc- 
tion of 1,200,000 to 1,300,000 trucks 
annually over the next three years, 
even though some materials may 
continue in short supply. 
Meanwhile, still facing the twin 
challenge of civilian and defense 
needs, the SAE adjourned its meet- 
ing, confident the next 12 months 
will be the most productive its 
members have ever spent. 

Out of the scores of papers 
read at the parley came revela- 
tions promising longer vehicle 
life, economy in the use of criti- 
cal materials, lower inventories 


Pontiac's Parisienne— 

This luxurious town car, the Parisienne, is Pontiac's stellar attraction at the General 
Motors Motorama for 1953. The custom-built show car represents a design engineer's 
projection of the future, the company soid. 


working models, cutaways and| 


Early Decontrol Forecast 


SAE’s Cass Predicts 1,300,000 Annual Production 
Of Trucks in Next Three Years 


“Open-ending” of CMP presum- | 





ay 


| At St 


+ * * 


By Pete Wemhoff 
Editor, Automotive News 

DETROIT.—Hundreds of auto 
and advertising executives at- 

tended funeral services here Mon- 
day for Henry T. Ewald, 67, pioneer 
auto advertising man. 

Mr. Ewald, who died Jan. 9 in 
Detroit’s Grace hospital, founded 
his advertising agency, Campbell- 
Ewald, in 1911 with Hyatt Bearings 
as his first client. Alfred P. Sloan 
jr., now General Motors chairman, 
was then general sales manager of 
Hyatt. 

The Sloan-Ewald friendship 
grew until, in 1922 when Sloan 
became president of GM, the 
Campbell-Ewald agency was 
awarded the advertising accounts 
of all GM car divisions. The 
Chevrolet account, biggest in the 
auto industry, has remained with 
C-E since that time. 

In the early 1930s, when the late 
William S. Knudsen became GM 
president, it was decided to give 
each GM car division a separate 
advertising agency “to foster more 
competition.” Mr. Ewald kept the 
Chevrolet account. 

Mr. Ewald headed his own agency 
for a longer continuous period than 

any man in the advertising busi- 
ness and only last fall resigned the 
presidency to become the chairman 
of the board. Henry G. (Ted) Little 
was named president at that time. 

During his lifetime Mr. Ewald 
probably directed the promotion 
of more civic and philanthropic 
drives in Detroit, served on more 

(Continued on Page 58, Col. 4) 





of replacement parts, increased 
safety, better vehicle perform- 
ance and many other benefits. 


Highlighted also was the use of 
plastic automobile bodies in limited 
production, and a review of trends 
abroad which indicate that foreign 
manufacturers are making cars for 
world markets, while American cars 
are being built for highways now 
limited to portions of North 
America. 

Subjects embraced at the SAE 
conclave ranged from: “Lubricants 

(Continued on Page 59, Col. 1) 


End of Auto? 


Lockheed Plans Jet Plane 


To Take Over 


LOS ANGELES. — “We visualize 
this plane as eventually replacing 
the automobile,” stated Hall L. Hib- 
bard, engineering vice-president of 
Lockheed Aircraft Corp., before the 
Business Outlook Conference here 
last week. “But we must get it into 
high production to bring our costs 
down.” 

Hibbard was referring to plans 
for a jet plane which carries four 
or five passengers, rises and de- 
scends vertically with utmost safe- 
ty, and cruises at 400 miles an hour. 

He said that when military de- 
mands for aircraft slacken, Lock- 
heed intends to produce the plane. 


















art of Henry Ewald's Career— 

First client of the Campbell-Ewald advertising agency, founded in 1911 by Henry 1. 
Ewald, who died in Detroit Jan. 9, was Hyatt Bearings Co. General sales manager of 
Hyatt at that time was Alfred P. Sloan jr. (right), now board chairman of General 
Motors. Looking over some advertising copy with Mr. Ewald (left) is H. M. Carroll 
(center), now advertising manager of Hyatt. 


* * * 


Services for Henry Ewald 
Attract Auto Leaders 


Henry T. Ewald 
. auto ad pioneer 


Ewald Epitaph: 
Top Businessman 
In Advertising 


Epiror’s Note: Some years ago, 
Ned Jordan, who himself attained 
fame for his outstanding adver- 
tising copy on the Jordan car, 
spent several months with Henry 
T. Ewald to document Ewald’s 
contribution to the auto business 
through advertising. In those 
months he came to know Ewald 
as have few men. Below Jordan 
gives an insight into Ewald’s life: 


By Ned Jordan 


HE ablest businessman in the 
now gigantic business of adver- 





tising . . . civic leader and philan- 
thropist . . that was Henry Theo- 
dore Ewald. 


The late “Po” Field, son of the 
famous Eugene Field, and an as- 
sociate of Henry Ewald for many 
years, wrote a simple biography 
in one sentence when he said: 
“Henry might not be the greatest 
advertising man in the world... 
BUT... he is certainly the best 
businessman in advertising.” 
“Po” was simply saying that Hen- 
ry, as a typical American, had fully 
realized the fondest dreams of 
every young man or woman who 
wants to succeed in the advertising 
field. He enhanced that $3,000 in- 
vestment, which he and Frank 
Campbell put into the first adver- 
tising agency in Detroit ... the 
Campbell-Ewald Co. into a 
volume which, in its 42 years of 
operation, exceeded 500 million. 

The answer to the natural ques- 
tion as to how it was done could 
form the basis of a catechism, which 
every young man or woman would 
do well to memorize and never for- 
get. 

* - 


” 
A ‘Straight-Shooter’ 
ENRY EWALD was probably 
exposed to every “smart aleck” 
idea that ever originated in the 
(Continued on Page 59, Col, 4) 
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a anything ever happen in your 
life that made you feel good all 
the way through and perhaps affect 
you pleasantly for the rest of your 
life? 

Well, that is how I feel about the 
following guest column by Richard 
L. Smart (Chevrolet) of Pine Bluff, 
Ark. 

When I planned to spend three 
months in California visiting my 
daughters, I arranged for guest 
conductors for this column so my 
readers could have a change of 
pace and benefit by the experi- 
ences and prophesies of some 
practical operators in this trade. 

One of the first friends to whom 
I wrote was Felix G. Smart, Rich- 
ard’s father, who has been a Chev- 
rolet dealer in Pine Bluff since 1914. 

Felix was one of the youngest NADA 
directors when I first met him in 
St. Louis during the NRA days. He 
flew to St. Louis in his private 
plane. I worried about the safety of 
this young outstanding leader. But 
Felix had been a major in the air 
corps and, of course, was proficient. 
I have followed his career ever 
since. —" 
* 


Meeting the Challenge 


T WAS through his suggestion, 
however, that the column is 
written by his son, Richard, whose 
record as a child I had previously 
known. Before the age of 16, Rich- 
ard was represented in a Ripley 
cartoon as the youngest amateur 
golfer who had made six state rec- 
ords in golf at this early age. 
Since then Dick has graduated 

from the University of Arkansas. 
His college course was interrupted 
by three years’ service as a lieu- 
tenant in the combat engineers. 
In 1950, he graduated from the 
Chevrolet Post Graduate School 
of Modern Merchandising and 
Management. 

Some of us older ones feel, some- 
how, that we have not done such 
a good job with the inheritance we 
have left to the younger generation. 
It is therefore not only inspiring 
but refreshing to have one of Dick’s 
age more than willing to accept the 
responsibilities and meet the chal- 
lenge of the coming years. 

So it is with great pleasure that 
I introduce Dick Smart to column 
readers: 

* x * 


Great Opportunities 

ANGING in my father’s office 

is a picture, taken approximate- 
ly a quarter of a century ago, of a 
group of automobile dealers in the 
Memphis zone. As I looked at this 
picture I thought, “Here is a group 
of dealers, representative of those 
who pioneered the retail end of the 
Automobile Industry.” 

The generation, to which this 
group belongs, is largely responsi- 
ble for developing the industry from 
a weak toddling infant into a pow- 
erful economic giant which employs 
one out of every seven workers in 
the United States today. 

Moving closer to this picture, I 
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Coast Parley to Sift Problems .. . 


Better Sales Methods 
In NADA Spotlight 





noticed that every man was rath- 
er young with a bumper crop of 
hair. Today I see these same men 
occasionally, and notice their hair 
is either gray or gone and the 
wrinkles of time are written on 
their faces. This reflects the fact 
that the elapsed-time element has 
taken its toll and the operating 
responsibility of the industry is 
beginning to fall on the shoulders 
of a younger generation. 


It is my belief that this younger 
generation has been left by its 
predecessors with one of the great- 
est opportunities in industrial his- 
tory. We need only look at the 
increased population, the increased 
per-capita income, and the increased 
utility of automotive products in 
this country to see that we are en- 
tering into a period of steady 
growth of the automobile market 
and all related parts of the auto- 


mobile business. 
a: ~ * 


Intense Competition 


As OUR generation now stands on 
the threshold of a new era of 
great opportunity; so does it face 
a new era of intense competition, 
more intense than the industry has 
ever known. There are several 
things which are responsible for 
the development of this situation. 

First and foremost is the wartime 
expansion of all factory facilities. 
When these facilities are no longer 
needed in the national defense ef- 
fort, we will see the greatest pro- 
duction race in the history of the 
industry. 

Second, as a result of the defense 
effort and the postwar expansion 
of the market, the so-called inde- 
pendents have developed suffi- 
ciently to become entrenched in 
the industry. 

And, third, there is a steady de- 
crease in the margin of difference 
in the mechanical perfection be- 
tween different makes of cars, due 
to the availability of the same tech- 
nological information to all manu- 
facturers. 

With a highly competitive situa- 
tion like this developing, our man- 
ufacturers realize that the basic 
factor in their individual success 
will be the quality of their respec- 
tive dealer organizations. The attri- 
tion in the ranks of the older 
generation of retail automotive ex- 
ecutives will ultimately throw the 
responsibility for attaining these 
standards of quality on the should- 
ers of the younger generation; that 
will be our mission. 

* ” cd 


Need Capable Men 


T° MEET this challenge of un- 
bridled competition and to cap- 
italize on the opportunity of this 
new era, we must strengthen our 
dealerships where they are weakest. 
Generally speaking, our most pro- 
nounced weakness has been the 
quality of the performance of our 
personnel. To fulfill our new obli- 
gation, we must seek out the high- 
est type person entering the busi- 
ness world today. 

To lure this caliber of person into 
the retail end of our business, we 
are going to have to discard many 
of the old-fashioned methods of 
compensation in use, and unchanged 
for years, in many automobile deal- 
erships. We must endeavor more 
and more to work out compensa- 
tion plans which tie in the earnings 
of our personnel directly with the 
profits they help to create. 

This line of thought is certain- 
ly not new, but most of us have 
been neglectful of progressive 
thinking in our compensation 
plans with a consequent loss of 
the best young men to other in- 
dustries. 

To bring the most capable young 
men into the retail end of the au- 
tomobile business is not enough. 
They must be trained at a level 
commensurate with the responsi- 
bility they will be expected to 
shoulder. 

The factories, or wholesale end 
of the industry, realized this some 
years ago, and have initiated splen- 

(See MUNN, Page 57, Col, 3) 








‘Bait? Ads Are Target 
Of Chicago BBB Drive 

CHICAGO.—The Chicago Bet- 
ter Business Bureau has an- 
nounced that it has been con- 
ducting investigations through 
its auto division against “bait” 
advertising and selling prac- 
tices. 

The bureau said that such 
tactics keep customers from 
buying elsewhere through offer- 
ing inflated tradein values for 
cars and then repudiating them. 
The bureau said that it is co- 
operating with advertising media 
to eliminate “confusing and mis- 
leading statements” before pub- 
lication. 





WASHINGTON. — “The underly- 
ing purpose of the NADA conven- 
tion and the National Auto Dealers 
Equipment Exhibition is to find 
solutions to problems faced by the 
motor car retailing industry and to 
strengthen each dealer-member of 
the association.” 

That was the basic premise of a 
statement issued here last week by 
Hanford Crockard, general chair- 


man of the NADA convention com- 
mittee. 

“Our program,” Crockard said, 
“is geared to the problems that 
dealers face. We offer no pana- 
cea, but we are going to meet 
these problems head-on.” 
Crockard said the committee con- 
siders it imperative to give com- 
plete coverage to sales and mer- 























chandising techniques. He pointed 
out that three of the 10 sessions to 
be presented will deal with sales 
problems in the service department, 
in the new-car department and in 
the used-car department. 

Crockard gave this roundup of 
the program for the convention, to 
be held Feb. 14-18 in San Francisco. 

The Sunday afternoon clinic 
(Feb. 15) will feature a 1%-hour 
session on “Selling” by Jack Lacy, 
sales training expert. 

“New-Car Sales Management and 
Advertising” will be stressed in a 
clinic to be presented Monday 
morning, Feb. 16. Moderator will be 
Hilary T. Martin, resident manager 
of Earle C. Anthony, Inc., Packard 
distributor for California. Members 
of the panel include Les Schwimley, 
Harvey Crane, Lee Moran and Page 
Lamoreaux. 

The Tuesday afternoon clinc 
which will be led by Art Kenney 
will cover “Used-Car and Truck 
Sales and Advertising.” Members 
of the panel include J. W. Allen, 
Walter Allee, Lex Daoust and 











Plan Jobber Participation at NADA Show— 


Automotive jobbers and committeemen meet to discuss jobber participation at 
the NADA convention, to be held in San Francisco Feb. 14-18. Shown are Scott 
M. Kennedy, Chanslor & Lyon Co.; Ray Chamberlain, NADA convention and exhibition 
manager; J. W. Allen, DeSoto-Plymouth dealer; Louis Cresta, Cresta Bros. Auto Parts, 
Inc.; L. R. Wieslander, Shields, Harper & Co.; J. I. Pimentel jr., Colyear Motor Sales 
Co.; George Wanger, National Auto Parts Co.; M. E. Freeman, Chanslor & Lyon 
Co.; Earle C. Dahlem, William L. Hughson Co., Inc., Ford dealer; Amos T. Crowl, 
manager of the San Francisco and Northern California Motor Car Dealers Assns.; 
Warren W. Culver, Chanslor & Lyon Co., and George Daniels, Pontiac dealer. 
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Slight Car Sales Dip Finds 
Dealers Still Confident 


By Sam Sampson 
Staff Writer 

A§ EXPECTED, new-car sales 

have fallen off slightly since 
the first of the year, according to 
reports received at AUTOMOTIVE 
News last week. 

Apparently, however, the buyer 
interest in new cars is not dead- 
ening, for dealers report that ’53 


Used-Car Stocks 
Drop $1 Million 
In Year in N.H. 


CONCORD, N. H.—(UTPS)—The 
value of used cars now in the hands 
of 300 New Hampshire dealers has 
decreased about a million dollars 
from a year ago, according to a 
report by the New Hampshire Au- 
tomobile Dealers Assn. 

Comparing year-end inventories, 
the association report showed that 
the estimated value of used-car 
stocks was a little more than $3 
million at the end of 1952, as 
against $4 million in 1951. 

The report also disclosed that the 
average used-car dealer in this 
state was offering 14 cars for sale 
with a total retail value of $13,000. 
The total of used cars available for 
purchase at the time of the associ- 
ation’s survey exceeded 3,000, it was 
stated. 


Chicago . Defends 
Sunday Closing 


CHICAGO.—Simultaneously with 
distribution by the Chicago Auto- 
mobile Trade Assn. last week of 
large posters featuring Sunday 
closing for display in dealer show- 
rooms and windows, James F. 
Goodwin, president, warned that 
failure to support the movement 
may bring serious consequences. 

The posters present three reasons 
why dealers displaying them be- 
lieve in Sunday closing: To give 
“needed rest and relaxation, a 
fuller family life for employes and 
the spiritual right to worship at the 








church of one’s choice.” 


Pictorially, they feature a church 
in the background and a car in the 
its passengers 
ready to take a Sunday ride. 


announcements were well attend- 
ed in most areas, and that sales 
potential looks promising. 

Many dealers are beginning to 
look more optimistically on used- 
car inventories as prices appear to 
have firmed up in recent weeks. 
Other dealers say, however, that 
used-car stocks are still large or 
unbalanced. 

+ * * 
N#W-cAk sales at Akron dropped 

off for the week ended Jan. 3, 
compared with the same week a 
year ago. It was reported that 353 
new units were titled there during 
the period as compared with 359 
a year ago. For the same week 
between the holidays, only 196 cars 
were sold, however. 

Cleveland reports a continued 
strong interest in new cars, as 
approximately 2,800 cars were 
sold during the first 10 days of 
January. Dealers are not expect- 
ing, however, that the trend will 

(Continued on Page 57, Col. 1) 


Fred Georgi. Emphasis will be 
given to the training of employes. 

Service department organization, 
management and promotion also is 
to be stressed in the five-day ses- 
sions. The first service clinic will 
be presented Saturday morning un- 
der the direction of George Daniels. 

Entitled “Service Planning and 
Direction,” this clinic will explore 
factors and problems incident to 
the operation of a service depart- 
ment, Dealers participating include 

(See NADA, Page 59, Col. 2) 





Fire Razes Pa. Firm 


On ’53 Debut Day 

MECHANICSBURG, Pa.— 
(UOTPS)—Only a few hours be- 
fore the scheduled showing of 
the 1953 line of Oldsmobile, a 
fire of undetermined origin de- 
stroyed the new-car sales and 
service garage operated by R. W. 
Miller at 629 W. Main St. Fire- 
men estimated the loss at 
$40,000. 

Seven new cars and a truck 
were removed, but three vehicles 
in the shop were destroyed. 








eee 


Dealer Arkush Stages Family Safety Day— 

John Arkush Packard Co., Long Beach, Calif., had salesmen compiling a prospect 
list of over 600 families during a single day's promotion, which saw parents bringing 
their children to the showroom to learn about safety. Nemo the Safety Clown was on 
hand to make records warning, ‘Don't clown around when it comes to safety,"’ which 
he gave to the youngsters while their parents were shown about the dealership. 
Between shows, Dealer John Arkush took the clown to the Long Beach naval base for 
a special performance for the children of Navy personnel. From left are Electrician 
R. C. Booth, in charge of the show at the naval base; Nemo; Capt. Wayne N. Gamet, 
commander of the Long Beach group, Pacific reserve fleet, and Arkush, 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 


AUTOMOTIVE 

os and dealers in motor vehicles, parts and accessories. §2. A fair profit to 
. the dealers on every used vehicle accepted in partial payment for a new 
id A car or truck. §3. Every dollar of gasoline tax collected by state or federal 
a governments applied to the building and maintenance of highways. 
. © 14. The elimination of government and bureaucratic controls over this 
R R industry. §5. A return to the precepts of independence and the rewards of 


applied energy and ability, which made America and gave more of her 


NEWS citizens more of the better things of life than anywhere else in the world. 





Capsule Comments 


Ed THE pretext that the new BLS consumer price index 
requires a rewording of the five-year contracts with 
auto makers, UAW leaders are insisting that the companies 
make permanent 20 cents of the 25-cent hourly cost-of-living 
“float” gained under the escalator clauses, increase the an- 
nual improvement raise from four to five cents, and boost 
pensions. 
The UAW, having eaten of the cake for the past several 
years as wages rose sharply, now wants the cake, too. 


a. driving will come in for serious attention as this 
year’s state legislative sessions ponder ways and means 
to cut the rising traffic toll, a report shows. 
Some authorities are even advocating the permanent 
license revocation of those convicted of any traffic offense 
involving the use of alcohol. 


ave groups have named a committee to seek revisions 
in the proposed insurance agents law, which as it now 
stands would bar auto dealers and finance companies from 
handling the insurance in connection with installment car 
sales. 


The proposed ban would be a disservice to the public. 
* * * 


we a top businessman cabinet composed of several 
auto executives, General Eisenhower officially takes 
office tomorrow (Jan. 20) as the first Republican president 
of the U. S. in 20 years. 
The nation expects great things of the new regime. 
* © * 


SV rOeOnvVE production has gotten off to a fast start 
so far in 1953, and observers expect the full year to 
show a sizable increase over the past 12 months. 
Sales seem to be the only question mark at present, but 
optimism is growing. 





Auto 
Forum 


Eprror’s Note: Following is 
the concluding portion of a 
speech made recently by Clar- 
ence L. Landen, president of 
the Securities Acceptance 
Corp., Omaha, before a New 
Mexico automobile dealers 
meeting: 


If I Were a Dealer 


IF I WERE a dealer, I would 
realize that I must do these 
things: 

1, Follow business trends from 
day to day. 

2. Conserve, and if possible in- 
crease my working capital. 


38. Keep my finger daily on 
the pulse of every department 
in my business. 


4, Get the utmost possible co- 
operation from every employe, 
and keep the organization work- 
ing as a team to cope with each 
day’s problems. 


5. Follow the work of my new 
and used car and new and used 
truck sales organizations like a 
hound on a hot scent, making 
each day’s results teach every 
salesman something that will im- 
prove his work and doing every- 
thing possible to increase the 
knowledge, alertness, resource- 
fulness and will-to-work of every 
member of the sales force. 


* * * 


6. INTENSIFY my efforts to 
locate and cultivate prospects 
and then build up a backlog of 
potential buyers who will be in 
the market within the next cou- 
ple of years, increasing the effort 
applied to each one as the logi- 
cal time draws nearer for him to 
acquire another car or truck. 


7. Strengthen my service or- 
ganization by every practical 
means and maintain a constant 
drive to increase the number 
of owners who patronize my 
shop. Give service as perfect 
as possible and charge compe- 
titive prices that will seem fair 
to the public. Operate on the 
basis that “the owner is right,” 
without yielding the right to 
explain when he clearly isn’t 
right. In case of disagreement, 
telling him to suggest a settle- 
ment. In 99 out of 100 cases, 
the adjustment that he pro- 
poses will be the least costly 
and most satisfactory that 
could be effected. 


8. Work with other dealers to 
build up in the local schools a 
reservoir of partly trained serv- 
ice mechanics. 


9. Train present mechanics to 
the highest attainable level of 
perfection and give them strong 
incentives for remaining in my 
shop. 

10. Study every day the com- 
plete picture in every department 
of the business and never let any 
unforeseen development take me 
unawares. Push the business 
from all angles constantly and 
never allow it to push me. 


* * * 


IF I WERE a dealer, I would 
operate my business for the pur- 
pose of serving as many indi- 
viduals as possible, and by so 
doing, serving the nation as a 
whole. I would try to serve the 
factory by being a thoroughly 
efficient outlet for its goods. I 


(Continued on Page 53, Col. 4) 


10 Years Ago... 


19, 1953 
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on Wall? . .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Fears Over-Production 


We have been a subscriber to 
your newspaper for many years, 
and dealers since 1922. 

The manufacturers are not seeing 
too clearly. The handwriting is on 
the wall that the manufacturers 
will put thousands of dealers out of 
business this year “if this crazy 
overproduction continues.” 

Suggest you have a questionnaire 
sent out and quickly to all your 
subscribers and see if the feeling 
isn’t the same. 

This over-supply, if not stopped, 
will create havoc beyond repair, if 
some action is not taken by the 
dealers themselves by refusing to 
take more than they can profitably 
sell. The used cars are piling up 
everywhere. Please act soon.— 
EASTERN DEALER. 


* 

Joins Beef 
I would like to add my beef con- 
cerning the so called new prices on 
the Chrysler New Yorker. Any way 
you care to look at this it actually 


* + 


The Big Story 


Office of Price Administration, facing up to facts of tire inspection, 


postpones deadline two months for holders of “A” 


cards — from 


Jan. 31 to March 31—and one month for holders of “B” and “C” 
gasoline ration cards, bulk coupons and fleet operators —to Feb. 28 


. NADA directors, meeting in Cincinnati, wrestle with recom- 
mendations for disposition of remaining 275,000 new cars in national 


stockpile . 


. . Selective Service lists auto mechanics among 34 essen- 
tial occupations, meriting deferment .. . 


Machinery for synthetic 


rubber plants reported No. 3 on President Roosevelt’s personal prior- 
ity list, behind equipment for high-octane gasoline plants and ships 
.. . Seven leaders of wildcat strikes at Bohn Aluminum & Brass Co., 


Detroit, fired at request of Army. . 


- Quick Senate confirmation 


expected for nomination of former Senator Prentiss M. Brown to 
succeed Leon Henderson as OPA director. 


—From the files of Automotive News. 





is increase in price.— ALABAMA 
DEALER. 


~ a * 
Plastic Car Models 


Would you please tell me what 
firm it is there in Michigan that 
manufactures those small minia- 
ture models of plastic. 

I would like very much to find 
a firm as soon as possible that will 
have the 1953 model out as a toy 
unit.—Haro_p R. Hoxanson, public 
relations, Stewart Motor Co. (Stu- 
debaker), Phoenix, Ariz. 

Epitor’s Note: One maker is 
Aluminum Model Toys, Inc., 200 
Briggs Bldg., Birmingham, Mich. 

* * ” 


Welding Tips 

We are most interested in the 
writeup on “Tips on Welding” as 
illustrated in Automotive News, Oct. 
20. 

As no address is given, we should 
appreciate it if you could arrange 
for this concern to send us full par- 
ticulars of these units together with 
prices and delivery position.—A. 
Jackson, Stolly’s Motors Ltd., Cape- 
town. 

Epiror’s Note: Address of the 
Eutectic Welding Alloys Corp. is 
— St., Flushing 58, New 

ork. 


Profit & Loss 


On page 6 of your Dec. 15 issue 
appeared a section taken from 
NADA’s “Dealer Profit or Loss 
Facts” bulletin, which proved to be 
of quite some interest to our de- 
partment. 

It would be appreciated if you 
could advise us as to whom and 
where we should direct our cor- 
respondence.—T. E. Swann, service 
department, Ford Motor Co. of Can- 
ada, Ltd., Windsor. 

Eprror’s Note: NADA’s address 
is 1026 17th Street, N. W., Wash- 

ington 6, D. C. 
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Mr. Jonn H. THuompson 


President of Thompson Motors, 


Successful Ford Dealer of Great Neck, New York, says: 


“We have had excellent 
experience with 
Commercial Credit” 


R. THOMPSON ALSO SAYS, ‘‘CoMMERCIAL 
Crepit has been very helpful in training our 

sales organization in closing time sales. Their quick 
handling of credits has enabled us to deliver cars and 
trucks in the shortest possible time. We also appre- 
ciate their advice on business conditions and their 
friendly attitude.” 
° 


° * 


Mr. Thompson also mentioned COMMERCIAL 
> ec 


Crepit’s “good follow-up system” and commented 
that “CommerciaL Crepit’s Car Repair Finance 
Plan is used often and is a desirable feature.” 


Dealers who have worked with COMMERCIAL 


Crepit for 10, 20, 25 years or more look upon 
this association as far more than an important 
tool for closing time sales. They have found 
CoMMERCIAL CRreEDIT’s business “know how,” 
complete facilities and ample resources can be 


relied upon in times of war or peace, prosperity 
or depression. 


Call or write your nearest COMMERCIAL CREDIT 
office. Ask to see “The Dealer’s Stake in Time 
Selling.”’ Naturally, there’s no obligation. 


COMMERCIAL CREDIT DEALERS ARE Successful DEALERS 


J b . 
a ae 


FS) ‘8 
COMMERCIA 


és ee 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
.-. Capital and Surplus over $125,000,000 


. « . Offices in principal cities of the United 
States and Canada. 
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WASHINGTON. — The Supreme 
Court, in a seven-man majority 
opinion, Jast week upheld the legal- 
ity of the recently enforced ICC 
regulations against trip-leasing of 
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Supreme Court Backs ICC Rules .. . 
Ban on Trip Leasing 
Of Trucks Upheld 





hauler for the return trip to his 
normal base. It also stipulates that | 
no truck can be leased for less 


than a thirty-day period. 


trucks and the method of paying 
The court’s decision 
upheld earlier decisions of two low- 


the lessees. 


er Federal courts. 


Seen as a throttling move, ac- 
tuated by rail and Teamster un- 
ion interests to prevent haulers 
(especially of farm products) 
from obtaining pay-load return 
cargos on hauls to market, the 
ICC ruling was contested first by 
the American Trucking Assns. 
and others in the Federal court 
in Birmingham, Ala., and later 
by the Eastern Motor Express 
Inc., and others in Federal court 


The ICC ruling. also made illegal 
the time-honored method, in over- 
land transportation, of paying the 
leased truck operator or owner on 
a basis of a split in the contract 
rate, or percentage of earnings for 
the haul. 

Justice Stanley Reed delivered the 
majority decision. Justice Hugo 
Black wrote a dissenting opinion 
in which Justice William Douglas 
joined. They said in effect that the 
new rules would be ruinous to many 
small truckers. 

But Justice Reed said that the 
fact that the value of some truck- 
ing concerns might be affected 





in Indianapolis. 


This ruling removes the right of 
the farmer, citrus grower or ship- 
per to lease his truck and trailer 
to a regular common or contract 


All Display Space 
At Chicago Show 
Reported Filled 


CHICAGO.—Every inch of space 
at the 45th annual Chicago Auto- 
mobile Show, totaling 152,000 square 
feet in the International Amphi- 
theater, has been contracted for, it 
was announced by Edward L. 
Cleary, manager. 


Cleary disclosed that passenger 
cars will occupy 91,439 square feet; 
motor trucks, 41,160 square feet, 
and accessories and other displays, 
19,401 square feet at the show to 
be held from March 14 to 22. 


Frank H. Yarnall, chairman of 
the executive show committee, an- 
nounced that a safety slogan con- 
test for public and parochial high 
school students of Chicago will 
open Jan. 19, with March 1 as the 
closing date for entries. 


Yarnall added that awards have 
been doubled over those for previ- 
ous shows, with $200 in U. S. sav- 
ings bonds going to the winner, 
$100 for second place and $50 for 
third. 

Mayor Martin H. Kennelly has 
issued a proclamation designating 
the period of the show as “Traffic 
Safety Week in Chicago.” Cooper- 
ating with the Chicago Automobile 
Trade Assn. in the safety slogan 
contest is the Chicago Safety In- 
formation committee, of which the 
mayor is honorary chairman. 


Montreal Exhibit 
Starts Feb. 27 


MONTREAL.—Announcement 
has been made that a national 
motor show will be held here Feb. 
27-March 8 at the Show Mart Bldg. 

There has not been a national 
motor show in Montreal since 1939. 
Organizers say the new show will 
reflect the progress of the auto in- 
dustry in that period. 


For the Record 


Story of Buick Too ‘Costly’ 


For Taxpayer 


WASHINGTON. — Enthusiasm 
for industrial achievement and the 
expense to express it are not al- 
ways in harmony, Rep. Kit Clardy, 
Michigan Republican, has found. 


The golden anniversary of Buick 
and the comprehensive jubilee edi- 
tion of a Flint paper moved Clardy 
to request House permission to in- 
sert the newspaper story in the 
Congressional Record. 

“The story of Buick,” Clardy told 
the House, “is the story of the au- 
tomobile.” 

The insertion would have run to 
522 inches, or 15 pages at $82 a 
page. When the newspaper heard 
about the proposal, it asked Clardy 
to desist from his request in the 
interest of the taxpayer. 

He gave in, but said he would 
decorate the walls of his office with 
Buick pictures—in color and at no 
cost to the taxpayer. 


































































does not justify a contention that 
Federal constitutional rights have 


been violated. 

ICC said the rules were made 
necessary by the growth of a 
large group of independent truck- 
ers, sometimes known as “gyp- 
sies” or “wildcatters” who are 
not subject to ICC ruling. Many 
of these independents haul for 
carriers who have ICC authori- 
zation to operate and are subject 
to ICC regulations, 


Truckers most affected by the 
ruling point out that it would be 
much to the benefit of the rails, if 
they are prevented from leasing 
their equipment for a pay-return 
load, since it would necessitate the 
truckers charging a rate for the 
haul of the produce that would cov- 
er the roundtrip of the vehicle in- 
stead of the one-way haul of pro- 
duce and citrus fruit. 

They also intimate that the Team- 
sters Union is also greatly inter- 
ested in seeing that the ICC ruling 
is enforced from an 
membership” angle. 
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Chrysler Shows ‘Special’ at New York— 


The Chrysler “Special” sports coupe is having its first public showing in the U. S. 
at the Chrysler International Salon in New York. The “Special,” only 55 inches high, 
made its debut last month in Paris. Designed by Chrysler engineers and built in Italy 
by Ghia, it has the characteristically low, sweeping line of European sports cars and 
embodies many unusual design features. 





Nash Appoints Lawler Head 
Of New Sales Region 


DETROIT.—Nash Motors has es- 
tablished a new central sales divi- 
sion and realigned its sales terri- 
tories to handle increased sales 
activities, H. C. 
Doss, sales vice- 
president, an- 
nounced last 
week. 

N. F. Lawler, 
formerly Nash 
director of adver- 
tising and sales 
promotion, has 
been appointed 
central division 
sales manager, 


N. F. Lawler with headquarters 


“effect on|in Detroit. The new territory in- 
cludes the Chicago, Dallas, Des 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


Jan, 14 
(Bad weather held down entries 
somewhat. Sale fast. Sold 77 cars 


out of 125 offerings.) 

BUICK—’52 Special 4-dr., $2,020*. ‘51 
Special 2-dr., $1,325. '50 Super 2-dr., 
$1,010, $970; 4-dr., $1,005*. °49 Su- 
per conv., $890; RM 4-dr., $960. °47 
Super 4-dr., $590. 

CHEVROLET — '51 SL Deluxe 2-dr., 
$1,225*. °50 SL Deluxe 2-dr., $880, 
$925; 4-dr., $980. °49 SL Deluxe club 
coupe, $760. ‘48 FL aerosedan, $530. 

CHRYSLER—’49 NY club coupe, §$1,- 
000*. '47 NY 4-dr., $390. '46 Wind- 
sor 4-dr., $345. 

DeSOTO — ’'51 Custom 4-dr., $1,465", 
$1,575*. °47 Custom conv., $605. 
DODGE—’50 Coronet 4-dr., $1,015*. '48 
Custom 2-dr., $650. '47 Custom 4-dr., 
$500. °46 Custom 4-dr., $470; Deluxe 

2-dr., $350. ; 

FORD—’52 Victoria, $1,810*. °'51 Cus- 
tom (8) 2-dr.. $1,250*%; Custom (6) 
2-dr., $975, $1,075. °50 Custom (8) 
club coupe, $925; 2-dr., $1,025, $1,- 
050. °49 Custom (8) 2-dr., $700, 
$640; conv., $710. °48 SD (6) 2-dr., 


$460. 
HUDSON—’50 PM 2-dr., $830; 4-dr., 


$870. '48 Super (6) 4-dr., $410, $400. 
KAISER — ’51 4-dr., $1,230*, $980*; 
2-dr., $1,225*. 


LINCOLN—'49 4-dr., $875*. 

MERCURY—’47 4-dr., $380, $530. 

NASH—’48 (600) 2-dr., $430. °47 (600) 
club coupe, $280. 


OLDSMOBILE — '50 (88) 4-dr., $1,- 
275*; (98) 4-dr., $1,260*. ‘49 (98) 
conv., $975*; (76) conv., $680. 

PACKARD—’48 conv., $450. 

PLYMOUTH — ’52 Cambridge club 
coupe, $1,370. ‘51 Cambridge club 
coupe, $1,125, $1,060. '50 P-19 2-dr., 
$910. °47 Deluxe 4-dr., $390. 

PONTIAC—’51 SL (8) 4-dr., $1,600*. 


"50 Chieftain (8) 2-dr., $1,280, $1,- 
135; Chieftain (6) 2-dr., $1,115. '49 
SL (8) 2-dr., $815, °48 Chieftain (8) 


4-dr., $720; 2-dr., $780. 
STUDEBAKER — ’51 Champion 2-dr., 
$975; 4-dr., 3945. °50 Champion club 
coupe, $800*, 
WILLYS—’50 station wagon, $800. '49 
station wagon, $665. 
* * 


Jan, 7 
(First sale at new location was very 
successful in spite of cold weather 

and snow. Sold 135 cars out of 186 
entries.) 

BUICK—’52 Super Riviera 2-dr., $1,- 
505*. °’51 RM 4-dr., $1,750*%, $1,665°; 
Special 4-dr., $1,475. °'50 RM 4-dr., 
$1,355*; 2-dr., $1,015, $1,035; Super 


2-dr., $1,175; 4-dr., $1,275, $1,285; 
Riviera 2-dr., $1,565. '49 RM 4-dr., 
$950, $885. °48 station wagon, $670. 


’47 RM 2-dr., $425; 4-dr., $580. '46 
Super 2-dr., $460. °40 4-dr., $100. 


CADILLAC — ’52 (62) 4-dr., $3,500°*. 


"46 (62) 2-dr., $760*. 
CHEVROLET — '52 SL Deluxe 2-adr., 
$1,410. '51 SL Deluxe club coupe. 


$1,110, $1,075. '50 SL Deluxe 2-dr., 
$1,040*, $920, $910; club coupe, §$1,- 
050; Bel-Air, $1,250*, °49 SL Deluxe 
sedan, $620; conv., $825. °’48 SM 
4-dr., $560. °47 FL aerosedan, $505, 
$460. °41 SD 2-dr., $200. 

CHRYSLER—’52 NY 4-dr., $2,180*. ’51 
Windsor 4-dr., $1,460*. °'50 Windsor 
Newport, $1,480*. ‘48 Windsor 4-dr., 
$625. 

DeSOTO—’48 Deluxe 4-dr., $585; Cus- 
tom club coupe, $690. °'47 Deluxe 
4-dr., $410, $530. °46 conv., $500. 

DODGE — '51 Diplomat, $1,475*. °50 
Coronet 4-dr., $990; Wayfarer road- 
ster, $720. °'49 Meadowbrook 4-dr., 
$860. °47 Custom 2-dr., $450. °46 
Custom 4-dr., $435, $400. 

FORD—’52 Custom (8) 2-dr., $1,550. 
’51 Custom (6) 2-dr., $1,060, $1,235*, 
$1.170, $1,230*, $720. °50 Custom (6) 
2-dr., $785; Custom (8) sedan, $940, 
$890. °'49 Custom (6) sedan, $695, 
$650; Custom (8) sedan, $805*, $740, 
$780, $790. °48 SD (8) 2-dr., $530. 
‘47 SD (6) 4-dr., $385. °46 Custom- 
ized conv., $750. 

HUDSON—’51 Hornet 4-dr., $1,390. ’50 


PM sedan, $925, $750. °'49 Super (6) 
sedan, $700, $620. °48 Super (6) 
sedan, $600, $530, $475, $570. ‘46 
Super (6) club coupe, $215. 
KAISER—’52 2-dr., $1,565. °51 2-dr., 
$1,105. °'49 4-dr., $425. °47 4-dr., 


$200. 
LINCOLN—’50 Cosmopolitan 4-dr., $1,- 
20* 


220°. 

MERCURY—’50 4-dr., $1,090. '49 4-dr., 
$825, $800. ‘47 4-dr., $525. °46 
sedan, $390, $365. 

NASH — ’'50 Statesman sedan, $810, 
$800, $870*, $875*. ‘49 (600) sedan, 
$690, $550. °47 (600) sedan, $455, 
$400. °46 (600) sedan, $280, $325. 

OLDSMOBILE-—-’51 (88) 4-dr., $1,575*. 
50 (88) 2-dr., $1,160*%. °49 (98) 


4-dr., $1,130*; (76) 2-dr., $700. °48 
(98) conv., $700*%. °47 (76) 2-dr., 
$550. 

PACKARD—’'50 (200) 4-dr., $980. ‘49 
4-dr., $630. 


PLYMOUTH—’52 Cambridge 4-dr., $1,- 
360. °'51 Cambridge club coupe, $1,- 
080, $1,075; Suburban, $1.250. ‘50 
Deluxe 4-dr., $990. ‘'48 SD 4-dr., 
$550. °46 SD 4-dr., $415, $530. 

PONTIAC—’51 Chieftain (8) 2-dr., $1,- 


470*; 4-dr., $1,485*; Catalina, $1,- 
775*. °50 station wagon, $1,220. '49 
Chieftain (8) 2-dr., $990. '48 SL (8) 


2-dr., $790. $760. 

STUDEBAKER — '52 Champion 2-dr., 
$1,300*. °50 Commander (8) club 
coupe. $900. 

WILLYS—’47 station wagon, $390. 

MISCELLANEOUS — '51 Frazer 4-dr., 
$960*. '51 GMC %-ton pickup, $770. 


*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 46-48 


Moines, Detroit, Kansas City, Mil- 
waukee, Minneapolis, Oklahoma 
City and St. Louis zones. 


To handle expanding markets in 
the west, L. T. Kouns, western sales 
manager, is moving his headquar- 
ters from Detroit to Los Angeles, 
Doss said. Kouns also will assume 
responsibilities of the Los Angeles 
zone, succeeding R. D. Bolt, who 
has been transferred to Denver as 
zone manager. The western region 
includes the Denver, Los Angeles, 
San Francisco and Seattle zones. 


J. W. Watson continues as east- 
ern sales manager, Doss said. This 





L. T. Kouns R. D. Bolt 


territory includes the Atlanta, 
Boston, Buffalo, Charlotte, Cin- 
cinnati, Cleveland, Memphis, New 
York, Philadelphia, Pittsburgh 
and Washington zones. 

The position of director of adver- 
tising and sales promotion has been 
eliminated, Doss announced. These 
duties will be assumed by separate 
departments supervised by J. B. 
Huntress, advertising manager, and 
L. E. Stewart, sales promotion 
manager. 


Lawler has been active in the ad- 
‘Continued on Page 60, Col. 3) 


Sander Succeeds 


Coons in Illinois 


SPRINGFIELD, Ill.—Les Sander 
has been appointed executive man- 
ager of the [Illinois Automotive 
Trade Assn., it was announced here 
last week. C. W. Coons, who had 
been manager for 28 years, has 
retired. 

It was also announced that the 
dealer association has moved from 
Peoria to Springfield, where its new 
offices are at 616 Ridgely Bldg. 


1,500 Leased Cars Roll 
On Michigan Highways 


LANSING.— Fifteen hundred 
leased automobiles are now on 
Michigan highways, according to 
an estimate from Harold E. Brad- 
shaw, Michigan deputy secretary of 
state. 

Bradshaw’s estimate came as he 
appealed to the State attorney gen- 
eral for a ruling on whether car- 
leasing firms must have a dealer’s 
license. 

Michigan law requires licenses 
for those who “buy, sell, or deal in” 
automobiles, the attorney general’s 
office noted, but it ruled that these 
terms did not apply to car leasers, 
even though they annually bought 
a fleet of cars for lease, then sold 
them to used-car dealers. 


Bowie Is Named 
Manager of Ford 
Product Sales 


DEARBORN, Mich. — L. W. 
Smead, general sales manager of 
the Ford division, last week an- 
nounced the ap- 
pointment of 
Chester E. Bowie 
as manager of 
product sales and 
service, succeed- 
ing J. D. Ball, 
who retired. 

In his new as- 
signment, Bowie 
will supervise the 
national activities 
of the car sales, 
truck sales, parts 
and service sales, service, distribu- 
tion and fleet sales departments. 


Since September, 1951, Bowie had 
served as manager of sales admin- 
istration of the division’s general 
sales office. Previously, he was 
manager of the business manage- 
ment department in the same office. 

Starting with Ford in its Des 
Moines sales office in 1929, Bowie 
rose to sales manager and held that 
job until 1942, when he was com- 
missioned in the U. S. Army Air 
Forces. After his discharge in 1945, 
he returned to the Des Moines 
office as sales manager. 

In September, 1945, Bowie was 
named assistant district manager 
at Des Moines and in August, 1946, 
he became midwest regional ‘super- 
visor for Ford cars and trucks in 
Chicago. In December, 1946, he was 
named assistant regional sales 
manager, and was promoted to the 
central office in Dearborn as busi- 
ness management manager in April, 
1949. 


Cleveland Dealers 


Led by Bundy 


CLEVELAND.—New president of 
the Cleveland Automobile Dealers 
Assn. is C. Ray Bundy, Ford dealer. 

James Berry (Buick) is first 
vice - president; Dick Seymour 
(Packard), second vice-president, 
and N. J. Popovich (Chrysler), 
treasurer. R. Earl Burrows was re- 
named secretary, and Frank Schaut, 
counsel. 





C. E. Bowie 





NPA Reports U.C. Sales 


Up at End of December 


WASHINGTON. — Used - car 
sales by franchised new-car 
dealers picked up during the 
final 10 days of December, ac- 
cording to a report from NPA 
last week. The agency said 
franchised dealers sold 183,480 
used cars during the period, as 
compared to 171,913 units in the 
Dec. 10-20 period. 

NPA’s figures are based on 
sworn reports from new-car 
manufacturers. 

Used-car stocks, however, con- 
tinued to grow, the _ report 
showed. On Dec. 31, total stocks 
were 598,316 cars, as compared 
to 582,813 on Dec. 20. Thus, 
stocks increased by 15,503 dur- 
ing the period, while sales in- 
creased only 11,567. 








a 


On Ohio Board— 


Ohio's Gov. Frank J. Lausche has an- 
nounced the appointment of J. W. Wat- 
son, Columbus Ford dealer, to a second 
term on the three-man Motor Vehicle 
Dealer's Licensing Board. Second man on 
the board is Vance C. Hall, Studebaker 
dealer in Akron, whose term is up in 
1955. R. E. Foley, Ohio's registrar of 
motor vehicles, is retained for another 
term as the ex-officio member, with Clete 
N. Birhanzl, chief of the Dealer's and 
Salesman's Licensing Department, serving 
as active secretary. 
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At New York Display .. . 


GM Divisions Showing 
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7 ‘Cars of Future’ 


(Continued fr 


sions are offering for sale. These | 
are the regular lines, in glamor- 
ous paints and settings. 
As an example of the experi-| 
mental cars, 51 inches high, the 
Le Mans is 5% inches lower than 
the standard Cadillac convertible 
and is powered by a Cadillac en- 
gine stepped up to 250 horsepower. 
It features specially embossed 
seat leather and jeweler-engraved 
hood emblem, wheel discs and in- 
strument panel surfaces. Vertical 
bumpers which appear to be part 
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The surest way to mov 
store is to move more 
Visual Front does. It 
more people inside. 


Why not find out what it would cost to make your 
storefront a live-wire merchandising force? 
Your local L-O-F Distributor or Dealer can show you 
how other stores in your locality have done it. He can 
tell you about local conditions and codes. He can put 


you in touch with a 
specialize in storefront 


complete line of storefront materials—L*O’F Polished 
Plate Glass, Thermopane* 


for unobstructed visibi 


fading of materials, Vitrol:te* glass paneling for exterior 


beauty, mirrors of L:O- 


and brighten your store. 


Mail the coupon for 


Visual Fronts, and for the name of your nearby L-O'F 


supplier. 


For a modern VISUA Lo 


When more 
. people can see in 
* , 







more come in 


...and BUY 


om Page 2) 


of the body help cut its length 


to 196.1 inches — 24 inches shorter 
than production Cadillacs. 
* * * 


HE Wildcat is on a 114-inch 
wheelbase, has a minimum of 
chrome and a brilliant green 
leather-trimmed interior. Air inlets 
on each side of the hood ornament 


permit better carburetion. The|1949 that it will be staged outside 


front bumper and oval grille frame 
are a single unit. 
The one-piece wrap-around wind- 


| 12-17 for GM’s Motorama of 1953. 


| rear. Louvres in the long, thin rear 
| fender help exhaust tire and brake 
| heat. 

Departures from the conven- 
tional also mark the Parisienne, 
Avalon, Corvette and Orleans, 

The doors of the show will be 
open from 10 a.m. to 11 p.m., ex-| 
cept on two days. On Sunday the 
show will be open from noon to 
11 p.m. and Friday, Jan, 23, the 
| hours are 10 a.m. to 10 p.m. | 


| 





Open 


In Miami Feb. 12 
MIAMI, Fla.— The Dinner Key | 
Auditorium will be the setting Feb. 


GM Show to 


GM officials said that this will be | 


sented here, and the first time since 





of New York. The show will later | 


the nation. 








“Yowre right—I was wrong! 


| You CAN afford it!” 


the first time the show will be pre-/| essentially the same as the one in 


New York, but will be bigger be- 
cause of more space at the audi- 
torium, Harlow H. Curtice, GM’s 


travel to a number of cities across | acting president, said. The Miami 


auditorium has 90,000 square feet 


shield has a 60-degree slope to the} The Miami exposition will be/|of floor space. 
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€ more merchandise out of your 
people in. That’s just what a 
arouses more interest — invites 


rchitects and contractors who 
work. He’s equipped with a 


insulating glass, 7 uf-flex* Doors 
lity, Golden Plate to minimize 


F Polished Plate Glass to enlarge 
your free copy of our booklet on 


*® 


IZRONT see your nearest 
GLASS} 


LIBBEY: OWENS: FORD 


GLASS D 


ISTRIBUTOR 





Libbey-Owens-Ford Glass Co. 
7613 Nicholas Building, Toledo 3, Ohio 


L-O-F Distributor, 




























TUF-FLEX DOORS 


for maximum see-in 


Send me your book on Visyal Fronts and the name of the nearest 


Name__ ee 

(Please Print Plainly } 
I irae acacia 
City ee 











Obituaries 


J.M. Hendrie, Lons: 
A Chevrolet Aide 


DETROIT.—Services for Josep 
M. Hendrie, 62, car distributior 
manager of Chevrolet for 20 year: 
were held here 
last week at the 
Harris Funeral 
Home. Mr. Hen- 
drie died of a 
brain tumor at 
Harper Hospital 
after an illness of 
two months. 

Mr. Hendrie 
joined Chevrolet 
in 1919 after grad- 
uating from Cen- 
ter College, Dan- 








J. M. Hendrie 
ville, Ky. For a time, he worked 


for Samson Tractor Co., then a 
General Motors subsidiary at Janes- 
ville, Wis. He was appointed car 
distribution manager in 1933. 

* * + 


F, W. Hautau, Treasurer 


Of C.1.T. Financial 


NEW YORK.—Fred W. Hautau, 
54, of Hohokus, N. J., vice-president 
and treasurer of C.L.T. Financial 
Corp. and many of its subsidiaries, 
died Jan. 10 in Presbyterian Hos- 
pital here after an illness of six 
months. 

Mr. Hautau also was a director 
of C.LT. Financial. He joined the 
company in 1938 as an assistant 
vice-president and as its represen- 
tative in the commercial paper 
market. 

He was an officer or director of 
such C.I.T. subsidiaries as Commer- 
cial Investment Trust, Inc.; Uni- 
versal C.I.T. Credit Corp.; C.LT. 
Corp., and National Surety Corp. 

o * s 
Ralph L. Bass 

CLEVELAND.—Ralph I, Bass, 45, part- 
ner in Bass Chevrolet Co., died after a 
brief illness. Mr. Bass was a past presi- 
dent of the Cleveland Chevrolet Dealers 
Assn. and the Cleveland Used Car Dealers 


Assn. 
* cs s 


Luther G. Felts 
KNOXVILLE, Tenn.—Luther G. Felts. 
51, founder, owner and operator of Valley 
Motors and a leader in Masonic organiza- 
tions, died Jan. 6 following a heart attack. 
* 7 * 
Chester Oliver 
CONROE, Tex. — Chester Oliver, 37, 
owner of the Lincoln-Mercury dealership 
here and formerly connected with Higgin- 
botham Motor Co., of Baytown, died after 
a heart attack. 
& « * 
Norman W. Church 
LOS ANGELES. — Norman W. Church, 
inventor of the automobile clock, who later 
became known as a millionaire turfman 
and breeder of thoroughbred racing horses, 
died Jan. 7 of cancer. He became associ- 
ated with Stewart-Warner just as it was 
beginning the manufacture of auto acces- 
sories. . 
. 2 


Reuben H. Adams 
KENDALLVILLE, Ind.—Reuben H. Ad- 
ams, 55, former dealer here, died in South 
Bend while attending a meeting of the 
Associates Investment Co., with which he 
was affiliated. 
. © 


Hubert B. Evans 
AIKEN, 8S. C.—Hubert B. Evans, 58, 
dealer in South Carolina for 21 years, died 
Jan. 7. He operated Evans Motor Co. 
after the death of his father. 
* * * 
Louis C. Schellin 
AKRON.—Louis C. Schellin, 59, a 40- 
year veteran in B. F. Goodrich Co.’s in- 
dustrial and general products division, died 
Jan. 4 following a lingering illness. Mr. 
Schellin for the past 15 years had handled 
sales orders of industrial rubber products 
for the automotive industry. 


Ike's Choice 
President-Elect Drives 


°52 Chrysler Sedan 


WASHINGTON. — After appoint- 
ing three GM executives and deal- 
ers to his cabinet, what kind of 
a car does President-Elect Dwight 
Eisenhower drive? 

It’s a 1952 Chrysler sedan, it was 
reported here. 

The Secret Service is reluctant 
to let out much information about 
the car for security reasons, and 
no special license tag number has 
been assigned—at the request of 
the general. 


Ga. Fuel Use Up 11.6% 

ATLANTA.—Georgia ranked 
third in the southeast in the 
amount of motor fuel used during 
the first half of 1952, according to 
the Georgia Department of Com- 
merce. 

The State’s cars, trucks, buses 
and tractors burned 449,131,000 gal- 
lons of fuel for a gain of 11.6 per- 
cent over the same period in 1961, 
the department said, 











Here is the current 
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national advertisement 
in the continuing 
Porcelainize series, 
appearing in the 
Jan. 17th issue of 


COLLIER’S. 
ail 


FREEMAN & FREEMAN, Inc. 


Denver 3, Colorado 


PORCELAINIZE ” 


is a major source of 
Seasonal Service Revenue 


in thousands of 


— 


New Car Dealerships. 
Your “Mr. Porcelainize” 
can show you how 

and why. Write for full 
information without 


obligation. 
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PORCELAINIZE 


Trade Mark Reg. U. S. Pat. Off. 
NOW TO PREVENT LOSS OF BEAUTY 


Porcelainize is a scientific paint treatment which produces a 


a. 





AN 


PTO le 


tough, dry, sparkling surface so strong and durable that it takes 
the worst the weather has to offer and asks for more. 

There’s nothing like Porcelainize. It’s the World Standard 
for fine automobile appearance. And it’s not a coating —not an 
oil, wax or glaze to turn dull, wash off, peel off or heat-soften 
and trap surface grime. Porcelainize outlasts the average ' 
wax or polish job 3 to 4 times. : 

Whether you live in snowland or not, Porcelainize provides 
maximum protection against the weather and insures that beau- 
tiful appearance so necessary for business and social prestige. 


See your New Car Dealer now. - 
| : | 


GREATER BEAUTY LONGER LASTING 
FOUR EXCLUSIVE BENEFITS 
BETTER PROTECTION | EASIER MAINTENANCE “a 









UH aa 
IS OFFICIALLY RECOMMENDED 


Today more automobile factories* have 
tested and approved PORCELAINIZE than 
have ever approved any other method 


of automobile appearance maintenance 


or Older Cars...Applied only by New Car Dealers . 


FREEMAN & FREEMAN, INC., Denver 3, Colorado 








American Motor Has Record Week— 
A 1953 Kaiser Dragon, bought by Mr. and Mrs. F. D. Waits, Anniston, Ala., helped 
build a record sales week for American Motor Co., Birmingham, Ala. John Miller, of 


th dealership, delivers the car. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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Sub-Quality Stampings 


Spur New Processes 


eo the entire postwar period, steel quality has been 
a troublesome problem for the auto industry. In normal 
times, rejections of most stamped parts are held within 1 or 
2 percent. It is no secret, however, that during the past 
seven years, the ratio of un-® 
acceptable stampings in auto| excessive metal finishing is re- 
plants has run much higher | quired, production costs tend to 


skyrocket and the quality of the 
than the prewar average. paint job also suffers. 


There is a serious penalty for An auto executive explained 
using steel that might ordinarily be| the policy of his company re- 
classed as “seconds.” This is the cently by saying: “Our shop is 
high cost of metal finishing. Where | required to use the steel unless 
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See elimi 


Dam Construction on the ‘Caoubis River. 


Rugged Bendix-Westinghouse Air Brakes Keep Giant 
Earthmovers on the Job Day after Day! 


Why not take a braking tip from the men who operate the rugged 
off-the-road giants. They'll tell you it takes stopping power, 
durability and performance-plus to provide perfect braking 
control for nearly 50 tons of solid rock and steel, defying gravity 
up grade and down under the very toughest of operating conditions. 
Ask them what brakes they choose for this tremendous task and 
time after time you'll get the same answer—Bendix-Westinghouse. 
That's because these mighty brakes, built by the industry's most 
experienced manufacturer, pay off with the safest, surest, most 
dependable braking action and longest service life in the busi- 
ness. And these are factors that mean reliable, economical per- 
formance on any hauling job. That's why, no matter what type 
trucks or buses you build you'll be sure to give your customers the 
most in safety, dependability and savings by specifying Bendix- 
Westinghouse—the world's most tried and trusted air brakes. 


a 


ia" WORLD'S MOST TRIED AND TRUSTED 


AIR BRAKES 


it has holes in it. We haven't 
returned a pound of steel to » 

| supplier in years.” 

| This is undoubtedly a slight ex- 
aggeration, although the pressure 
to turn out production with limited 
quantities of steel has been so great 
that every possible approach to the 
problem of stretching steel supply 
has been tried by the auto plant 

+ + * 


Protective Coatings 


ITH attention focused so strong- 

ly on holding down rejects and 
eliminating unnecessary metal fin- 
ishing, a number of promising new 
technical developments have been 
given attention. One approach to 
the problem is the use of protective 
coatings to improve drawing. This 
method has been used successfully 
on bumpers, for example. 

Another development is the use 
of a Bonderite coating on auto 
body steel. Such coatings not only 
reduce breakage in the die, they 
also permit a latitude in design 
that would not be possible other- 
wise. 


This approach to the steel 
drawing problem has been used 
with considerable success by the 
appliance industry. The method 
| has had limited application by 
| motor car companies. Further 
developments in the drawing of 
steel through the use of coat- 
ings may be expected in the next 
| few years. 

It may also be anticipated that 
the use of plastic dies will result 
in more latitude in steel forming 
and probably fewer rejections. The 
use of new hydra-forming methods 
will also constitute a step in this 
direction. 








* * * 


Cold Forming Future 


HIPLESS production” is not 

4 just a bright phrase; it is un- 
doubtedly a true objective of the 
auto industry. New developments in 
cold forming now make it possible 
to produce parts like transmission 
shafts and piston pins without 
scrap loss. Cold extrusion of steel, 
which permits the production of 
accurately dimensioned pieces of 
high strength and without heat 
treatment, can be expected to grow. 

A limit on the application of 
this method today is that steel 
mills often are not prepared to 
furnish the carefully sized stock 
that is required. 

The machinability of steel is get- 
ting a lot of attention. Rapid soft- 
ening or annealing of steel appar- 
ently has a favorable affect, under 
some conditions, on the machin- 
ability of steel. Further investiga- 
tion in this field can be expected. 

Metallurgists are just beginning 
to learn how the structure of steel 
affects its machining qualities. For 
example, the _ effect of small 
amounts of aluminum in steel is 
only beginning to be understood. 
Aluminum has always been added 
to steel to produce a fine-grained, 
tough steel, but it now appears 
| that, under some conditions, the 
effects of aluminum on machin- 
| ability may be adverse. 


$10 Million Show 


| Materials Handling Exhibit 


Set in Philadelphia 


PHILADELPHIA.—Thousands of 
new models of materials handling 
equipment, valued at more than $10 
million, will be displayed at the 
Materials Handling Exposition at 
Convention Hall here, May i8-22, 
according to Clapp & Poliak, Inc., 
exposition management. 

“The greatest advances in Amer- 
ican production have taken place 
in the field of materials handling,” 
said Saul Poliak, managing director 
of the show. 

On display will be lift and fork 
trucks, conveyors, hoists, monorails, 
cranes, tractors, trailers, hand 
trucks, stacking units, portable ele- 
vators, skids and pallets, and their 
accessories. 

Registration cards and hotel in- 
formation may be obtained from 
Clapp & Poliak, Inc., 341 Madison 
Ave., New York 17, N. Y. 


Nash Firm Picks Hinshaw 


Dale Hinshaw has been ap- 
pointed used-car manager for Des 
Moines Nash Co., 1024 Walnut St. 
The company, which operated a 
used-car lot at Eighteenth and 
Mulberry Sts., for several years, 
recently took over the former Art 
Jones used-car building at 1216 
Locust St. 
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Every driver is a 
ready prospect for the 


WICO Autostop! 


Many drivers, unfamiliar with modern transmissions, find themselves in dangerous 
situations when they forget that their cars always are “in gear”! 





This presents you with both a responsibility and an opportunity. You can meet your 
responsibility for your customers’ safety and make the most of an opportunity for additional 
profit by selling the Wico Autostop. 


A car equipped with a Wico Autostop stays put while the driver waits for the light to 
change. It just can’t creep or roll backward or forward even when a stop is made on a bill. 


Suppose you drive with a Wico Autostop. You brake to a stop as usual, and touch the magic 
switch on the gearshift or selector lever. The car stays put! When you're ready to go, step 
on the gas and the brakes release automatically. 


You don’t have to keep your foot on the brake. 
And there’s no need for riding clutch or accelerator. 








Practically every car owner is a prospect for a Wico Autostop. Here is a brand new 
opportunity for you to sell a profitable item—not a gadget, but a real necessity. And 
one demonstration can make the sale. Write us mow about the MONEY-SAVING 
DEMONSTRATOR OFFER that makes it easy to show your customers all the Autostop 
advantages. 





Each Wico Autostop kit contains 
complete, illustrated instructions. 






Average installation time: 12 hours. 






TO SHOW 'EM IS TO SELL ’EM! 


os ee Leas coer, WICO ELECTRIC COMPANY west springtiela, mass. 

















a 





e@eeeeeeeeaeneaeaeeeeaeeeeae eee eee eeeeeeaeeenenaeae eee 





Small-Town Fire Where Dealers Pitched In— 


Most of the city’s auto dealers turned out to help fight a $700,000 fire that dev- books, musical instruments, file|/transfer of 60,000 shares of Stew- 


astated the Belleville (Mich.) High School recently. Many records, books, desks and 
other movable objects were saved from fire and water damage by citizens who battled 
the flames until early morning. In the all-out community emergency, auto dealers 
joined neighbors and friends in doing whatever they could to save property and aid 
the volunteer fire department. 


ONLY DITZLER’S DEPENDABLE PERFORMANCE CAN GIVE SUCH 


SATISFACT 


ity at all—just the stevedore-like| ating stage two months ago. 
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Slog Through Winter Night to Help Save School... 


By Sam Sampson | task of getting things from here to 

Staff Writer there in a hurry. 
ELLEVILLE, Mich.—This is 4| Along with other businessmen, 
story for the cynics—for those} high school students and neighbors, 


auto dealers. 


cate that many think dealers are! the best of them. 


too much dedicated to the art of I saw Herb Estes and Johnny 
ae ‘all it t Barber, area Ford dealers, skid- 

er gp ge ee rae ie ding a file case along the hallway. 
least, it just isn’t so. During @ | Both were soaking wet—icy water 
community ae here last | was seeping through the ceiling 
week, I saw the city’s auto deal- | from the second floor where the 


ers out in force. One was hatless, firemen were battling the blaze 
another was in bedroom slippers, ; 5 


and all got wet on this cold win- | _ 
ter’s night in helping to save the Stewart-Warner Adds 


city’s high school, the center of U. S. Machine Corp 


community pride, from fire. 
While volunteers fought the fire,| CHICAGO.—Acquisition of U. S. 
|other citizens took on the tremen-| Machine Corp., Lebanon, Ind., by 


dous task of saving records, desks,| Stewart-Warner Corp. through the 





cases and thousands of other items. | art-Warner stock to Carl J. Wink- 
ag ler, chairman and president of U. S. 
NCIDENTALLY, most of the} Machine, was announced last week. 
work required no executive abil- | The transaction entered the negoti- 








DITZCO 


QUICKSET ENAMELS 
OFFER YOU THESE 
3 GREAT FEATURES 


Cost less to apply because their 
unusually high solid content gives 
them more film-forming materials. 


Colors are accurately matched to 
motorcar manufacturers’ original 
color standards. 


Have better color retention be- 
cause they are formulated from 
the same pigments as the original 
factory color. . 


eeeeeeeeeeeeereeeeereereeseeeeeeeeeeeses 


e@eeeeeeaee eee eea eee eea ee ee eee eaeeeaeneaeeaeee 





o 


(S 





Hl he 
dilie 


4AM fthniin— 






HE SUPERIOR QUALITY of Ditzler Finishes is best 

shown by their outstanding performance in the 
motorcar industry. For fifty years these excellent coat- 
ings have been preferred by most of the leading manu- 
facturers of passenger cars, trucks and buses. This 
continuous preference—which lifted Ditzler to its 
present rank as the leading exclusive manufacturer of 
automotive finishes—was gained solely by the year-in 
and year-out dependability of its products. There can 
be no stronger proof that Ditzler Finishes are better 
than any others for all your refinishing needs. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 


DITZLER 
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Dealers and Their Community 


Estes’ brown topcoat was 

streaked and grimy. 

Paul Robson, Dodge-Plymouth 
dealer, ruined a good hat in work- 


who doubt the community spirit of | auto dealers were rushing in and|ing with pumping units on more 
‘ or _ . |out of the burning building with|than 15 fire engines that gathered, 
And public-opinion surveys indi-| heavy loads, coughing smoke with | keeping them supplied with gas and 


oil. Robson first came to the fire in 
slippers, and later borrowed a pair 
of galoshes from an onlooker. 

* 2 . 


LARENCE HEININGER, Chev- 
rolet dealer and mayor of the 
city, was kept busy working with 
the firemen on the water supply, 
and rigging long hoses to reach the 
nearby river for more water. 


I saw Todd Fry, Packard deal- 
er, with a line of men dragging 
a fire hose across the lawn into 
position. He was without a hat, 
and his feet were wet. 


One of the volunteer firemen, a 
mechanic at Robson Brothers, 
shouted to his boss that they need- 
ed a hose for the chemistry lab 
window, and Robson saw to it that 
one was brought there. 


All in all, business dignity stooped 
for a common cause, and since it 
was after 3 a.m. before the work 
was done, most of the dealers 
opened a little late the next morn- 
ing (and I was late for work) in 
deference to aching muscles and 
smoke-burned eyes. 


Gambler Is Fined 
For Listing Horses 
In Ward’s Name 


DENVER.—O. E. Stephens, Ara- 
pahoe County ex-convict and gam- 
bler, was fined $2,000 last week by 
District Judge Joseph J. Walsh, on 
Stephens’ plea of guilty to a count 
of conspiracy and another of false 
pretenses. 


The charge grew out of an in- 
vestigation which followed collapse 
of the Fred A. Ward Hudson dis- 
tributorship here and _ involved 
registration, at the Centennial Turf 
Club, of horses owned by Stephens. 


Specifically, Stephens was charged 
with conspiring with Ward to com- 
mit fraud by registering the horses 
in Ward’s name, and with false 
pretenses in the act of registration. 
Stephens was fined $1,000 on each 
count. 

Ward had been a co-defendant, 
but the charge against him was 
dismissed when he was sentenced 
to the penitentiary on other charges 
stemming from his business failure. 


Auto Tags Up 
Chicagoans Like Raising 
Of Front Plate 


CHICAGO.—Is Yellow Cab Co.’s 
relocation of front license plates 
near the top of the hood destined 
for adoption by auto makers gen- 
erally? 

Dealers and motorists here are 
hopeful that such may be the case, 
in view of advantages such as keep- 
ing plates out of slush and grime, 
and protecting them from the bat- 
tering they often take when at- 
tached on or near the bumper. 

Walt Green, automobile editor of 
the Chicago Daily News, commented 
on the problem in his column: 

“We passenger car owners will 
find, after a month or so of driv- 
ing, that our front license plates 
are twisted, smashed, discolored— 
a real eyesore on what otherwise 
would be a good-looking car. 

“It would appear that some alert 
accessory outfit would come for- 
ward with a simple and inexpen- 
sive mounting for front plates that 
would take them out of the grime.” 


a Buick Lauded 
As ‘Dealer of Week’ 


Becherer Buick, Inc., has been 
named “Dealer of the Week” by 
the Monrovia (Calif) News-Post. 

Oliver E. Becherer, head of the 
dealership, says the firm stresses 
service, having invested recently. in 
a new battery charger, synchron- 
izer for motor timing, and ignition- 
testing analyzer. He has also had 
three large radiant heaters installed 
in the service department for em- 
ploye comfort, he said. 
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Hudson dealers at preview of Hudson’s new wonder car 


in Detroit's Masonic Temple. 


You should have been 


in Detroit Nov. 24th and 25th 


when Hudson showed its new wonder car to 


Hudson dealers and prospective dealers! 


The Hudson dealers and prospective dealers who pre- 
viewed the new wonder car and the complete Hudson 
line for ’53 in Detroit, Nov. 24th and 25th, were one of 
the most enthusiastic groups ever assembled to view a 
new line of cars. They have a selling opportunity rarely, 
if ever, equalled in the industry! 


The widest appeal 


With the introduction of Hudson’s new wonder car— 
the Hudson Jet—in the low-price field, Hudson dealers 
will have a 94% coverage of the American new-car 
market . .. a greater coverage than that of dealers han- 
dling any other make of car! 


HUDSON 





With the new Hudson Jet in the low-price field, the 
Hudson Wasp and Super Wasp in the medium-price 
field, and the Hudson Hornet in the upper-medium-price 
field, Hudson dealers are set to do business with a 
massive cross section of their areas’ new-car buyers. 


Unequalled opportunity 


A few choice dealer franchises are still available for 
qualified applicants . . . but you should act now. Investi- 
gate the Hudson franchise and take advantage of this 
great selling opportunity. Send the coupon below to 
C. A. J. Hadley, Sales Manager, Hudson Motor Car 
Company, Detroit 14, today. 




















r a ge ee a ee er ee a eo ew ew we ww ee ww ww ww eee 
| C. A. J. Hadley, Sales Manager 

| Hudson Motor Car Company, Detroit 14, Michigan 

Send me complete information on the Hudson dealer franchise and advance details on the 
| new wonder car. | understand that all such information is to be confidential. 

| 

| te sia ren a 

| 

Address__ = Ninsanineadinaiamiael seats 

| City & State 

Business_ ___ Position_ 

L 
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WILLYS FOR ’53 is the price sensation of the year! It’s the result 
of widespread public acceptance of the one car that is completely 
new—the Aero Willys. With America’s greater-than-ever car values 

. and with seven beautiful new models . .. Willys dealers have a 
real buy for every buyer. These are the cars that are putting Willys 
dealers up front in the profit parade for 1953. 


THERE IS MUCH MORE TO THE 
WILLYS FRANCHISE! The varied 
line of Willys cars and utility vehicles 
gives Willys dealers truly broad 
market coverage with prospects in 
almost every field. It’s year-around 
coverage, too! For Willys’ 4-wheel 
drive vehicles—exclusive with Willys 





dealers—sell best when the weather 
is worst. The opportunities offered by 
the Willys Franchise for around-the- 


year selling are practically unlimited. = 
For complete details, mail the coupon. \\ \ 
— { == | errr yrY’ 
D ann ne oe 
: Gass |! Ge Reais a; 


Aero-Lark 2-Door Sedan 


F.0.B. TOLEDO. PLUS FEDERAL TAXES, 
STATE AND LOCAL TAXES (if any), 
FREIGHT, DELIVERY AND HANDLING 
CHARGES, OPTIONAL EQUIPMENT, 
EXTRA. 
















WILLYS SEDAN DELIVERY 
2- and 4-Wheel Drive 






General Sales Manager 
Willys-Overland Motors, Inc. 
Toledo 1, Ohio 


Without obligation, please have a representative call and give me 
full information about the Willys Franchise. 


Name = : ssid ae 


Address__ i Se 





City & State oa oie 


Business Position 


Toledo 1, Ohio (_.... 
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Indoor ‘Proving Ground’ Cost $500,000... 


Timken Axle Shows 
Axle Testing Lab 


DETROIT.—Timken-Detroit Axle | 
unveiled $500,000 worth of axle test- | 
ing equipment to the annual meet- | 
ing of the Society of Automotive | 





Herb W. Alden W. F. Rockwell 


Engineers here last week, via a 
closed television circuit. 

The equipment, which enables 
Timken-Detroit to duplicate out- 
door proving ground tests indoors, 


chrome. Strong 


No. 711 






Finest TOP-GRAIN COWHIDE. Zipper section 
fitted with 8 grooming essentials in gleaming 


straps. Top-zipper elésing. Brass lock, Suede 
lining. Colors: Suntan or Ginger. 
List Price inc. Fed. Tax $68.00. 


is installed at the company’s main 
Detroit plant. 


It includes the most powerful 
dynamometers ever used for such a 


| purpose, and an extremely sensitive 
| electronic control. It was conceived 


by Timken-Detroit engineers and 
designed and built by General Elec- 
tric Co. 

According to Walter F. Rockwell, 
Timken-Detroit president, the 
equipment provides the means of 
producing in a laboratory the 
torques and speeds of a vehicle as 
they would be actually encountered 
on the road. It can repeat such 
tests time after time. 

The equipment has been desig- 
nated as the “Alden Indoor Proving 
Ground,” in honor of the late Col. 
Herbert W. Alden, board chairman 
of Timken-Detroit and twice an 
SAE president. 

“This machinery,” said Rockwell, 


co 









Men’s Fitted 
20” Club Bag 







double hangles, buckles and 
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DEALER’S PRICE $37.50 





Today's new cars feature more spacious, 
easier handling luggage compartments. This 


makes luggage EXTRA IMPORTANT in your 
selling picture. Why not display smart 
Contempo Luggage in your showroom model 


2 matched pieces for men, 3 


pieces for women? You render a service to 
your customer, and make an extra profit on 
a useful accessory. Try a sample set. 










The VASSAR... 


a Luxury Ensemble 


This graceful set in six matched pieces, to serve a Lady from a 


week-end visit to a cross-country 
of four fine leathers. Rich Satin 


pockets. Handsome brass locks. Wice leather bindings. Sturdy 
construction. Colors: Smooth Suntan or Ginger Cowhide . .. Brown 
Alligator-grain Cowhide... Antique White Rawhide. 


No. Item 

750 14” Train Case 
752 21” Weekend 
753 26” Pullman 
754 18” Hat & Shoe 
755 21” Wardrobe 
758 29” Puliman 


Gold-plated INITIALS 
with each case 


Cea 


or 4 matched 


Initials 
sent Loose. 
Easy to 
Attach 





~ 

S 

tour. Smartly styled in choice 3 

linings with generous shirred e 

Ps 

° 

tae 

Dealer's List Price o 

Cost Incl. Fed. Tax <3 

$27.50 $51.00 ind 

27.50 51.00 ° 

37.50 70.00 sc 

39.50 75.00 £ 

41.50 79.00 & 
42.50 81.00 
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Luggage 


Travel Bar and 
Carrying Case 


For entertaining on plane or train, at 
parties or home. Contains cocktail shaker, 
jigger, strainer, spoon, bottle openers in chrome, 
and 6 highball glasses. Tan canvas, waterproof 
lined. Space for 3 qt. bottles. Locks and key. 









Indoor Axle Proving Ground— 


Timken-Detroit Axle Co. engineers say tests of driving axles, never before possible 
indoors, can be performed on this equipment, located in its main Detroit plant. Tim- 
ken-Detroit showed the equipment to the annual meeting of the Society of Automotive 
Engineers last week in Detroit over a closed television circuit. 

* * * * 


* * 


over a course which has been stud- 
ied in advance. He makes notes 


“can duplicate tests on axles never 
before possible indoors.” 


The company says it can simu- 
late the stresses on an axle under 
any kind of a trucking run, Here 
is how it is done: 

First, an observer rides a vehicle 


factors. 


an operator sets the dynamometers 
|in action. He records the conditions 











MPO 














ize: 16% x 12 Yo x 6Y”. List Price $40.00. 
No. 677 DEALERS PRICE $24.50 














The DUNLEIGH... 
Matched luggage 
for Men 


















listed in the observer’s notes on a 
magnetic tape. Once the tape is 
completed, automatic cycling equip- 
ment takes over and the test can 
be transmitted to the equipment 

Timken-Detroit engineers say it 
all adds up to a method of testing 
axles which virtually eliminates hu- 
man failure and enables testing 
around the clock without interfer- 
ence from weather or other condi- 
tions. 


N. Y. Weighs Plans 
To Check Perils 
On Highways 


ALBANY.—A broadened highway 
safety program, including compul- 
sory motor vehicle liability insur- 
ance and periodic inspection of 
motor vehicles at State-operated 
inspection stations, was recom- 
mended by Gov. Thomas E. Dewey 
in his annual message to the New 
York State Legislature. 


He also called for physical 





concerning grades, speeds and other 


Back in the indoor proving ground, 

























699 


Zipper Ciubkit 


Finest TOP-GRAIN COWHIDE in superior construction, designed for 
handsome looks and long wear. Overlapping steel frame for extra 
strength. Dust and moisture-proof, Reinforced Leather corners and 
sides. Strong saddle stitching. Solid brass locks. Luggage tags in- 
cluded. Thousands of these sets have been sold. 

Colors: London Tan, Ginger or Dark Redwood. 


Dealer's List Price 
No. Item Cost Incl. Fed. Tax 
877 21” Overnight $31.50 $61.00 
1077 24” 2-Suiter 39.50 77.00 
977 24” 3-Suiter 42.50 83.00 
699 20” Clubkit 24.50 45.00 


Se ee ee ee, eee ee eee eS Se 


CONTEMPO Luggage Co., 170 Filth Ave., New York 10,N. Y. 1 
Gentlemen: Please ship the following numbers . 
(CD (lam enclosing check) CD Ship coo. 


C) (Ship Open Account. Bank and credit references attached) 
Style 


Quontity Dealer's Cost 
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examination of drivers involved 

in accidents and the ultimate 

extension of such examinations 
to all drivers; augmented State 

Police patrols; a uniform traffic 
code; a uniform traffic ticket 
system to eliminate ticket fixing, 
and an increase in fees for oper- 
ator’s licenses from 50 cents to 
$1 a year and for chauffeurs’ 
licenses from $1.33 to $2. The fee 
increases were proposed to pro- 
vide additional funds for ex- 
panded highway enforcement 
activities. 

“At the present time, although 
the exact figures are not yet avail- 
able, the indications are that be- 
tween 90 and 95 percent of the 
motorists of New York State are 
insured,” Dewey stated in his in- 
surance proposal. 


“Everyone is willing to concede,” 
the message continued, “that a 
large number of uninsured drivers 
remain on our roads, most of whom 
are unable to pay for any substan- 
tial damage. These individuals 
cause property damage and bodily 
injury to the extent of millions of 
dollars annually, and the victims or 
their survivors are left unindemni- 
fied, in some cases to be public 
charges on our welfare assistance 
rolls. 


“I believe the time has come 
to challenge the right to drive of 
that small minority who continue 
to operate vehicles without in- 
surance or other evidence of 
ability to recompense the vic- 
tims of their accidents. 


“The objections that have been 
raised to a mandatory insurance 
program can esaily be overcome 
through a well-drafted law and 
sound administration. There is no 
necessity for the creation of a state 
fund as part of a mandatory in- 
surance program. The assigned risk 
plan has served us well and can be 
adapted to meet changing needs. 


“There is no necessity to decrease 
the coverage or limits now pro- 
vided in the standard automobile 
liability insurance policy. What is 
required is the determination to 
devise a system which will elimi- 
nate the irresponsible motorist 
from the highways and maintain 
the integrity of the insurance com- 
panies doing business in this state.” 


Warner Brake Ups 
Sales 32% in °52 


BELOIT, Wis.—Sales of Warner 
Electric Brake & Clutch Co. in- 
creased 32 percent in 1952, accord- 
ing to Steven P. J. Wood, executive 
vice-president. 

“The use of electric brakes in the 
automotive field has increased 
steadily during the past year, par- 
ticularly among users of heavy-duty 
commercial trailers,” Wood said. He 
predicted that widespread accept- 
ance of electric trailer braking 
would continue throughout 1953. 








Lowrys Sell Business 


Ray, Gene and Burt Lowry, 
Studebaker dealers in Maplewood, 
St. Louis County, for 30 years, 
have retired from business and 
sold their dealership to Stanley B. 
McClintock jr., who has changed 
the firm’s name to McClintock Mo- 
tor Sales. McClintock formerly was 
associated with DeGrendele & Mc- 
Clintock (Studebaker), Kirkwood, 
Mo. 
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. Dodge “Road Test Ride’ Demonstrates 
° Sensational Dodge Performance 


k All over America Dodge ‘“‘Road Test Rides” are giving flash-action ‘‘Scat’’ Gear) combine to provide lightning 
ye prospects solid proof of sensational new all-around per- getaways and amazing mile-eating highway performance. 
formance. People everywhere are experiencing a new Th ets teed 5 ; 

; ; : ge re e new Meadowbrook “‘Sixes’’ priced just a little above 
: = fs f artisan hari. eg Ae ee the lowest are also receiving their full share of enthusi- 
le om 8 8 7 astic popular acclaim. Prospects are quick to admire 
is In Coronet models the great new Red Ram V-Eight the superior riding qualities, the big-car value—the 


new, purposeful Beauty-Action Styling. 


engine and new no-shift Gyro-Torque Drive (with 





The. Acton, Can for Ace Amernutana—/ 


NEW RED RAM V-8 
TOPS FOR EFFICIENCY 


The new Dodge Red Ram V-Eight 
engine is ram-packed with power— 
lively, responsive, economical power 
that stems directly from design 
superiority. New ‘‘Fire-Flash” hemi- 
spherical combustion chambers, 
short-stroke “‘square’”’ design and 
high-lift ‘“‘free-breathing” valves 
provide the most efficient engine de- 
sign in any American car today! No 
wonder prospects everywhere go for 
the new Dodge Red Ram V-Eight 
engine! The instant they feel its 
surging, eager power, they know 
that Dodge engineering know-how 
has done it again—come up with the 
greatest new engine in its class! 
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CETS NEW HIGH IN 
POPULARITY ! 









; | 90 for utw) $3 Dodge 


xy 10 NEW MODELS 
jy 2 GREAT ENGINES 
<> 4 GREAT DRIVES 


Powered for Action! 


There’s no stopping the live-action power of the great 
new Dodge! It flashes swiftly away at the light... 
nimbly maneuvers through traffic . . . turns highway 
miles into satisfied smiles. Here’s an action-packed 
performer that’s proving its superiority to thousands 
of new prospects every day! 


Styled for Action! 


Here’s new Beauty-Action Styling that’s low, lithe 
and lovely! From its sleek Jet Air-Flow Hood to its 
super-roomy Cargo Carrier rear deck, the 53 Dodge 
is new through and through . . . with more head 
room, leg room and shoulder room than ever inside! 


Engineered for Action! 


All America is talking about the new “Stabilizer’’ 
Suspension, new ‘“‘Center-Balanced”’ Steering, new, 
wider visibility and a host of other improvements 
that make the ’53 Dodge a standout for comfort, 
power and handling ease. 


Meadowbrook Models are priced 
just a little above the lowest! 


Prospects everywhere find it’s easy to step up to a 
stylish new ’53 Dodge! Action-Styled Meadowbrook 
“Sixes”’ cost only a few dollars more than the lowest 
priced cars—yet offer most of the advantages of the 
Coronet line! 


Triple-Profit opportunity proves 
good deal for dealers! 


Only Dodge dealers can cash in on three profits from 
a single sales agreement. Dodge cars, Dodge ‘Job- 
Rated” trucks (sold only by Dodge dealers) and 
popular Plymouth cars make this triple-profit oppor- 
tunity the envy of the “‘trade.”” A LIMITED NUM- 
BER OF DODGE TRIPLE-PROFIT OPPOR- 
TUNITIES ARE NOW OPEN. WRITE TODAY 
FOR FULL DETAILS. 


DODGE DIVISION *« Chrysler Corporation * Detroit 31, Michigan 
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Ambassador ‘Country Club'— 


The 1953 Nash hardtop shown above is featured in the full line of two and 
four-door custom and super models. Power steering is available for the first time in 
the Ambassador models as optional equipment, as is the LeMans Dual Jetfire engine. 


| the industry as a whole will be less 
| than 5 percent of the gross revenue, 
estimated at $180 million. 

He pointed to increasing costs 
and wages, the latter totaling $81 
million for 40,400 employes. High- 
way truckers had $100 million in- 
vested in the industry last year, of 
which $75 million was in equipment. 


ameda Truckers 
Net Under 5% 


TORONTO. — Canadian truckers 
moved 34 million tons of freight in 
1952, according to a year-end state- | 
ment of G. M. Parke, president of | 
the Canadian Automotive Trans- | 
portation Assn. 

He reported that net profits for 


More than 100,000 persons read AUTO- 


| 
| MOTIVE NEWS every week! 


dsr. 


‘ 
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Statesman and Ambassador Bow .. . 





Nash Hikes Power for 1953 


NASH, which racked up market- | 
+‘ penetration gains during 1952 


in all the price classes which it 


| competes, put its 1953 Ambassador 


and Statesman models on public 
display last Friday. 

Restyled Ramblers for 1953 will 
be announced later. 

A “Powerflyte” engine, rated at 
100 horse-power, as compared with 
88 horsepower in 1952, has been in- 
stalled in Statesman models, ac- 


|cording to H. C. Doss, Nash sales 


vice-president. A “LeMans Duel Jet- 
fire” engine is available as option- 
al equipment in Ambassadors, and 
a 120-horsepower plant is still 
standard in that series. 

Hardtop convertbiles are featured 
for the first time in both the States- 
man and Ambassador lines, and 
power steering is offered for the 
first time by Nash in Ambassador 


models. 
+. x * 





NASH competes for sales in three 


price classes—low-price, medi- 


|um-price and upper-medium — in 





(Division of Federal-Mogu! Corporation) 


DETROIT 13, MICHIGAN 





For Comfort Motoring— 


This is the combined Nash convertible 
twin bed and reclining seat. Offered as 
optional equipment on the 1953 Ambas- 
sador and Statesman models, the seat can 
be adjusted to five reclining positions. 

* * * 


which 93.4 percent of all new car 
sales were made in the first 10 
months of 1952. 

Its Statesman models accounted 
for 4.1 percent of all the 1952 busi- 
ness in the medium-price class, as 


FEDERAL-MOGUL SERVICE 


Engine Bearings (Main, Connecting Rod and 
Camshaft) e Bushings e Connecting Rod Serv- 
ice—Exchange Insert Rods, Rebabbitted Rods 
e Connecting Rod Bolts and Nuts e V-Seam 
Piston Pin Bushings @ Shims and Shim Stock 


against 3.3 percent in 1951. Up the 
price ladder a notch, Ambassadors 
took 9.7 percent of sales, as com- 
pared with 8.4 percent for 1951. 

In the so-called low-price field, 
Nash Ramblers earned a 1952 
market penetration rating of 2.5 
percent, as against a 1951 per- 
formance of 1.6 percent. 

Doss credited development of a 
new induction system with increas- 
ing the horsepower of the engine in 
1953 Statesman to 100. The added 
horsepower in the six-cylinder L- 
head engine, he said, was gained 
without increasing displacement. 

+ * > 

es engineering changes in 
+% the Statesman engine, Doss not- 
ed an increase from 7 to 1 to 7.45 
to 1 in compression ratio, a double- 
barrel carburetor, enlarged intake 
manifold, a “high-lift’” camshaft, 
and an improved exhaust system. 

The engine in Ambassador mod- 
els is rated at 120 horsepower 
with a 7.3 to 1 compression ratio. 
It is designed to operate on reg- 
ular gasoline. 

The “LeMans Dual Jetfire,” which 
is offered as extra-cost equipment 
on Ambassador models, is rated at 
140 horsepower with an 8 to 1 com- 
pression ratio. 

Hydra-Matic and overdrive are 





Statesman Power Hiked— 


Shown is a cross-section view of the 
newly-developed induction system for the 
1953 Nash Statesman engine, developing 
100 horsepower. Featured is a new car- 
buretor with double barrels. The cross-sec- 
tional area of the intake manifold has 
been increased. The intake and exhaust 
valves have been enlarged for more effici- 
ent inflow of the fuel-cir mixture to the 
combusition chambers and more rapid out- 
flow of exhaust gases. Compression ratio 
has been increased to 7.45 to 1. 

a7 * a 
available as optional equipment on 
either Statesman or Ambassadors. 

Power steering, available on Am- 
bassadors only, employs new engi- 
neering principles to give steering 
ease and safety, Doss said. 

* * = 
T= new steering provides direct 
hydraulic actuation of the steer- 
ing linkage. According to Nash en- 
(Continued on Page 56, Col. 1) 


Every Fourth Car 

o 
Seen in Need of 

= .- 

New Coil Springs 
CHICAGO.—There is $626 million 
worth of coil spring business on the 
highways today, according to a 
booklet prepared by Burton Auto 
Spring Corp., Forty-eighth St. at 
Western Ave. 

Titled “The Coil Spring Story,” 
the booklet asserts that one out 
of every four cars needs replace- 
ment coil springs and there is a po- 
tential $26.50 per order for service 
shops. 

The booklet tells why coil spring 
replacement is important, the effect 
springs have on driving and how to 
go about checking for faulty coil 
springs. A typical front end assem- 
bly and various parts that go into 
it are pictured in the booklet. 

Illustrations also show the manu- 
facturing process and various test- 
ing methods of coil springs. 

A listing of car makes from 1937 
through 1952, the type of coil spring 
each takes and the manufacturer’s 
specification numbers are included 
in the booklet. 




















DISTRIBUTORS OF| OF 
H-W CONTINENTALS 





Automotive Equipment Company 
311.N. E. Oregon Street 
Portland 14, Oregon 


Barton Supply Company 
3026 Broad Street North 
Philadelphia 32, Pennsylvania 


Berlin’s Auto Trim Supply Co, 
1610 West End Avenue 
Nashville, Tennessee 


Best Auto Parts, Inc. 
11227 Superior Avenue 
Cleveland 6, Ohio 


Cadillac Motor Car Division 
General Motors Corp. 
Eleventh Ave.—55th to 56th St. 
New York, N. Y. 


= 
Fred A. Carlesson 
535 Main Street 
Salt Lake City, Utah 
Carolina-Houdaille Company 
135 W. First Street 
Charlotte, North Carolina 
Commercial Tire & Supply Co. 
x 


4657 West Madison Street 
Chicago 44, Illinois 


Eberts Cadillac Company 
206 Ionia Avenue, N. W. 
Grand Rapids, Michigan 


Ellis, Inc., Automobile Accessories 
1027-1029 Commonwealth Avenue 
Boston 15, Massachusetts 


Forshay Bros., Inc. 
245 West 55th Street 
New York 19, N. Y. 


Grinold Auto Parts, Inc. 
366-72 Hudson Street 
Hartford 5, Connecticut 


H & M Auto Parts 
2115 S. Michigan Avenue 
Chicago, Illinois 


Hollywood Automotive Accessories 
10646 Plymouth Road 
Detroit 4, Michigan 


Hub Auto Supply, Inc. 
= 957 Commonwealth Avenue 
Boston 15, Massachusetts 


Dana Hudelson, Inc. 
302 East University Avenue 
Champaign, Illinois 


C. P. Hunt & Company 
2406 Webster Street 
Oakland, California 


Kaufman Auto Supply Co., Inc. 
1150 Bedford Avenue’ 
Brooklyn 16, New York 


A. L. Kocsis 
Selby De Mexico S. A. 
Apartado 21012 
Mexico 1 D. F., Mexico 


Leach Auto Products; Inc. 
1012 State Street 
Schenectady 7, New York 


Millard Supply Company 
1930 McGee Trafficway 
Kansas City, Missouri 


Paramount Service Inc. 
537 Turk Street 
San Francisco, California 


Progressive Automotive Co. 
3021 Locust Street 
St. Louis 3, Missouri 


Fred Rupell 
3305 Swiss is, 
A Dallas 4, Texas 


Salute Auto Supply Co., Inc. 
Rice & Central 
St. Paul 3, Minnesota 


Schultz & Company 
2811 South Hill Street 
Los Angeles 7, California 


Shaset’s Auto Supply, Inc. 
1155-59 Broad Street 
Providence 5, R. I. 


Summers-Herrmann Inc. 
Third and Breckinridge 
Louisville, Kentucky 


The Tarbell-Watters Co. 
144-150 Chestnut Street 
Springfield 1, Mass. 


Jay Trost 
644 Schieme Street 
Fort Worth 14, Texas 


Van Sales Company 
274 East Long Street 
Columbus 15, Ohio 


Weiner Tire & Supply Company 
219 North 13th Street 
Omaha 2, Nebraska 


Cecil Whitebone 
950 Van Ness Avenue 
San Francisco, California 
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In selecting an outside spare tire mounting for 
the Packard Pan American, we naturally 
sought the cleanest, most compact and readily 
adaptable unit. We chose the Hudelson- 
Whitebone Continental . . . because its design 
meets all of these qualifications; also matches 
the wire spoke wheels featured on this car. 
The cooperative efforts of the engineers from 
Hudelson-Whitebone and Henney Motor 
Company produced the final installation 
which has been completely successful. 


Only the Origiral® 
H-w Lorwtinental 
Could Meet All 
Qualifications for this 
Prize-Winning Packard 
Pan American . 


Richard Arbib, Automotive Designer 








Get Your Share of Big Extra 
Profits Offered By This 
Distinctive Style Trend To 





















H-W 
CUSTOM REAR CONVERSIONS 


Just as it meets all qualifications for this glamorous Packard 

Pan American, winner of the first prize at the International 

Motor Sports Show . . . so will the H-W Continental add new 
beauty, distinction and dashing style to the cars you sell. Yet it 

is moderately priced, has many practical features, and is easy 

to sell when displayed on show room cars. So cash in on this rapidly- 
growing style trend to distinctive H-W Continental Custom Rear 
Conversions . . . and get your share of the big extra profits 
offered. Ask your parts jobber or write, wire or ‘phone... 


AVAILABLE HUDELSON-WHITEBONE CO. 


FOR: 522 North Hickory St., Champaign, Illinois 
§ 950 Van Ness Ave., San Francisco 9, Calif. 
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PAC 


AGAIN MAKES BIG NEWS WITH) 
OF PRESIDENTIAL 





| Packard brings the dramatic Presidential Inaugural Ceremonies 

Ee to all America over nationwide CBS TV and radio networks! 

Here’s another example of how the new Packard program is 
| backing Packard dealers everywhere! 


. 


“ose eRe eR RT RN RAO ENA ganas 


seme spans gram. tie 
oe 


@ Packard invites you to tune in your local CBS TV or 
radio station Tuesday, January 20, at 11:30 A.M. (EST), 
when ace reporters and cameramen will bring you, direct 
from Washington, the whole thrilling story of the inaugura- 
tion of Dwight D. Eisenhower. 

@ For more than five hours Packard will be on the air 


with the historic climax of America’s most exciting political 
year. Millions will listen and watch as the colorful procession 


moves from the White House to the Capitol steps, where the 
oath of office will be taken. The parade that follows and the 
Inaugural Ball at night will continue to grip the attention 
of Packard’s vast audience! 


@ Hour after hour Packard radio and television commer- 
cials will urge an audience of millions to visit local Packard 
dealers’ showrooms to see the new luxurious PACKARD 
and new medium-priced Packard CLIPPER. 


N CW PAC K A R D ! America’s New Choice In Fine Cars! 


eg 
The advanced contour-styled PACKARD 


is one of the two great new lines of cars 
now being sold under Packard’s new Dual- an 
Franchise Program! Built by the industry’s 
oldest maker of fine cars, the new PACKARD 
combines yesterday’s traditions of craftsman- 

ship with tomorrow’s advanced engineering! 








LOOK TO PACKARD... 
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;COMPLETE TV-RADIO COVERAGE 
| INAUGURATION! 


New/fikud CLIPP 


Big-Car Value At Medium-Car Cost! 





= Here it is—the new Packard CLIPPER 
—the entirely new line of cars that people 
everywhere are talking about. With real 
Packard quality and big-car value, the 
Packard CLIPPER makes every buyer of 
medium-price cars a potential customer! 





Packard’s New Dual Franchise Is Big News Too! 


@ Packard's great new Dual-Franchise Programis cars, PLUS an entirely new line of Packard CLIPPERS 
really big, BIG news! It means that nowevery Packard __ that offer big-car value at medium-car cost! Packard 


Sn 


dealer has two great new lines of cars to sell—seven __ dealers’ sales opportunities have increased 60% under 
magnificent PACKARDS, America’s new choicein fine this new program! 


¥ 


@ Packard’s expanding dealer organization is based on a well-prepared market plan that assures adequate potential 


for each dealer, new and old. Should you be interested in this newest program of the industry get in touch with us at Detroit 


or the Packard zone manager nearest you. 


PACKARD MOTOR CAR COMPANY, DETROIT 32, MICHIGAN 





|.. For The Industry’s New Program! 
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AUTOMOTIVE WASHINGTON 


Republicans Blast 
Truman Budget 


By William Ullman 


Washington Correspondent 


ee aes a fiscal experts certainly sounded-off im- 
mediately after the Truman $78.6 billion budget was 
laid before the new Congress. 
“Fantastic,”’ was the label they gave it. 
Calling it a typical Truman budget, Rep. John Taber, Re- 
> ase 
publican of New York, now cn 
chairman of the House Ap- pointed out that the spending | ota 
recommended by 
propriations Committee, the President is 
promised that the spending 2% times the total 
total would be slashed $10 billion. cost of the Fed- 
Rep. Richard Wigglesworth, Re- eral Government 
publican of Massachusetts, vice- —$29,500,000,000 — 
chairman of the same committee, from its founda- 
took the same view, adding that tion in 1789 to the 
while “the necessary reductions 


outbreak of World 
cannot be effected immediately” a War I in 1917. 














beginning will be made just as Sen. Styles 
quickly as the committee can get Bridges, Republi- 
down to work. William Uliman can of New 


The Massachusetts 1 e gi islator Hampshire, who 





Thornell Marks Silver Year with Nash— 

L. E. Thornell recently celebrated his 25th anniversary as a Nash dealer in Pittsford, 
N. Y. Shown at the presentation of a clock trophy to mark the occasion are (from 
left) C. E. Keller, Buffalo zone manager; Thornell; E. J. Yonk, Socony-Vacuum Oil Co.; 
W. A. Fullerton, assistant Buffalo zone manager, and J. A. Childs, Buffalo district 
manager. Yonk, who formerly worked for Nash, signed Thornell toa franchise in 1 1927. 





will head the Senate Appropria- 
tions Committee, said the Truman 
budget is full of “shocking details” 
and must be cut. 

Rep. Daniel A. Reed, Republican 
of New York, who will direct the 
House Ways and Means Committee, 
not only agreed with Taber that the | 
budget can be cut but he also said | 
“there’s going to be a tax cut, too.” 

But Sen. Eugene D. Millikin, 


Republican of Ouleente, who will 
preside over the Senate Finance 
Committee, had nothing to say 
about a tax cut. He emphasized 
that the budget must be cut as 
far as possible “consistent with 
maintaining an adequate national 
defense.” 

Rep. Clarence Cannon, Missouri 
Democrat, who for many years 
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One of the most widely used and 
popular developments in the 
automobile was the “one man top.” It 


delighted the early motorists. Dealers 
throughout the country took 
advantage of this new selling tool. 


—from Floyd Clymer’s Historical Motor Scrapbooks 


,..REYNOLDS & REYNOLDS 
service selling, SERVIS-CONTROL is the 
most widely used customer follow-up system ! 


























The proof of the service-selling effectiveness 
of Reynolds & Reynolds Servis-Control Cus- 
tomer Follow-up system is its popularity with 
dealers throughout the country. The heart of 
the Reynolds & Reynolds Customer Follow-up 
system is the easy-to-operate Servis-Control Unit. 
(One of the Cabinet Models is illustrated at the 
right.) It automatically indicates the proper 
follow-up date of every owner who has been 
in your shop during the past 120 days. Through 
this effective system, follow-up messages are 
mailed each day. 

The regular customer follow-up makes own- 
ers regular service customers . . . builds cus- 
tomer attendance and increases sales volume in 
every department ... service, parts, accessories 
and car sales. 


«+s one of the several hundred 
sales aids and operating systems 
that build and protect your profits, 
produced by Reynolds & Reynolds 


SERVIS: Taree 
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headed the House Appropriation 
Committee, called the President 
budget “realistic.” 

Three-fourths of the budget i 
security items, he declared, and “i 
you take out related items—veter 
ans’ expenses and interest on the 
debt—you've got only $10,300,000,00 
left for everything else.” 

Rep. Charles A. Halleck, Republi- 
can of Indiana, now House major- 
ity leader, said the budget “will be 
cut, without any of the dire conse- 
quences predicted by the outgoing 
President.” 

Sen. Robert A. Taft, Senate ma- 
jority leader, said Republicans 
|would cling to their goal of a 
| spending total of not more than $70 
billion. 

House Speaker Joseph W. Martin 
|jr. called it “a phantom budget” 
and “a spendthrift budget based on 
programs and policies which no 
longer prevail.” 

s o aa 


Old-Age Benefit Plans 
. House members, a Republi- 
can and a Democrat, have 
joined in a move to extend social 
security benefits to more than a 
|million aged persons now barred 
because they earn wages of more 
than $75 a month. The congressmen 
are Harold Ostertag, New York Re- 
publican, and Aime Forand, New 
| York Democrat, a member of the 
| House Ways and Means Committee. 


| Meanwhile, Rep. Carl T. Curtis, 
Nebraska Renublican, another mem- 
ber of the Wavs and Means Com- 
mittee. which must start social se- 
curity legislation, urged a study of 
the entire program. 


Curtis agreed with Ostertag and 
Forand that one of the prime in- 

| justices of the present law is a 

| provision forbidding payment of 

| benefits to persons over 65 who 

| continue working to support them- 

| selves and who earn more than 
$75 a month. 


Ostertag and Curtis noted that 
benefits are paid to retired persons 
who have incomes from stocks and 
| bonds, rents and other investments. 
| The ban applies only to active wage 
| earners. 


Ostertag also called attention to 
a provision that persons over 75 
|vears old may draw benefits with 
“the sky as the limit on earnings.” 

* = * 


Larger Copper Quotas 


ARGER allocations of refined 
| foreign copper than originally 
| contemplated. were authorized for 
vurchase by brass and copper wire 
| mills durine the last two quarters 
|of 1952, a National Production Au- 
| thority revort shows. 


Net allocations for the brass 
| mills were 55 percent domestic, 
| 45 percent foreign for the third 
quarter; and 57 percent domestic 
and 48 percent foreign for the 
fourth quarter. 


For copper wire mills the net al- 
| locations were 56 nercent domestic 
and 44 percent foreign for the third 
| quarter: 57 percent domestic and 43 
nercent foreign for the fourth quar- 
ter. 


Initial allocations were made on 
the basis of 60 percent domestic and 
40 percent foreign, officials said. 
The decline in domestic production, 
as well as the willingness of the 
mills to pay the higher price for 
available foreign copper, accounted 
for the change in percentages, NPA 
pointed out. 





* * * 


CMP Relaxation Seen 


ACCORDING to Henry Fowler, 

who for more than a year has 
served as a high official in the de- 
fense mobilization set-up, “Our 
present calculations indicate that, 
during 1953, the Controlled Materi- 
als Plan ... can be progressively 
relaxed.” 


“If all allocation controls, limi- 
tations on materials usage and 
scheduling of equipment deliver- 
ies were to be ended prematurely,” 
Fowler points out, “not only would 
the current military production 
program and an orderly comple- 
tion of key expansion programs 
be severely hampered but stock 
piling would be made more diffi- 
cult. 


“On some materials, any delay in 
stockpile accumulation could rend- 
er us dangerously unprepared in 
the event of a major war.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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like to learn 


oo you’d 
how to become a good advertis- 
ing copy writer,” I said to the seri- 


ous young man who stepped in 
with his hat in his hand. “Sorry, 
you should have gone to one of the 
‘experts.’ I’m surprised you didn’t 
say you would like to become a pub- 
lic relations counsellor ... but the 
only man who really understood 
that profession was crucified over 
1,900 years ago, just because he 
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didn’t accept the code in vogue at 
the time. But, let’s skip that. Do 
you ever write letters to your inti- 
mate pals in which you don’t pull 


|}any punches, use words that they 


can understand, yuh know, sort of 
let yourself go?” 

“Y-e-a-h, I write letters like that 
to my girl. She is a career girl, and 
she thinks I ought to be in the ad- 
vertising business. In fact, that’s 
why I’m here. She likes your style.” 





“Boy, you’re probably in the 
wrong place, but you can tell that 
girl that many of the best things 
I know about advertising I learned 
from women—sit down.” 

“You see, when a boy or girl, who 
has a yen to write, starts putting 
down words he is inclined to fig- 
uratively adjust his ‘high hat,’ pick 
up his ‘gold top walking cane’ and 
try to make his favorite ‘old mas- 
ters’ look like bush leaguers. 

“That’s why the waste baskets of 
the publishers are always running 
over and why so many young copy 


PRESI 


The new four barrel 


Carburetor 


that gives Substantially Increased Horsepower 


writers think there is something 
‘funny’ about the head of the agen- 
cies’ creative department. He sim- 
ply does not understand ‘budding 
genius’—they think. If a boy really 
‘lets himself go’ he finally encoun- 
ters the ‘old’ city editor’s comment: 
‘Remember,’ sez he, ‘the story of 


the creation was written in 600) 
words.’ So much for brevity. 
“Do you know what the word| 


lexicographer means? He’s the guy 
who defines or explains all the 
words a writer may use. But he 
leaves it to the writer to turn 
‘fancy’ words into simple ‘drugstore 
cowboy’ English, so that the boys 
and girls on the ‘swivel counter 
stools’ can understand. 

+ a * 


Simplicity in Writing 
‘t= SORRY that Old Man Mc- 


Guffey, or one of his true de- 
scendants, isn’t writing text books 
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“I never dreamed used cars 
would cost so much! I thought 
you probably operated a used-car 
lot as a charity for poor people 
who couldn’t afford new cars!” 








who is trying to forget that he was 
born near What Cheer, Ia., and 


for the primary grades these days.| slants his copy toward Park Ave- 
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Smoother Operation... Improved Economy 


Stromberg now brings you a carburetor of such 
advanced design that it is surely destined to be the 
accepted standard of tomorrow’s car. 


Born out of Stromberg’s constant search for higher 
efficiency in carburetion—a research program that 
began 40 years ago and has never since stopped nor 
slowed down—the new four-barrel Aeroquad Car- 
buretor provides unequalled engine performance. 


The new Aeroquad helps to provide instant hair-trig- 


ger response and acceleration 






when the driver de- 


mands it! It makes that extra surge of power at high 


speeds . . . so often needed fo 
reality. In every driving situat 


r passing ... a firm 
ion—on crowded city 


streets ... on fast-moving super-highways . . . under 
heavy load—the Stromberg* Aeroquad Carburetor 
gives added engine power, silky-smooth performance, 


and reduced operating costs. 


Make your choice Stromberg—the name you can 
depend on for the finest in carburetion. 


*REG. U.S. PAT. OFF. 





lesson I learned from McGuffey 
third reader. He never described 
familiar scene with the words, “Th 
ferocious feline pursued the timi 
rodent.’ He said, ‘the cat ran afte 
the rat.’ 

“The late Conde Nast once tok 
me that the best advertisement | 
ever wrote began with the state 
ment, ‘This is an automobile. It 
has four wheels and everything.’ 


“T have had a lot of fun putting 
words into the American lan- 
guage. For example, the word 
‘sedan,’ the ‘playboy.’ Now I get 
a lot of letters asking me to de- 
fine that word ‘gazoompah,’ which 
appears often in what I have 
written during the past three 
years. I never heard anyone else 
use it, except a charming young 
woman, ‘Bobby’ Herriman, 18- 
year-old daughter of George Her- 
riman, for 30 years the creator 
of the famous ‘Krazy Kat.’ She 
was the pal of my oldest daugh- 
ter, Jane, who was then living in 
Hollywood. Bobby was describing 
one of her movie companions who 
seemed to be a combination of 
Gregory Peck, Robert Taylor, and 
(confidentially) Tarzan.’ 

“What has he got that I haven’t?” 
said Old Man Jordan, with a de- 
crepit yawn. 

“Oh, he’s an old man of 28, but 
that guy has what is technically 
known as gazoompah. 

“Y-e-a-h, and what is gazoompah, 
Bobby?” na « 


Philosophy of Gazoompah 
7 ELL,” that bright girl giggled, 
“the first syllable ‘ga’ is from 
the Greek, meaning guts, the sec- 
ond zoom, of course, means speed, 
while the third syllable, pah, sort 
of wraps it up. It means ‘that’s 
that’ or ‘fini,’ as we say on the 
roo-dee-rivollee. 

“Now let’s take any word from 
the psychology bracket: psychiatry, 
psychosis, the subconscious all 
terms that were fully understood, 
but never pronounced, by the ‘old 
country doctor’ a generation before 
any modern ‘master’ of the minds 
ever thought of outfitting an ex- 
pensive suite on some fashionable 
avenue where a frustrated patient 
could drop in for an idle hour, relax 
on a couch and relate the story of 
the complexes at so much per plex. 
One lady, who lives in the same 
building with one of the most ex- 
pensive wizards, told me she never 
was in his ‘nook’ until her husband 
started coming home late from the 
office and she feared she was ‘get- 
ting a bit heavy across the hips.’ 

“My mother never called a doc- 
tor until the whole family was 
quarantined with the measles or 
scarlet fever and she never wor- 
ried about her husband. She was 
too busy working. 

“Say, am I keepin’ you? I just 
got to talkin’. 

“N-a-a-h, it’s interesting. I won- 
der if I could ever learn to write 
\like Scott Fitzgerald or Sinclair 
| Lewis. 


* * * 


|On a Writer’s Malady 
. ELL, I wouldn’t like to shat- 
ter the clay feet of any of 
your idols but I surely hope you 
will be happier for a longer time 
than either one of them. You see, 
that obsession, called money, final- 
ly has the most depressing effect 
upon even the smartest writers. 

“Only one other malady, pub- 
licitis, can surpass it in its final 
deleterious effects. Show me a 
man or woman who suffers from 
an overdose of one or the other 
and Pll show you a most unhappy 
and lonesome person. 

“Sinclair Lewis, as well as Scott 
Fitzgerald, were vibrantly happy 
when they were struggling against 
adversity. Lewis was exultant when 
he wrote ‘Main Street.’ He called 
everyone by his first name a few 
minutes after meeting him, but 
following his success with ‘Bab- 
bitt’ (which he almost called ‘Pum- 
phrey,’ ‘Fitch’ or ‘Burgess’), ‘Ar- 
rowsmith’ (which started as ‘Bar- 
barian’), ‘Elmer Gantry’ (which be- 
gan as ‘Reverend Doctor’) and 
‘Dodsworth’ (which began as ‘Ex- 
ile’), he was consumed by a restless 
loneliness. He wandered over the 


world, from Mankato, Minn., to 
Washington ... to London... 
Cornwall ... Kent . . . Salisbury 
. .. first the north . . . then the 
south of Italy ... Paris ... Midi 
... Munich ... Berlin... Vienna 
... Bermuda... Kansas City... 
Florida ... Vermont . .. Monterey 


.. and all the while the lad’s heart 
was back in ‘Gopher Prairie’.” 
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Offers Training Cars to Other Towns— 


Dealers should check with adjacent small towns, where cars are not available for 
driver-training courses, to see if they could be of service, says C. M. Berge, general 


manager of Smiley Motors (Ford), 255 W. 


Main St., Mesa, Ariz. The dealership has 


made possible a driver course at Tempe High School, located nine miles from Mesa, 
by furnishing one of its cars for the students. Here, Berge (left) delivers the car to 
the school. Others are (from left) Patrick Whelan, driving instructor; Franklin J. 


Benedict, principal, and Ray Oliver, Clara 


Truckers to Police 
Pa. Turnpike in 


Safety Campaign 


Tighter enforcement of safe driv- 
ing practices on the part of truck 
drivers on the Pennsylvania Turn- 
pike through a 57-car civilian road 
patrol, first of its kind in the na- 
tion, is being set up by 34 trucking 
companies using the 325-mile super- 
highway. 

The road patrol was arranged at 
a conference of safety experts held 
under auspices of the Pennsylvania 
Motor Truck Assn. 

Seventy-four persons have been 
killed on the Pennsylvania Turn- 
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Ott and Janell Hogue, students. 


pike in 1952, an alltime high, it was 
reported. 

The new cooperative patrol pro- 
| gram, covering all trucks operat- 
|ing on the turnpike, will replace an 
existing private patrol which has 
operated on the toll road for the 
past few years. 








Fennell, Hunter Open 
Denver Packard Co. 


Formal opening of the Denver 
area’s new Packard sales and 
service center, Denver Packard 
Co., has been held. 

Two veteran automobile men, 


James W. Fennell, Denver, and 
Jess F. Hunter, Pueblo, Colo., 





will head the business. 
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\‘Dealer of the Month’... 


Karl Wins Safety Title 


For Efforts in Conn. 


By Ed Janicki 

Staff Writer 
MIL R. KARL, who at the age 
| of 24 opened his own dealership 
|in Darien, Conn., and is credited 
with being the first dealer in the 
state to lend cars 
for driver-train- 
ing courses, has 
been selected as 
AUTOMOTIVE News’ 
“Safety - Minded 
Dealer of the 
Month” for Janu- 
ary. 

Owner and op- 
erator of Emil 
R. Karl Chev- 
rolet Co., Inc., 
43 Post Rd. in 
Darien, Karl lent the first train- 
ing car in 1937 and has continued 
to provide an automobile each 


Bus Vs. Car 


Wisconsin Survey Points Up 
Cost of Driving 

It cost Madison (Wis.) residents 
up to 400 percent more to drive to 
and from work than to ride the 
City’s transit facilities, according 
to the Wisconsin Planning Depart- 
ment. 

The department came up with 
that conclusion in a study made as 
a result of a move by a local bus 
company to curtail services and in- 
crease fares. 

According to the survey, the total 
monthly cost for driving averaged 
about $27. It was estimated that 
monthly bus fare runs from about 
$4 to a little over $5, depending on 
the distance traveled. 
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year since that time, with the 
exception of the war years when 
the courses were suspended. Just 
recently he presented his 16th car 
to the Darien High School. 

While Karl takes pride in the 
fact that he can help youngsters 
become better drivers, he considers 
his accomplishments just another 
everyday chore. 

Karl told Automotive News: “I 
have never felt that I have done 
any more than any other new-car 
dealer would have done under the 
circumstances, because we all should 
realize that our young people are 
the ones who will grow up and 
carry on the work of building and 
making our community a better 
place to live. 

* * * 
ra E DEALERS should back a 
driver-training program that 
will assure our youth of starting 
off on the right foot, as far as a 
safe, sane and accident-free driv- 
ing record is concerned.” 

An energetic participant in many 
community projects “where I 
think I can be of any help,” Karl 
has received innumerable com- 
mendations for his work in safety. 

He has been honored for his “civ- 
ic contributions” by the Connecticut 
Motor Club, and was presented re- 
cently with a highway safety award 
at the annual convention of the 
Connecticut Automotive Assn. 

M. R. Darlington jr., managing 
director of the Inter-Industry High- 
way Safety Committee, had this to 
say about Karl: “We believe his 
contributions over the past years 
are the best examples of coopera- 
tion in helping build a nation of 


25 
better drivers through proper train- 
ing.” 

Despite his multitude of civic du- 
ties, Karl finds time to take keen 
interest in automotive affairs and 
in the industry’s progress. In addi- 
tion to being a member of NADA, 


| he is active in five other automotive 
organizations in the state. 





Civic Leaders OK 
Plan for Toll 
Texas Turnpike 


Approval of a rough draft of a 
proposed toll-road legislative bill 
which would authorize construc- 
tion of a $31 million six-lane ex- 
pressway between Dallas and Fort 
Worth has been given by civic lead- 
ers of those cities. 


A Dallas-Fort Worth turnpike 
authority would be established and 
empowered to issue and administer 
revenue bonds for the entire cost 
of the turnpike, according to pro- 
posed legislation. 


The toll highway would be located 
along a route between U. S. High- 
way 80 and Texas State Highway 
183. Authority to condemn property 
as required for construction of the 
expressway and the right of public 
domain would be given to the turn- 
pike authority. 


Harrison Holds Open House 
To Show New Building 


Harrison Chevrolet Co., Janes- 
ville, Wis., held a three-day grand 
opening to show its new sales and 
service building. Several thousand 
persons toured the building and re- 
ceived refreshments, the company 
said. 


Andy Pafko, Brooklyn Dodger 
baseball star, was on hand to auto- 
graph baseballs and pictures for 
the youngsters. Mrs. Rose Harrison, 
the owner’s mother, snipped the 
ribbon to formally open the new 
dealership. 
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Miracle Power can be just as good a profit item for you as it is for Laurel C. Worman, 
Inc., one of the nation’s leading Packard dealers and Willys distributors in eastern 
ond northwestern Ohio and part of Indiana. 

Worman pushes Miracle Power because he can prove it improves engine per- 
formance. His service men put Miracle Power in the gas and oil of every new car 
he delivers because they have found Miracle Power reduces breakdown problems 
and cuts costly “warranty period’’ comebacks. And Worman customers return 
for Miracle Power every 1000 miles because they know it helps keep that new car 
power. That’s why Miracle Power is the only lubrication aid selected by three 
leading car manufacturers for sale by their parts and accessories divisions. Miracle 
Power is a blend of super lubricating agents including colloidal synthetic graphite 
in suspension. It clings to metal—lubricates right—after starting—when most wear 
occurs because oil has not yet reached all vital parts. 

Write today for full details and performance data and for the complete story 
of Miracle Power profit possibilities. 
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Backshop 


. ++ by Jack Weed 





aves engineers are now 
doing inadvertently what Auto 
Maker C. Harold Wills tried to do 
intentionally years ago—that is, en- 
gineer the car back to the dealer 
for service and to the vehicle man- 
ufacturer for much of the place- 
ment parts. 


When Wills brought the “Flying 
Goose” out at his Marysville 
(Mich.) plant, I understand he 
intentionally made the heads of 
bolts and nuts not of standard 
gauge so that owners of the ve- 
hicles would have to bring them 
back to his dealers or the factory 
for service. 


This failed and, as I remember 
it, the car and the company last- 
ed for but a year or so. 

I don’t remember just how much 
a part in the failure of the car to 
make good was wrapped up in this 
special nut-and-bolt idea; I wasn’t 
then as interested in such reactions 
to the extent that I am today. I 
do, however, remember that the car 
was quite a sporty job and was 
looked upon with favor, especially 
by the younger set. 

Nor do I believe that engineers 
are deliberately designing today’s 
car with the idea that they must 
come back to the dealer for service. 
Not only the engineers, but all 
vehicle factory management, know 
that all of the franchised dealers’ 
shops in this country don’t have 
the capacity to properly service 
much over one-half of the automo- 
tive vehicles now on our streets 
and highways. And more than one 
service manager will agree that, 
under present-day lack of good 
management, our franchise dealer 
shops would do well to properly 
maintain much more than 35 to 40 
percent of the cars. 

© ~ ~ 


More Expansion? 


T MIGHT be called a boon to 

new-car production that, under 
today’s procedure in the average 
shop, the steady-customer popula- 
tion starts to fall off badly by the 
end of the second year and that 
cars of four years’ life get into the 
franchised dealer shops on what 
might be termed rare occasions. 

For the basic improvements 
and new “gadgets” that have 
been added to cars during the 
past four years—and which ne- 
cessitates much higher skills and 
much more costly and intricate 
testing and correction tools to 
properly repair—are steadily driv- 
ing many owners back to the 
dealer for service—owners who 
formerly left the franchised dealer 
at or soon after the car maker’s 
warranty period ran out. 

Many dealers have _ increased 
their service facilities during the 
last four or five years, and it is 


a good thing for the industry that 
they have. 

It may not make many dealers 
happy to say that dealers will have 
to further greatly expand their 
service operations if their shops do 
not become another point of sales 


strangulation. 
* * * 


Specialty Shops 
f green papers were read by au- 
tomotive vehicle manufacturing 
executives and three by fleet oper- 
ators in an SAE symposium on the 
engineering approach to _ service 
problems that foreshadows a need 
for more franchised dealer service 
to be rendered. 

A prominent fleet manager points 
out that the fleet operators are go- 
ing to look to the makers of the 
vehicles to see that they are pro- 
vided with adequate service. 

With labor commanding the 
wages it does in many sections of 
the country, and the need for con- 
serving as much money for work- 
ing capital in their principal busi- 
nesses as present tax laws demand, 
there is a trend toward unit re- 
placement in many shops, rather 
than do the rebuild jobs with the 
fleet operators’ own shop force. 


This program has been in force 
for some time with fuel pumps, 
carburetors, generators and start- 
ing motors and even with en- 
gines. Jobbers and electrical shops 
have stepped into the breach to 
do the “repair and exchange” job 
on the former items, while job- 
bers and engine rebuilders are 
making pretty fair headway on 
the engine rebuilding job. 

Is the dealer going to sit com- 
placently by and let jobbers or 
other shops step in and take over 
the job of rebuilding the automatic 
transmissions, the power brakes 
and power steering units, the light- 
dimming devices and the air - con- 
ditioning units? 

Specialty shops have already 
stepped into the automatic trans- 
mission business. 

Maybe dealers are going to give 
birth to a whole new type of com- 
petitor that will drain their already 
short supply of highly skilled me- 
chanics and take over the work 
that is most profitable. 

* * + 


More Progress 


Two new-car previews, which 
your columnist attended recent- 
ly, indicate that progress in engi- 
neering is stepping right along at 
an even faster pace than has been 
set up to date. 

Oldsmobile, a pioneer with the 
high-compression Kettering engine, 
added power steering last year and 
power brakes this year, as well as 
air-conditioning. 

General Motors Truck announced 

(Continued on Page 34, Col, 3) 








Service Clinics to Precede Convention ... 





NADA Show a ‘Sellout’ 


ADA’s Equipment Exposition, to , 

be held in San Francisco’s Civic | 
Auditorium during the NADA con- | 
vention Feb. 14-18, will play to an | 
estimated 12,000 servicemen, accord- 
ing to officials of the show. 

With advance registrations well 
ahead of the last NADA conven- 
tion held in San Francisco, plus 
the cooperation of bay area job- 
bers under the leadership of 
Scott Kennedy, of Chanslor & 
Lyons, the show is assured of 
the same opening-days “plus” at- 
tendance of fleet, garage and 
dealership servicemen as last 
year’s convention in New York. 

Well over 80 exhibitors, including 
a larger entry of old-line tool and 





George Daniels L. L. Cormier jr. 


equipment manufacturers than ex- 
hibited to the west coast service- 
men four years ago, have taken 
every available foot of exhibit 
space in the large auditorium. An 
exhibit of outstanding relics of the 
automobile service business of yes- 
teryear will be one of the high- 
lights of this year’s show and will 
be shown in “lounge booths” sur- 
rounded by displays of modern 
maintenance equipment. 
* * * 

IHHREE clinics on service sub- 

jects and one on selling, which 
is just as badly needed in the serv- 
ice and parts departments, will be 


held in the auditorium on the Sat-| 
urday and Sunday preceding the | 
official opening of the convention. 


The clinics will be held before the | 
convention so that servicemen can | 
attend without loss of revenue 
time. Both NADA officials and the 
area jobbers urge that as many 
dealers as possible make certain 
that their men avail themselves of 
these opportunities. 


Each clinic is designed to hit 
directly at a soft spot in service 
operations. Both moderators and 
participants in each clinic have 
been selected because of their 
knowledge of the subjects. 


The first clinic, “Service Plan- 
ning and Direction,” which will be 
held at 10 a.m. Saturday, is con- 
sidered important since many deal- 
ers are unable to derive a sufficient 
profit from labor and parts sales. 
Lack of adequate service absorp- 
tion stems in a-great measure from 
inadequate planning of both the 
work schedule and the space in- 
volved. 

* * +” 

ODERATOR for this clinic will 

be George Daniels, a San Fran- 
cisco Pontiac dealer, who came into 
the business after years in execu- 
tive capacities with Buick as well 
as having been a Chevrolet dealer- 
ship sales manager and automotive 
editor of the San Francisco Bul- 
letin. 

Others on the panel will be Coy 
Arnsbarger, retail service manager 


of James Motors (Nash), San 
Francisco; Fred J. Fletcher, 
Fletcher Motor Co. (Buick), San 


Jose, Calif.; Gordon Reid, Reid & 
Wrenn (Ford), San Leandro, Cailif., 
and William A. Sutton, William A. 
Sutton Co. (Dodge-Plymouth), Sac- 
ramento, Calif. 

The Saturday afternoon clinic, 
starting at 2:30 p.m., will cover 





Self-Serve Service at Steudel's— 
George Dobie, originator of the Do-B self-serve service system (left); William O. 


Steudel, 
Steudel's service manager, look at the 
service department. 
file, and the customer has only to turn his 


president of Steudel Motors, (Dodge-Plymouth), Cleveland, and Frank Pfaller, 


system in operation in the dealership's 


A customer order blank is placed over the customer-record 


head to see what each item will cost him. 





Absorption Figures Hit Postwar Low 


By Bernie Thomas 
Associate Editor 
Des the fact that last year’s 

service and parts sales topped 
those of 1951 by nearly 10 percent, 
the average dealer rolled into 1953 
with his service and parts opera- 


dealer’s service absorption rate 
for the first nine months of 1952 
was only 60.1 percent, as against 
6L6 percent for all of 1951. 
New-car profits have been get- 
ting thinner, but it has not been 


tions carrying a smaller burden of generally possible for dealers to 
fixed and semi-fixed expenses than 
at any time since the end of World 
War I. 


Data 
business 
show 


compiled by NADA’s 
management committee 
the average franchised 


cover constantly increasing costs 


New Products 


See Pages 36-40. 





with added revenue from their 
service departments. 


* * * 


HE combination of a smaller 

gross on new cars and heavier 
expenses in 1952 produced an in- 
evitable result—a sharp drop in 
operating profits. 

Parts inventories at most deal- 
erships at the end of 1952 repre- 
sented a six months’ supply, or 
double what they should have 
been to give a turnover rate of 
four times annually. Customer 


labor sales should double parts 
sales volume, it is contended. 


Dealer business management ex- 
perts say something must be done 
to bring service absorption rates 
up throughout the industry, or 
many dealers are going to have 
serious trouble trying to compete 
for vehicle sales in a competitive 
market. 

= * oe 
GOME of the experts fear the 
present situation threatens a 
(Continued on Page 29, Col. 1) 





the theme “Organizing and Oper- 
ation.” The moderator will be 
Leonard L. Cormier, vice-presi- 
dent and general manager of 
Central Chevrolet Co., Los An- 
geles, who has had over 14 years 
of experience in all departments 
of retail automotive operations. 
Panel members for this clinic are 
J. D. Morris, Morris Motor Co. 





Jack Lacy 


Bakersfield, Calif.; 
Walter Muller, Muller Bros. (Olds- 


C. P. Williams 
(Studebaker), 


mobile), San Diego, Calif., and 
Wallace F. Warren, business man- 
ager of a Ford dealership in Salt 
Lake City. 

The first Sunday clinic starts at 
10 a. m. and will discuss the 
“Value of Equipment.” It is headed 

(Continued on Page 28, Col. 1) 


Self-Serve System 
Saves Time for 


Cleveland Shop 


By Sanford Markey 
Staff Correspondent 

LEVELAND. —A self-serve sys- 

tem for service customers is 
credited with having resulted in 
substantial savings in time and ex- 
pense for customers and the deal- 
ership at Steudel Motors, local 
Dodge-Plymouth firm. 

The system was designed by 
Dobie Co., and has been in effect 
at Steudel’s about three months. 
Called the Do-B Customer Self- 
Serve System, it consists of a cus- 
tomer self-serve check list. The list 
is made up of cards, filed according 
to make of car and mileage. 

* . * 

TEUDEL credits the system with 

saving at least two hours’ su- 
pervisory time per day. It has 
proven, according to the dealership, 
especially effective in meeting early 
morning rush service demands. 

Under the system, customers 
who drive into the service de- 
partment can check their own 
service record for needed main- 
tenance work, as indicated by 
the mileage on their cars. 
Maintenance operations are of- 
fered in accordance with factory 
service recommendations. A price 
list is located adjacent to the desk 
on which the customer’s service 
record is kept. 

: * 
AST noting the items needed 
and checking the cost, the cus- 
tomer can merely leave a check 
list in his car without even con- 
sulting the service manager. 

There are 24 items on the 
check list, ranging from chassis 
lubrications to repacking of uni- 
versal joints. There is also space 
for “other services you want.” 

The system does not eliminate 
the need for personal attention by 
the service manager, but it is 
claimed to greatly increase his 
ability to give attention to more 
customers. It is designed. to ease 
his task of explaining the need for 
necessary services to the customer. 

* & 


RANK PFALLER, Steudel serv- 
ice manager, has this to say: 

“Of course, customers have had 

to be educated to our new system. 
(See SELF-SERVE, Page 28, Col. 1) 
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Engine a Mystery to Many Motorists .. . 


U. S. ‘Know-How’ Stops at Hood 


RICHMOND, Va.—America’s in- 
dustrial might and. its mechanical 
“know-how” still engender awe in 
far-away lands. They are taken 
pretty much for granted at home. 

Everyone knows that American 
boys cut their teeth on a monkey 
wrench. Everyone remembers the 
sagas of Rosie the Riveter in World 
War ILI. 

Americans are _ natural - born 
mechanics, brought up rubbing 
shoulders with more of the world’s 
technological marvels than other 
nations dare dream of. 

Take automobiles for instance. 
The Richmond (Va.) News Leader 
did. It assigned two reporters—one 
man, one woman—to find out what 
American drivers really know about 
their sleek and powerful steeds. 

Gentlemen, be seated. Here are 
the answers: 

When it comes to automobile« 
women are dopes. 

But it’s a brash man who, at 
this point, whoops “I told you so.” 

Men—mechanics and their ilk 
excepted—are equipped with an 
impressive line of chatter about 
cars. Confront them with a prob- 
lem tougher than a flat tire, 
however, and their smattering of 


SAE Schedules 
Production Talks 
For March 25-27 


CLEVELAND.—The first national 
production meeting to be spon- 
sored by the Society of Automotive 
Engineers will be held March 25-27 
at the Hotel Statler here, it was 
announced last week by Paul A. 
Miller, general chairman. 


Robert Cass, president of SAE 
and assistant to the president of 
White Motor Co., will give the main 
address at the dinner meeting on 
March 26. The meeting will include 
eight panel discussions on various 
phases of production. 


Panel subjects were listed as fol- 
lows: Quality control; production 
control; grinding and cutting tools; 
foundry; forgings; materials han- 
dling; preventive maintenance of 
plant equipment, and progressive 
assembly technique and methods. 

Technical papers will be sub- 
mitted by D. S. Harder, vice-presi- 
dent of Ford Motor Co., and H. H. 
Whittingham, vice-president of the 
Detroit gear division of Borg- 
Warner Corp. 


Those to take part in the panel 
discussions include E. Gray, White 
‘Motor; H. Weissbrodt, Interna- 
tional Harvester; W. i. Smith, 
Ford; C. O. Gossom, General Mo- 
tors; F. Galbos, White Motor; J. E. 
Adams, White ‘Motor; George Pas- 
coe, Ford; W. B. Shimer, DeSoto, 
and E. C. Jeter and J. Stirling, both 
of Ford. 

Others listed are T. E. Darnton, 
Oldsmobile; Francis A. Rodd, Chev- 
rolet; H. O. Horning, Chrysler 
Corp.; ; Harry Diefendorf, Chrysler 
Corp.; D. Dowling, Cummins En- 
gine; W. B. Terbeek, White Motor, 
and George Bluth, Willys. 


All Tied Up— 


R. C. Stinson, head of the radio labora- 
tories of Chrysler's engineering division, 
looks all tied up as he tests a radio for 
a Plymouth car for selectivity, sensitivity, 
tone quality and tuning precision. He 
works in an interference-proof “cage” of 
copper screening, which has fluorescent, 
interference-proof lighting. 


misinformation leads them far 
afield. 

Consider, for a moment, the an- 
swer to some pretty basic questions: 

What is the distributor? Well, 
one woman says it is “what shoots 
the gas around.” Another, of a 
somewhat more practical bent, says 
it’s “the round thing under the 
hood that you take off when things 
get stuck.” 

A third woman (defined as “of 
reasonable intelligence”) was sur- 
prised to find out about the dis- 
tributor. She would have been easy 
prey to the view of the one who 


was sure the distributor was “the 
man who sells gas.” 


Men also thought up some 
quaint and certainly novel func- 
tions for the unoffending part. 
One said the distributor dis- 
tributes fire from the spark 
plugs.” Hmm-m-m. Another was 
quite sure his distributor was 
connected to the heater. Oh, well. 
But, of course, everyone knows 
what spark plugs are for. Well, no 
woman knew what spark plugs ac- 
tually did, it must be admitted, but 
there was one who came up with 
the practical observation that “they 
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get wet when it rains.” Another 
knew they were “up front,” and 
still another knew they “have little 
wires with the engine attached.” 

Some men (believe it or not) were 
worse. One said spark plugs “con- 
trol the flow of gas,” and another 
was not sure whether his car had 
two or three plugs. 

There were other answers to oth- 
er questions, like the knowing wom- 
an’s reply to the query about the 
radiator, “that thing up front to 
boil the water.” One masculine au- 
thority described the carburetor as 


the device that “mixes up the gas. 


and oil.” 

It must be admitted, however, 
that all was not black in the 
News Leader’s report. Two men 
correctly identified the master 
cylinder with brakes—although 
others insisted it was “the main 
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cylinder” or “the principal cylin- 
der” of the engine. 

The crankshaft? Oh, sure, that’s 
right under the radiator. You use 
it when the car won’t start. That’s 
what the man said. 

But it all depends on your point 
of view, as was proved by the bud- 
ding Barney Oldfield who said the 
crankshaft “looks like one row of 
teeth in a jack-o-lantern—when it 
turns over the car runs.” 

The feminine half of the report- 
ing team (she queried the males) 
found one frank soul, His answer 
to every question: “I don’t know.” 

The male reporter said his survey 
of women drivers was going along 
fine, until he ran into a woman 
who answered, “I don’t know. Do 
you?” 

“At that point,” he says, “the sur- 
vey ended.” 
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Over 80 Exhibitors 





by C. P. Williams, nationally 
known automotive service author- 
ity. In addition to some 30 years’ 
experience in the service and repair 
field, he has been a consultant in 
the organizing, planning, layout 
and operation of dealership service 
departments, systems and manage- 
ment. 
* * + 

PPEARING with Williams will 

be Joseph I. Brandon, service 
manager of Harold Raymond, Inc. 
(Chrysler - Plymouth), Compton, 
Calif.; W. W. Danyluk, service 
manager of Kelley Motor Co. 
(Packard), Glendale, Calif.; James 
F. Keel, service manager of Lynch 
Motors, Inc. (Lincoln - Mercury), 
Santa Monica, Calif., and Theodore 
Mark, service manager of Muller 
Bros. (Oldsmobile), Hollywood, 
Calif. 

The Sunday afternoon clinic 
which starts at 2:30 p.m., is based 
on “Selling” and has as its only 
speaker Jack Lacy, president of 
the Lacy Sales Institute, Newton 
Centre, Mass. This sales manage- 
ment clinic will outline modern 
sales techniques and discuss their 
application to dealership opera- 
tion. 

In addition to giving his courses 
on salesmanship, sales promotion 
and sales management, Lacy has 
written books and courses on these 
subjects that have been studied by 
over 10,000 college students. 


While these clinics bear directly 
on problems associated with the 
operation of the service and parts 
departments, two other clinics will 
be given that also should be cf 
more than passing interest to serv- 
ice managers. 

cd * ae 

HE first of these will be held at 

10 a.m. Tuesday and has as its 
subject “Public Relations.” Assisting 
Moderator George Ziesmer, of Zies- 
mer Motor Co. (Ford), Mankato, 
Minn., will be Walter B. Cooper, 
of Poudre Chevrolet Co., Fort Col- 
lins, Colo., and Earle C. Dahlem, 
general manager of Wm. L. Hugh- 
son Co. (Ford), San Francisco. 


The other, on “Used-Car and 
Used- Truck Sales Management 
and Advertising,” will be held 
Tuesday at 2.30 p.m. Art Kinney, 
of Marine Chevrolet Co., Vallejo, 
Calif., will be the moderator. 


Panel members include Walter 
Allee, of Reynolds- Johnson Co. 
(Packard), Oakland, Calif.; John 
W. Allen, of J. W. Allen Co. (De- 
Soto- Plymouth), San Francisco; 
Lex Daoust, of Daoust Chevrolet 
Co., Marysville, Calif., and Fred 
Gorgio, of S & C Motors (Ford), 
San Francisco. 

ok * ok 

MONG the exhibitors who will 

display their wares are Alemite 
division, Stewart-Warner Corp.; 
Allen Electric & Equipment Co.; 
Ammco Tools, Inc.; Aro Equipment 
Corp.; Aro Mfg. Co., Inc.; Automo- 
tive Equipment Mfg. Co.; Barrett 
Equipment Co.; Bay Mfg. Co., Inc.; 
Benmatt Organization, Inc.; Big 
Four Industries, Inc.; Binks Mfg. 
Co.; Bishman Mfg. Co.; Blackhawk 
Mfg. Co.; Breuer Electric Mfg. Co.; 
Briggs Mfg. Co. 

Cedar Rapids Eng. Co.; Choldun 
Mfg. Corp.; Chrysler Corp., parts 
division, Mopar; Clayton Mfg. Co.; 


Self-Serve 


(Continued from Page 26) 
Now they drive in, pick out their 
own record card. Should they need 
special services, we work out such 
needs with them. 

“There’s no high - pressuring. 
We have found that such out-in- 
the open handling makes the cus- - 
tomer feel he is getting the neces- 
sary work to keep his car in 


William O. Steudel, dealership 
president, says he likes the system 
because “today’s customers are 
looking for ways to save money, 
and still keep their cars in the best 
condition possible.” 

The self-serve system also gives 
customers the opportunity to take 
advantage of monthly “price spe- 


Lined Up... 


NADA Parley Expects 
12,000 Servicemen 


(Continued from Page 26) 
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Coachcraft, Ltd.; Douglas Co.; 
Doyle Vacuum Cleaner Co.; Dry 
Clime Lamp Corp.; Electro Prod- 
ucts Co.; Emerol Mfg. Co., Inc.; 
Ernest Holmes Co.; Executone, 
Inc.; Durabake Sales; Gray Co., 
Ine. 


H & H Products Mfg. Co.; 
Harley Davidson Motor Co.; Jack 








Northeastern Ford Aides Discuss Sales Outlook— 


Regional and district sales managers and department heads of the Ford division's 
northeastern region have behind them 901 years of service to Ford Motor Co. and its 
dealers. The tally of aggregate experience was made at a year-end sales meeting in 
New York. Regionwide sales and service objectives for 1953 were discussed. The 


P. Hennessey Sales Co.; Inter- ‘ ; 
_ | meeting was conducted by C. J. Seyffer, regional sales manager, and C. E. Pierson, 
Communication System of Amer essistont manager. 


ica; Kent-Moore Org., Inc; | — — = a 
Kwik-Ezee, Inc.; Lempco Prod- 

ucts, Inc.; Lisle Corp.; Litho- | Mfg. Co.; Mirror Bright Polish 
Paint Poster Co.; Local Trade- | Co.; National Cash Register Co. 
marks, Inc.; McColpin - Christie Nu Orm Plans, Inc.; Norick 
Corp.; Magnaline Co.; Malsbary | Bros.; Pierce Governor Co., Inc.; 


Pullman Sales Corp.; Remington 
Rand, Inc.; Reynolds & Reynolds 
Co.; Rodman Mfg. Co., Inc.; Sals- 
bury Corp.; Shaw & Slavsky, Inc.; 





Shure Mfg. Corp.; 











Silver Seas 
Auto Seat Cover Co.; Stemac Co. 
Stokes Tax Controls, Inc.; Storm 
Vulcan, Inc.; Sun Electric Corp.; 
Sunnen Prod. Co. 

Truck Index; Underwood Corp.; 
U. S. Washmobile Corp.; Universal 
Underwriters; Vacuum Grip Cover 
Co., Inc.; Ven Corp.; Walker Mfg. 
Co. of Wisconsin; Weaver Mfg. 
Co.; K. R. Wilson; John E. Wolf 
Co.; Yankee Metal Prod. Corp., and 
Edmund J. Wudel Mfg. Co. 


3 Auto Sellers Take Seats 


In Idaho Legislature 


Among members of the Idaho 
Legislature now in session are 
car dealers William M. Frome, 
of St. Anthony, and Ray Robbins, 
of Rupert, and salesman E. E. 
LaTurner, of Jerome. 


All three are members of the 
House. Robbins represents Mini- 
doka County; LaTurner, Jerome 
County, and Frome, Fremont 
County. Robbins and LaTurner 
served in the 1951 Legislature. 


On the Top Performance 


You'll Find Fy Fvel 






















The CentrieFlo is calibrated for 
engines of 110 to 180 horsepower. 





VISI-FLO—With The Clear Glass Fuel Bowl 


Only four inches high, the Holley Visi-Flo combines economy, 
performance, and service features into a small package. 
The clear glass fuel bowl and the replaceable metering 
unit allow carburetor service without disassembly. The compact 
Visi-Flo can be used even where overhead space 
ordinarily requires special manifold design. 











Each of the products shown on these two pages is a Holley 
“first” in the design, development, and manufacture of fuel 
and ignition controls. During its 53 year record of achievement, 
the Holley Company has played an important role in estab- 
lishing higher automotive standards for performance and 
economy. 
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The Smooth Performing CENTRI-FLO 


A true concentric carburetor designed with all 
important metering parts at the center line of the fuel bowl. 
The result—smooth, uninterrupted performance 

during fast stops and starts and sharp turns. The 
unique carburetor and air cleaner combination allows 
lower hood lines—meets the modern styling trends. 


The VisieFlo is calibrated for engines of 80 to 120 horsepower. 
tt is also available for engines of 100 to 160 horsepower. 
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ARE YOU WONDERING... 


How To Do A Good Job Of 
Fuel Metering Better? Let 
Holley’s engineers listen, test, 
design, and recommend. 
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Despite Higher Service, Parts Sales .. . 





Absorption at Postwar Low 


(Continued from Page 26) 
mortality rate as high as 10 per- 
cent among franchised dealers this 
year. 

NADA’s figures indicate that 
the volume dealer is in the most 
precarious position from the 
standpoint of low service absorp- 
tion. 

The dealer handling 750 or more 
new units annually is credited with 
achieving only a 57.2 service ab- 
sorption rate in the first nine 
months of 1952, as against 65.5 per- 
cent for the dealer handling 149 
units or less a year. 

Industry experts say the volume 
with anything less than an 80 per- 
cent rating, while 100 percent is 
pegged as the standard for smaller 
dealers. 

* 


* + 
-, THERE is a 10 percent mor- 
tality rate among franchised 


dealers this year, say the experts, 
it will be because remedial meas- 
ures—that might have been applied 
—weren’t. 


They warn it is not too late, and 
certainly not too early, to attack 
the problem of low service absorp- 
tion from three fronts: 


1. A more positive program to 
reduce overhead, a program that 
takes into serious consideration 
the owner’s salary and those ex- 
penses not actually incurred in 
the operation of the business. 


2. A concentrated effort to in- 
crease customer flow through the 
service department, augmented by 
the kind of salesmanship which 
will guarantee that customers are 
sold the services they really need. 

3. A program of greater shop 
efficiency for better utilization of 
equipment and space, especially in 





relation to the shortage that exists 
for good mechanics. 
* * + 


T IS also recommended that 
dealers, wherever possible, separ- 
ate new-vehicle preparation and 
used-car conditioning work from 
regular customer work. 


Where it appears impossible to 
do new-vehicle work and used- 
car conditioning in separate fa- 
cilities it is recommended such 
work be done during night hours. 

The basic trouble with most fran- 
chised dealers’ service departments 
today, industry experts charge, is 
that little recognition is given to 
the repair order as a selling op- 
portunity. Most of this lack of 
recognition is said to occur on the 
lubrication rack. 

As a consequence, nearly 50 per- 
cent of all the repair orders written 











What’s this? This form of auto 
was used by a Los Angeles com- 
pany to locate defective enamel- 
ing in water mains. When it 
found a spot where the coat was 


too thin, the steel brush would 


throw off sparks. 
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—because they attach too little im- 
portance to the value of a good 
lubrication man, ignoring the fact 
that the lubrication department is 
the “salesroom” of the service op- 
eration. 

A good lube man, it is claimed, 
should be able to sell $3.80 in addi- 
tional lubricants on every car he 
handles. Moreover, it is believed he 
should be able to spot at least one 
other item of service that can be 
done in some other part of the 
service setup. 

A good lube man, it is said, 
could eliminate the one-item re- 
pair orders which represent a 
loss to the dealer. 

The volume of service work that 
represents a potential profit for the 
dealer is down woefully from pre- 
war levels in nearly every dealer- 


——j|ship throughout the country. The 


in some dealerships—because over-|5@me is true for the number of 
head is so high in them—are writ-| items on the average repair order 


ten at a loss to the dealer. 
” + * 


i trade experts charge, A 
have only themselves to blame 


Cars and Trucks of 1953, 
and Ignition Controls 





The CentrieQuad is calibrated for 


engines of 150 to 225 horsepower. 


A Fully Vacuum Controlled Distributor 


Using pressures which exist within the carburetor, the 


Holley pressure distributor meters spark in exact relation 
to fuel consumption—provides quicker, smoother performance, 
and greater fuel economy. It is the only distributor now 


available that eliminates the need for a 


centrifugal advance mechanism. 
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For The Best In Carburetion—The CENTRI-QUAD 


Designed to add horsepower to present day engines, the 
Holley Centri-Quad combines the performance features of concentric 
design with the increased power of four barrel 
carburetion. The Centri-Quad is designed for the same basic air 
cleaner installation as used on the Centri-Flo. 


FOR MORE THAN HALF A CENTURY ORIGINAL EQUIPMENT 
MANUFACTURERS FOR THE AUTOMOTIVE INDUSTRY. 


ticket. 
* * + 

N ANALYSIS of service buying 
trends over the past 11 years 
shows major motor work has 
dropped off sharply since 1946, 
until today it is about the same in 
volume as back in 1941. 


However, industry experts are 
agreed that more than lax service 
salesmanship is behind the decline 
in major motor work volume. They 
point out that today’s cars are of 
improved design and engineering, 
and travel twice as many miles as 
a prewar car before needing an 
engine overhaul or re-ring job. 


The major motor work the 
franchised dealer is not getting 
today is not going to his competi- 
tion either, because figures show 
that piston ring manufacturers’ 
sales have been slipping since 
1949 and only now are starting to 
level off. 

Except for trucks, the population 
of which is growing fast, there is 
little hope held for increased major 
motor work volume until late 1954 
and 1955, when the cars built in the 
auto industry’s best production 
years will be showing up with 
50,000 and more miles on their 
speedometers. 

And even by 1954 or 1955, it is 
feared, the value of such cars need- 
ing major motor work may make 
the costs of getting such work done 
| prohibitive. 

* = oe 

OWEVER, it is maintained, the 

major motor work gap must be 

filled with other service activities if 
a dealer is to keep competitively 
healthy. 

Minor motor work is cited as ona 
| field of opportunity. Despite a 
sharp increase in car population, 
|minor motor work is turning up 
| fewer times on service tickets to- 
| day than in 1941. 

Industry experts say too much 
diagnostic equipment is being 
allowed to gather dust in dealer- 
| ships. The reason such equipment 
lies idle, it is said, stems from 
| lack of supervision of mechanics. 

Another field for increased serv- 
ice volume is brake work, the vol- 
ume of which is currently running 
below that of 1941. Dealers can ex- 
| pect soon to reap the benefits of a 
|nationwide campaign on _ brakes, 
one that will urge motorists to get 
|their brakes relined at certain 
mileage intervals. 

* = ~ 


| PLANNERS of the program are 
confident of its ultimate success, 
in view of the higher average speed 
of cars and trucks today, and 
higher mileage. 

Still another opportunity for in- 
creasing service volume is said to 
be chassis work. The need for 
front-end alignment is considered 
acute on millions of cars and 
trucks. 

Shock absorber replacement is 
just as vital, and wheel balancing 
is said to promise car owners sub- 
stantial savings in future main- 
tenance costs. 

With more than 53,000,000 ve- 
hicles on the road, the potential 
for more body and paint work in 
dealerships is rated tremendous. 
Dealers, it is said, can’t miss here 
if they will only train men to 
handle such work and make a 
diligent effort to create pride of 
ownership among their custom- 
ers. 

But to increase volume on any 
item, dealers must see to it that 
a motorist who comes in for just 
a lube job, wash or oil change is 
treated with courtesy and must 
have a good man on the job, indus- 
try experts say. 
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Morgan's Convertibles Lead Pasadena Parade— 


Morgan Motor Co., Pasadena (Calif.) Packard dealer, reaped publicity when the 
Pan American and Standard convertibles were named official lead cars for the 
Tournament of Roses parade. Police officials rode in the lead cars. The cars were 
seen by some 1,500,000 spectators and millions of television viewers. Morgan reports 
that floor traffic more than doubled in the first few days following the parade. 


Hull-Dobbs Ups Cline 


William Cline, a member of the | been promoted to assistant sales 
Hull- Dobbs (Cincinnati) sales | manager, according to Joe W. 
staff since October 1948, has | Prichard, general manager. 
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Dealer 


H. T. Pease has purchased the 
former Kibler K-F Motors, Miner- 
va, O. The new firm name is Pease 
K-F Motors, Kaiser-Frazer Sales 
and Service. 

* + * 


Texas Firm Moves 


Caraway-McKenzie Motor Co., 
owned by Virgil Caraway and 
Travis McKenzie and operated in 
Quanah, Tex., as a Studebaker 
dealership, has moved to Silsbee. 

+. * * 


Dealer in Pa. Ad Board 


P. A. Calvery has been appointed 
to the newly organized Scranton 
(Pa.) Advertising Board to repre- 
sent the Scranton Automobile Deal- 
ers Assn. 

* * * 


New Albuquerque Deal 
Albuquerque K-F Co. (Kaiser- 
Frazer) has opened for business at 
710 Fourth St., S. W., Albuquerque, 
N. M. 


* * 
Nolen-West Studebaker 
Nolen-West Motor Co., Inc., Pica- 
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...and were grateful 


Thanks to you, we’ve just completed a wonderful, successful 
year, our sixtieth. Naturally, we’re proud of this proof 

that Hyatt Roller Bearings have earned the confidence of 
so many leading manufacturers of all kinds of equipment. 
In the year ahead we will have the advantage of enlarged 
plants and new, additional facilities to help us fill the 
continually expanding demand for Hyatt quality bearings. 
We’re grateful for your valued business of the past year 
and will be looking forward to serving you again in 

1953 along with many new Hyatt users. Hyatt Bearings 
Division, General Motors Corporation, Harrison, New Jersey, 
Chicago, Detroit, Pittsburgh, Oakland, California. 
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Doings 


yune, Miss., has taken over a 
Studebaker franchise. The dealer- 
ship is located on Highway 11. 

ck * > 


DeStefano Honored in R. I. 


C. George DeStefano, Rhode Is- 
land State representative and a 
Ford dealer in Barrington, has 
been appointed deputy leader of 
the House Republican minority. He 
will serve during the 1953-54 ses- 
sion. DeStefano’s firm is County 
Motor Sales. 

+ 


* * 


Behrend Attends School 
Gerald L. Behrend, salesman at 
Behrend Bros., Inc. (Ford), Balti- 
more, has attended the Ford mer- 
chandising school in Dearborn, 
Mich. A graduate of Baltimore City 
College, Behrend joined the Balti- 

more dealership two years ago. 

* * * 


Crafton (Pa.) Motor Co. 


Ups Showroom Space 

Frank A, Ogilvie, president, Craf- 
ton Motor Co. (Buick), Crafton, 
Pa., has converted his parts show- 














room at the intersection of US-22 
and US-30 into a two-car show- 
room, moving the parts counter to 
the left wall. 

* a * 


Duncan Starts L-M Deal 


Ken Duncan, Inc., 1420 Belfield 
Ave., Philadelphia, has opened a 
Lincoln-Mercury dealership, as suc- 
cessor to Cassin Motors, Inc. 

+ + * 


King Opens N. H. Deal 


King Chevrolet Co., Exeter, N. H., 
opened recently, is owned by Kevin 
King, who formerly operated a 
dealership at 650 Second St.. in 
Manchester, N. H. ‘ 

* 


Voshell Packard Opens 
A formal opening celebration has 
been held by Voshell Motor Co. 
(Packard), 209 S. Main St., Mc- 
Pherson, Kans. 4 
* ° 


McDonough Ups Barr 
Bob Barr, assistant service direc- 
tor of McDonough Motors (DeSoto- 
Plymouth), Cleveland, has been 
promoted to new and used-car sales 
manager. —_ 


Kansas Nash Deal Opens 


Superior Motor & Service Co. 
(Nash), Stafford, Kans., has held 
its formal opening. Arcel Lacerte, 
a native of Canada, is owner. 

* * 


Bernard Motors Aide 


Kenneth Pelly, 41, has joined 
Bernard Motors, Russell Springs, 
Ky., as sales manager for Ford 
tractors and Dearborn farming 
equipment, according to K. G. Ber- 
nard, owner of the company. 

a + a 


Boltz Joins Colliau 


Fred Boltz, formerly manager of 
his own automotive service in South 
Pasadena, Calif., is now service 
manager of E. R. Colliau Chevrolet 
Co., of Pasadena, according to E. 
H. Colliau, president. | 


Farley Made Manager 

George A. Farley has been named 
sales manager of Conshafter & La- 
Spisa, Inc. (Dodge), 1501 Kensing- 
ton Ave., Buffalo, N. Y. He has 
been in the auto business for 25 
years. ar 
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Nordling Gets Nash 


Nordling Body and Fender Shop, 
of Osage City, Kans., is now a Nash 
dealer in Osage County. The firm 
will now be known as the Nordling 
Nash Motor Co. 

as = e 


New Crafton Showroom 
Crafton Motor Co. (Buick), Craf- 
ton, Pa., has made a two-car show- 
room by moving a parts display 
area to another section of the 
building. Frank A. Ogilvie is owner. 
+ * = 


Batt Named Buick Dealer 


Paul V. Batt has been appointed 
a Buick dealer in Dunkirk, N. Y. 
He recently resigned as radio and 
television sales manager of RCA 
Victor Distributing Corp. 

* ~ ~ 


Ottawa Firm’s U. C. Sales 
Surpass 2,000 for Year 


Used-car sales at Cabeldu Motors, 
Ltd., Ottawa, have climbed to more 
than 2,000 units for 1952, a record 
for the company. The firm operates 


two branches. 
* a = 


Ford Dealers Pick Athoe 


Harold W. Athoe, president of 
Athoe Motors, Inc., Batavia (N. Y.) 
Ford dealership, has been reelected 
chairman of the Buffalo District 
Ford Dealers Advertising Assn. 

x = « 


Conn-Olson in New Location 


D. R. Conn and Harold Olson, 
owners of Conn-Olson Motors 
(Buick-GMC), have opened their 
new building on US-101, half a 
mile west of the center of Brook- 
ings, Ore. 

a * 


Reitman Goes Into Business 


Walter Reitman, formerly serv- 
ice manager of a dealership in 
Chicago Heights, Ill., has opened a 
Chevrolet dealership at Clatskanie, 
Ore. 

+ + * 


Fisher Acquires City Block 
To Expand Parts Business 


One of the largest automotive 
real estate transactions in the Pa- 


cific northwest in recent years took 
(Continued on Page 31, Col. 1) 
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(Continued from Page 30) 


place when Joe Fisher, Portland 
(Ore.) Dodge-Plymouth dealer, pur- 
chased the former National Biscuit 
Co. plant, covering a full city 
block. 

The four-story building will be- 
come Fisher’s wholesale and retail 
parts center. Tom Walker is parts 
manager. 


Toronto. The showrooms and serv- 
ice department will be at 1306 Lake 
Shore Rd. 


* * * 


Mayfair Motors, Inc. 
Mayfair Motors, Inc. (Packard), 
has opened headquarters in Wal- 
nut Creek, Calif., with C. D. Stroud 
as president and L. E. Rouse as 
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father and son owned Portland 
Motors, first a Hudson dealership 
and later a Kaiser-Frazer dis- 
tributorship. 

. 


* * 


Nash Names Carris 
Carris Auto, Sioux Rapids, Ia., 
has been appointed a Nash dealer, 
it was announced by Harry Carris, 
owner. 
* * 


* 
DeVries Buys Ford Deal 
Dick DeVries, Correctionville, Ia., 
has purchased the Ford dealership 
at Marcus from Earl Evans. 


* * * 


Princeton Motor Sold 


Princeton Motor Sales (Dodge), 
Leon, Ia., has been bought by 
Donald Prieseley and Lyman 
Barry from Robert P. Crouse and 
R. E. Crouse. 


* * * 


* * ad ° : 
vice-president and sales manager. 


Bradford Buys GM Deal * * «& 

Ray ne we d, re ea Roper Acquires Firm 
ner in the Buic ealership a P 
Hillsboro, Ore., with Hans Streit- | , Robert Roper, | Farnhamville, 
wieser, has purchased the Buick- Ov T 2 a une 7 « 
Pontiac firm at Port Angeles, th ie garage (DeSoto - Plym- 
Wash. outh). 

* * * 


* * 7 
Two Buy Biltmort Z Zetten Studebaker 
Biltmort Motors, Winterset, Ia.,| Norman Offers a House for a Used Car— Martin Van Zetten has been 
‘ has been purchased by Homer} want a home for a car? This six-room, two-bath house is being offered in trade for | Named a Studebaker dealer in Os- 
City, Lawrence Sours, veteran | Vestal and L. F. Drake. Name of|"a clean ‘49 Ford Tudor" by Norman Motor Co., 8320 Washington-Baltimore Bivd.,| Kaloosa, Ia. 


American auto dealer in Mexico, 
: : the firm has been changed to Park College Park, Md. There's only one catch—the house has to be moved by the purchaser. 
has received from the International City Motors (Chrysler - Dodge- | —@£ @ —@ —@$ —@- —__|___—_— 


Amateur Swimming Federation a 





Swimmers Honor Sours 
According to word from Mexico 


* * * 


Named Willys Dealer 


medal for his services in behalf of Plymouth). .* 4 * land, Ore., and his son Alan have thur LaBeau & Son. The older Smith Motors, Manson, Ia., has 
the Mexican swimming team at the W il B Fi | bought Monticello Garage, Chrys- Wurzweiler will remain in Port- | been appointed a Willys dealer, it 
Helsinki Olympiad. urswetlers Buy Firm | ler-Plymouth dealership for Kelso | land, leaving management of the | was announced by Lawrence 
ie, eS Milton Wurzweiler, of Port- | and Longview, Wash., from Ar- | firm to Alan. For several years, | Smith. 
Herzog Named Sales Head ee eee eee 






Robert Herzog, with Billingsley 
Pontiac Co., of Portland, Ore., for 
six years, has been named sales 
manager. He succeeds Sandy Camp, 
now a Pontiac dealer at Baker. 
Ore. 

* * * 
Smith-Lyons Expands 


Its Willys Operation 

Smith-Lyons Motor Co., of Port- 
land, Ore., recently named east- 
side Willys dealer, has expanded to 
take in half a city block, according 
to James Fox, general manager. 

The firm has leased the site of 
the former Max Sagner used-car 
lot and made it a used-car recon- 
ditioning and sales center. Stanley 
Serber, with the firm for eight 
years, has been named _ service 
manager. 





* * 


Boggus Open House 


Lewis Boggus Motors, Inc. 
(Ford), Corpus Christi, Tex., has 
held an open house. Lewis Boggus 
and H. E. Butt are the owners, and 
Lewis Boggus jr. is the manager. 
The business formerly was known 
as George Jones Motors, Inc. 

* * * 


Doan Buys Buick Deal 


Parker Motor Co.’s Buick busi- 
ness in Jonesboro, Ark., has been 
sold to C. T. Doan, who said he 
would open Doan Buick Co. in the 
building formerly occupied by Car- 


michael’s Kaiser-Frazer Motor Co. 
* x ok 


Ayers Promotes Barker 

Jim Ayers, president of Ayers 
Motor Co. (Cadillac-Oldsmobile), of 
Chattanooga, Tenn., has announced 
the promotion of John Barker, 
used-car manager for the company, 
to manager of sales and sales 
planning. 
































x * * 


New K-F Deal in Indiana 


Service Motor Sales, Inc., of 1225 
E. Washington, the newest Kaiser- e 
Frazer dealer in Indianapolis, held | leat” GS 
a three-day open house. Merle A. see nee 


Jackson is head of the dealership. 
x * * 
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Shaver-Cross Open House 5 a 
Wilbert Cross and Richard| , 
Shaver, new owners of the LaPorte | 
(Ind.) Pontiac dealership, held a) 
two-day open house for Shaver &| 
Cross Pontiac at the firm’s newly | 
redecorated showrooms. 
* * * 


Railsplitter Names Willis 
William T. Willis has been ap-| 
pointed general manager of Rail- 
splitter Auto Sales (Chrysler-Plym- 
outh), of Springfield, Ill. He had 
been manager for Chrysler in a 











THAT GREEN AND WHITE SIGN out front does some- 
thing important for you—it builds confidence in 
you as a reliable dealer. Why? Because for almost 
sales territory covering central IIli- j 
sib aaa caadieenibaoe, Witemaeet. 50 years motorists have come to know Quaker 
. 8 *® State as the finest name in lubricants...a name 
os mee on Se aie they can trust. This confidence becomes a confi- 
2. ° 
Ta., Prichard aa Sn ane ato dence in you, when you sell Quaker State Motor 
announced by Bert Heimendinger. ; , Ss. S 
Puldined diene Se eos tie taliian Oil and other superfine lubricant It make 
for a body shop and for storage of your customers Joyal, and brings them back for all 
— .o#«e your services. And that builds business! 
DeSoto-Dodge for Halnan 
Ken Halnan Motors has been ap- 


Pointed DeSoto-Dodge dealer for 
Long Branch, Ont., a suburb of 


QUAKER STATE 


MOTOR OIL AND 
SUPERFINE LUBRICANTS 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. © MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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Presentine THE BEAUTIFUL NEW 


°° Pual-Streak ‘Do YIVAT 





A General Motors Masterpiece 


PONTIAC MOTOR DIVISION + GENERAL MOTORS CORPIRA 
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A CAR WITH A WONDERFUL FUTURE! 


In the six weeks since its introduction, car buyers the country 
over have compared the new 1953 Dual-Streak Pontiac with the 
field and have given it their whole-hearted endorsement. 

Based on factual reports by the field organization, literally millions 

, . etien a a ewe : 
of people came into Pontiac dealers’ showrooms during announce- 
ment week-end. These people were not just prompted by casual 
curiosity, because reports again show that thousands upon thousands 


of bonafide orders were taken for earliest possible delivery. This is 


SoA Neg 





certainly convincing proof of the public’s favorable reaction to the 
1953 Dual-Streak Pontiac. 

According to the expressions we have received from dealers this has 
been the best public announcement in Pontiac’s long and successful 
history. With the combined team-work of its progressive engineering 
and manufacturing staffs, and its capable and aggressive retail 
organizations, Pontiac and Pontiac dealers can look forward to even 

: 8, d d ‘ é 


greater accomplishments in the future. 
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2,000 ‘Celebrate’ Lacina Opening— 

A grand opening party attracted more than 2,000 Flint residents to the showroom 
of Lacina Bros. (Hudson). Thére was street dancing, and party favors were distributed. 
Spotlights illuminated the showroom's gaily decorated front. Calling off winning 
numbers for door prizes is Louis Lacina. 





Dealership Is Sold 


Richardson Motor Co. has taken|tague, a Hudson dealer in Beau- 
over the Beaumont (Tex.) Hudson|mont since 1919, has retired. His 
dealership formerly operated by/son will operate the Jefferson firm 
Jefferson Motor Car Co. A. J. Mon-!as a service and parts station. 


Beaumont Hudson 
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Backshop ... 





By Jack Weed 


(Continued from Page 26) 


Hydra-Matic on the under-one-ton | equipped to do this business and 


jobs and two new engines, one with 
8-to-1 compression and the other 
7%-to-1. And at the same time, 
GMC served warning that it is 
headed toward Hydra-Matic in all 
sizes of the trucks. 


High-compression engines, with 
their corresponding closer toler- 
ances, cannot be satisfactorily re- 
built in the average repair shop, 
to say nothing about the average 
fleet maintenance shop. The in- 
vestment in special tools and 
testers is far too high for the 
volume of this type of work they 
would do. 


The dealer, however, has to have 
these tools and other shop equip- 
ment items, regardless of how 
many cars or trucks he sells. He 
must be equipped to give good 
service or he can’t retain the fran- 
chise. 

But how many are taking advan- 
tage of the fact that they are 


Ticks J 


In Philadelphia nearly everybody reads The Bulletin 








go out looking for it? 
* * * 
Are You Capable? 


ees too many grouse about the 
shortage of good men and still 


| allow the skilled men they have in 
|their shop use up much of their 


time on warranty checks, internal 
work and tear down and reassemble 
that most anyone who can handle 
a wrench and a screw driver could 
do. 

These are the dealers who must 
face up this year to several import- 
ant phases of their business. 

The first basic question they must 
ask themselves is: 

“Am I a trader, or am I a busi- 
nessman? Am I going to be con- 
tent to have a department in my 
business, that should pay my en- 
tire fixed burden, continue to be 
a ‘loss leader’ department? Am I 
going to find out what it takes 
to make my service department a 
profitable operation, or am I go- 
ing to go along and let it con- 
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tinue to be a loadstone around 
my business neck?” 


| 

| If the dealer determines that he 
can make his service department 
pay, as many thousands of dealers 
are now doing, then he must ask 
himself: “Is my service manager 
able to run my shop as it should 
be run to be profitable?” 


Before he answers that question, 
to his own satisfaction, he might 
first ask himself if he is qualified 
to judge if his service manager is 
capable or not. It seems to be axio- 
matic that most dealers who hit 100 
percent absorption, or who do bet- 
ter and make a net profit from 
their service, are themselves serv- 
ice-minded and continually study 
their shop operations to improve 
them. And the reverse is often true, 
that the dealer who thinks service 
is a pain in the neck comes the 
furthest from either giving good 
service or hitting a satisfactory per- 
centage of absorption. 

* * * 


Is Shop Efficient? 


HEN the dealer must determine 

if he has provided his shop man- 
agement with sufficient tools and 
labor-saving devices to make it pos- 
sible for his manager to hold good 
men or to have them show a profit 
on the work they do. 


Flat rates are fixed usually in 
each area. The difference in a shop 
that loses money and one that 
makes money many times lies in 
the ability of the men to do good 
work well under the time set for 
each operation. That takes good 
men, good tools and good man- 
agement. : 


Is every stall working to 80 per- 
cent capacity, or do you as the 
dealer allow cars, other than those 
in the shop for repairs, to take up 
valuable space? 


If every stall is not working to 
at least 80 percent efficiency. is 
it because of poor management or 
because your shop is not turning 
out the type of work that keeps 
customers coming back in suffi- 
cient numbers to keep every me- 
chanic busy? 


Do you do sufficient advertising 
to bring in enough service custom- 
ers to keep your stalls filled? 

And do your men sell enough 
needed service, other than that 
which brought the customer in the 
first place, to be assured the shop 
has a chance to make money? 

Do you as the dealer, or the serv- 
ice manager, know what it cost you 
to write a service order? Thousands 
of dealers do not know the answer 
to this question. Nationally, over 
45 percent of all service orders lose 
money for the shop that writes 
them, yet in many cases an aver- 
age of one-half additional item per 
ticket would make them profitable 
for the shop to do. 

And are you getting set to do unit 
rebuild work to keep your most 
skilled men fully employed on the 
most profitable tvpe of work your 
shop can turn out? 

This work is available, and some 
one is going to do it. 


AEA Parley Set 
For Feb. 14; List 


New Directors 


DETROIT. — Annual meeting of 
the Automotive Electric Assn. will 
be held Feb. 14 at the Edgewater 
Beach Hotel, Chicago, it was an- 
nounced at headquarters here last 
week. 

AEA said that directors for new 
two-year terms have been elected 
by mail, and that they will take 
office at the Chicago meeting. New 
officers will be elected at that time. 


In the manufacturing division, 
new directors named were F. J. 
Mackey, American Bosch Corp.; J. 
L. McDonough, Carter Carburetor 
Co., and G. Z. Spencer, Trico Prod- 
ucts Corp. 


New directors for the central dis- 
tributors’ division are C. A. Nelson, 
Carl A. Anderson & Co., Omaha; 
|M. R. Rousar, Mid-States Auto 
Electric Co., Chicago, and A. A. 
Swank, Beard & Stone Electric Co., 
Houston. 


For the service distributors’ divi- 
sion, the new directors are R. F. 
|Robinson, Jenkins & Robinson, 
Worcester, Mass. (Region 1); F. W. 
Murray, Frank & Murray, St. Pet- 
|ersburg, Fla. (Region 2), and J. C. 
Hamilton jr., J. C. Hamilton Co., 
Tulsa, Okla. (Region 4). 
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Talk of poecce 

he a O Car Ban Jeered | Children of Firestone Staff 
>Ps Kansas Dealers Say Buses Are No Solution Offered Scholarships 
sk To Downtown Parking Mess AKRON. — A scholarship award 
rer : program for sons and daughters of 
ld TOPEKA, Kans.—Kansas auto-; made to provide adequate facili- employes of Firestone Tire & Rub- 

mobile dealers most emphatically | ties for handling the ever-mount- ber has been announced by Harvey 
mn, * do not approve of the idea that} ing traffic load both on city S. Firestone jr., chairman of the 
ht automobiles shall be crowded off| streets and the highways,” Scott board. 
ed streets of the downtown districts of | declared. “Topeka’s move _ to Fifteen scholarships will be 
is Topeka or any other Kansas town,/| establish parking lots in the awarded each year to high school 
io- for that matter. Nor do they agree; downtown area is a move in the graduates. Winners may attend 
00 that bus transportation should be| right direction. any accredited college or univer- 
at - substituted. “At present our greatest need is sity and will be given financial 
m They voiced these opinions at a | employment of a traffic engineer to aid until they receive a college 
a meeting here last week, of the Kan-|study our needs and come up with ; : degree, providing they maintain a 
dy sas Motor Car Dealers Assn. a solution of our traffic problem. | Af Nash Parts, Service Meeting— satisfactory record. 
Their disagreement is with Roger “It may become necessary to re- Nash dealer parts and service managers in the Memphis (Tenn.) area recently at- Abba Uni Bo ‘ 
ce Babson, widely known economist, | strict parking of automobiles on | tended a meeting conducted by R. M. Eddins, service manager, and E. F. Rebik, parts as Unit Bows 
he and Al Moore, manager of Topeka | major streets in the downtown area |and accessories manager, Memphis zone. In conjunction with the meeting, a product Ray Abbas Chevrolet has been 
od Transportation Co., as to the solu-| at rush hours, but that will be in| presentation was made by representatives of Auto-Lite Corp. and Perfect Circle Piston | opened by Ray Abbas in Renwick, 
r- { tion of the growing traffic prob-|the distant future, if ever.” Ring Corp. Ta. 

lem. 


The idea that automobiles will 
be crowded off streets was hooted 
by the dealers. Such a situation 


ne will not occur in this generation 
n- and there is little prospect that it 
id will ever occur, asserted Ralph 
s- Perry, of Kansas City, president 
od of the organization. 
‘it “Our great-grandchildren may see 
the elimination of autos from the 
in downtown sections if a better pro- 
»p gram of traffic control is not de- 
at vised before that time,” Perry said. 
in “Tt will not come in our time. 
id “However, we must all learn to| 
rr like to walk again, as the problem 


d of finding a parking spot is becom- 
- ing more critical every day.” 
Lloyd Scott, Chevrolet dealer and 
president of the Topeka Chamber 
of Commerce, endorsed Perry’s | 
statement and added that more} 
adequate streets and highways were | 
needed. 
“A national study is now being | 


325 Parts Firms 
Book Booths for 
4 Pacific Exhibit 


SAN FRANCISCO.—A pproxi- 
mately 325 manufacturers of auto- 
motive parts, equipment and tools 
will occupy more than 550 booths 
at the Pacific Automotive Show to 
be held here Feb. 26-March 1 at the 
Civic Auditorium, according to Fred 
Aurel, president of the show. 

Aurel emphasized the cooperation 
of the wholesalers in the 11 western 
states. “It has been through the 


Boor 





ae OE EES ESSN R EIR 


wiv or ww 


wholesalers,” he said, “that the im- 

portance of the show has been FIRST 
stressed to manufacturers, and as ae fer 

a result approximately 60 new man- SPeeding oil! 
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ufacturers have applied for space 





























neers say mog 
in this year’s show.” an” have dou. the oils al. 
Since there is not enough space | and “cling enauah “oiliness,” 
in the auditorium, a portico annex tionaly-known for gna’ is na. 


- enaMfetag cree Easier break-in—all the time! mt es 





One) Oo, @ You know Casite sells fast because it makes cars start 
| Gyro Skid-Control 
. . < fast—because it retards congealing of oil, lets the engine FIRS 
Lists Unit Gain turn over and go, guarantees Quick Starting in Coldest T 
BEVERLY HILLS, Calif—yYear- Weather or Double-Your-Money -Back! ee ing starts: 
end figures for Gyro Skid-Control | a a : : . . Casite to noe etY Where 
ae. Sk Geter @f om inastin-ott-| But Casite is even more important to you because it = x te saenié 
vated anti-skid | eases new car break-in. Casite gets oil around faster in a suarantoed to give (rant: It's 
a . oe | tight, new engine. In fact, Casite makes any oil a faster sold on ONS of Dints have boon 
increase from a oil—speeds the flow of No. 20 oil 34% at 50°F., 42% at scone esting laboratories one, 
é oe, ee | zero. This means oil is more fluid in cold motors, yet has —— 
/ 2000 units to normal body in warm motors, so the engine gets proper 
more than 10,000, lubrication at any temperature. 
units, according | nik a ; ‘ 
to Leo D. Fial-| This also means easier break-in, less start-up wear, longer 


a of | engine life and fewer repair bills. Bearings, valves, pistons 
In June, the and rings get immediate protection at the first turn of the 
L. D. Fialkoff present manage- | envine. 
ment assumed control when Fial- = : J te 
koff and associates, a group of | Do your new car customers a favor—put Casite in the 
southern California businessmen, first crankcase oil. Do all your customers this favor, too— 
bought out local and eastern firms dd Casi 7 * ‘ 
engaged in the sale of the device, a asite to the crankcase with every oil change, and 
and merged them into a single run a pint through the air-intake, or add it to the gasoline, 
nationwide organization. every 1000 miles 

Fialkoff said that present sales ¢ ; 
volume _ represents approximately 
$5 million annually in retail sales. CASITE DIVISION » HASTINGS MANUFACTURING CO.» HASTINGS, MICHIGAN 
Casite, Drout, Hastings Piston Rings, Spark Plugs, Oil Filters 








Brown Bros. Grows 
Brown Bros. Motors, Ltd., has | Pe i sw 
been appointed Ford and Mon- nd ete Sos ) 
arch dealer in Vancouver, B. C., ri S ° Pp tne east Grestest 
and has opened in enlarged prem- Kk Ay 4) iy Vig VL. Mi} lesmen i 
ises at Forty-first and Granville Lf f) / a 0 Cd Sf i 
Sts. The firm was started in 1946 
by J. T. Brown and four associ- 
ates, and was primarily a service 
station. It was named an associ- 
ate Ford dealer in 1949. 
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NEW PRODUCTS 


A new tire cleaner, Magiko, is 
now being marketed by Nor-Wal 
Enterprises, P. O. Box 166, 
Rochester 1, N. Y. 

The spray, which comes in retail 
and gallon-size bottles with sprayer 
or air-pressure tank, respectively, 
is primarily intended for white- 
walls. 





DOUBLE-SHELL MUFFLER — Maremont 
Automotive Products, Inc., Chicago, has 
developed this ribbed, double-shelled 
muffler designed to prevent vibration. The 
company says that the muffler is the 
first on the market with both inner and 


outer shells ribbed. It is said to eliminate 
shell noise and give maximum quiet. 
a 


Service Department Offered 


Monthly Advisory Analyses 

A service department advisory 
service on a monthly basis is being 
offered by R. Llib, 231 W. Wiscon- 


_| sin Ave., Milwaukee. 


Llib offers to analyze personnel, 


|| facilities, layout, service sales and 
|| repair orders, and to check volume 


and suggest changes. Each client is 
promised individual attention. 


* * * 


Martin-Senour Markets 


|| Surface Glazing Putty 


Addition of a fast-drying red 


~'| oxide lacquer glazing putty to its 


list of automotive refinishing prod- 
ucts has been announced by the 
automotive division of Martin- 
Senour Paint Co., 2520 Quarry St., 
Chicago. 


The putty is for use over a 


primer-surfacer to fill surface im- 
perfections not readily handled by 
the primer-surfacer itself, accord- 
ing to Don A. Seeley, division man- 
ager. 





REPLACEMENT GAS CAPS—Stant Mfg. 
Co., Inc., Connersville, Ind., is marketing 
replacement gas-tank caps for 1953 cars. 
The G-31 (above) is for the Ford. Other 
the Chrysler 


models are available for 


Corp. cars and Chevrolet. 


New Remington Typewriter 
Produces Bold Printwork 


A new Remington Electri-conomy 
Typewriter, the Dual-Rite, produc- 
ing bold or regular weight print- 
work, has been announced by Rem- 
ington Rand Inc. 

The alternative typework results 
from the use of two ribbons. The 
Dual-Rite can produce typed mat- 
ter nearly twice the 
regular typed copy, Remington says. 


Booklet Illustrates Uses 
For Plexiglas Signs 


Twenty-four color illustrations 
in a 24-page booklet demonstrate 
different uses for signs made of 
the weather-resistant acrylic plas- 
tic, Plexiglas. 


The booklet was prepared to aid 
sign companies and users by show- 
ing examples of acrylic signs 
ranging from dealer-identifica- 
tion types produced in quantity 
for manufacturers to custom-de- 
signed signs for single locations. 

Copies of the brochure, titled 
“Plexiglas —the Outdoor Plastic 
for signs,” are available from the 
plastic department of Rohm & 
Haas Co., Washington Square, 
Philadelphia 5. 
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ASK tor a brand of 


100% Pure 
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Motor 


@ 210,000,000 advertisements... 
more than twice as many ads as last 
year will pound home to motorists 
the reasons for asking for a brand of 
100% pure Pennsylvania motor oil. To 
get full benefit from this advertising, 
remind your customers to “keep the 
power they bought”’ by using a brand 

of Pennsylvania motor oil. 








PENNSYLVANIA 


GRADE CRUDE OIL ASSOCIATION 
Oil City, Pennsylvania 


Change your oil now.. 


you bought! 


Car HARD TO START when 
your engine is cold? If so, there’s 
an easy way to help. 


. and 


put in a brand of 100% Pure 





Pennsylvania Motor Oil. It’s 
made from Nature’s finest crude oil. 


ASK tor a brand of 
100% Pure 


PENNSYLVANIA 
Lane 


PENNSYLVANIA GRADE 
CRUDE Oll ASSOCIATION 
Oil City, Peansylvanie 
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TAKES ONE MINUTE — “Minit-On" 
chains are offered by the Round Chain 


tire 


Companies. The makers state that they 
can be applied to a wheel in only 60 
seconds without moving the car, without 
getting under the car, and without jacking 
up the wheel. This is possible, it is said, 
because of a semi-rigid cable with special 
fasteners which takes the place of the 
inner side chain on conventional tire 
chains. 
se + 


Grizaly Announces Program 


Of Product Identification 


Brake servicemen who buy ex- 
change shoes can now be certain 
that they will receive the exact 
grade of lining they order, accord- 
ing to J. G. Brown, general sales 
manager of Grizzly Mfg. Co., 221 
N. LaSalle St., Chicago 1. 

In a new program of product 
identification, Grizzly distributors 
who operate shoe exchanges may 
identify each Grizzly-lined, bonded 
or riveted shoe by both make and 
grade, it was announced. Shoes will 
then be delivered in cartons labeled 


also for specific FMS set numbers. 
* * oe 


New Sealing Compound 
Marketed by Dennis 


Dennis Chemical Co. has an- 
| nounced the development of Dennis 
| No. 8500 Plastic Sealant, a general- 


| purpose sealing compound. The firm 


recommends the product for seal- 
ing auto bodies, refrigerator cabi- 
nets, prefabricated buildings and 
railroad cars. 

Literature and samples are avail- 
able from Dennis Chemical Co., 
2701 Papin St., St. Louis 3. 

aa * * 


Radiator Water-Flow Chart 


Offered by Inland Mfg. 


A radiator water-flow chart has 
been published by Inland Mfg. 
Co., Omaha, manufacturer of 


(Continued on Page 37, Col. 1) 
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| Easy Access to best 
shopping in New 
York’s smartest 
hotel. French cui- 
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New Products 


(Continued from Page 36) 


radiator repair shop equipment. 

The chart provides a source 
for checking manufacturers’ spe- 
cifications of rate of waterflow 
for the radiators of almost all 
cars, trucks and tractors, the 
company says. 


The chart may be obtained 


from Inland Mfg. Co., Equipment 
Division, 1108 Jackson St., Omaha 
8, Neb. 





WHEEL ALIGNMENT GUIDE—Kwik-Ezee 
Inc., 19 W. 60th St., New York 23, has 
announced this wheel alignment guide for 
dealer service departments. All the me- 
chanic has to do is slide the scale to 
make, year and model of vehicle to get 
the proper reading on amount of camber, 
caster, steering geometry and toe-in, the 
firm says. 

a 
Jetomatic Redesigns Line 
Of Automatic Washers 


Jetomatic, Inc., Ansonia, Conn., 
announces redesign of its. six 
models of automotive washers to 
operate automatically on one track 
rather than the conventional two 
tracks. 

According to the company, the 
new features cut installation costs 
and give greater freedom in re- 
locating the unit. The track elimi- 
nates the need for building a 
special wash bay, the firm says. 





COMPACT — Lincoln Electric, St. Louis, 
offers these stationary lubrication units, 
designed primarily for use in service 
shops and filling stations. Are engineered 
to conserve floor space. Cabinets of the 
Chassisluber and Gearluber each house 
an air-motor-operated' Lubrigun, and ac- 
commodate original 100-pound refinery 
drum, the firm states. An air-operated, 
automatic retracting reel and hose assem- 
bly is mounted in a separate compartment 
of the cabinets. Semi-circular sleeve sec- 
tion of each cabinet, enclosing Lubrigun 
and 100-pound drum, is mounted on a 
vertical telescopic slide. Sleeve with Lubri- 
gun can be lifted to raised position, per- 
mitting simplified drum changing, the com- 
Pany says. 

+” * * 
Curran Offers Gas Solvent 


For Safe Tank Welding 

Safe welding of gasoline and fuel 
tanks, due to the development of a 
self-emulsifying, self-scouring solv- 


ent, is claimed by Curran Corp., of | 


Lawrence, Mass. 


A. F. Curran, director of research 
and development, states that the 
solvent, called “Gunk,” combines 
with gasoline, which then may be 
flushed from a tank with water. 

* +” * 


Use of Tile Adhesives 
Approved by Industry 


The use of adhesives in installing 
clay floor and wall tile in commer- 
cial and industrial buildings is giv- 
en recognition by clay tile manu- 
facturers in a specification released 
by the Tile Council of America to 
architects and tile contractors. 


Adhesives have been used in the 
installation of floor and wall mate- 
rials, and by clay tile contractors 
in certain sections of the country. 
Industry leaders point out that the 
adhesive method is designed to sup- 
plement, not replace, the installa- 
tion of clay tile in a cement bed. 








STOPLIGHTS—Auto Lamp Mfg., 2901 
S. Indiana, Chicago 16, manufacturer of 
Pathfinder automotive replacement light- 
ing equipment, announces three new stop- 
lights for light and heavy commercial ve- 
hicles. No. 5288, (7-5/16 inches in diam- 
eter) bracket-type stoplight of heavy-gauge 
steel, is designed for mounting under the 
truck body. Its bright-finished, stainless 
steel door holds a seven-inch, convex red 
lens of fired glass with baked-in black 
“stop” panel. The Pathfinder 4'/2-inch 
stoplights are designed for light trucks, 
trailers, or added warning lights on big 
equipment. Both are built with new shal- 
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lower, flat-back design, 21-cp bulbs il- 
luminating 12 square inches of lens in 
conformity to SAE requirements. 

S © 





CARBURETOR TRAINING AIDS—tThe Ro- 
chester Products division of General Mo- 
tors has published a catalog describing 
the training aids available for servicing 
its carburetors. Also featured is the “Ro- 


“We consider auto painting 


a vital part of our business 
at Ray Whyte”’ 
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chester Carburetor Operation and Main- 
tenance Manual,"" which gives the basic 
principles of carburetion. The catalog is 
sent free on request to Service Depart- 
ment, Rochester Products, Rochester 3, 
N. Y. 


5s 





CLUTCH RELEASE BEARINGS—Airtex 
Automotive division, Fairfield, Ill., an- 
nounces the marketing of its new line of 
clutch release bearings with nylon-Ther- 
moplastic ball retainers. According to the 
company, the new retainer is superior to 
the standard ball retainer now in use. In 
operation at top speeds—with heavy 
overloads, disengagement 1,000 times per 
hour and extremes of operating tempera- 


tures—the device passed all standard 
tests of the automotive industry, says 
Airtex. 


(Continued on Page 38, Col, 1) 





“We handle 33 to 44 paint jobs a week and our volume is still 
climbing,” according to Arthur E. Churchman, General Manager of 
Ray Whyte Chevrolet, Inc., Grosse Pointe, Michigan. 


“Five years ago, we were doing our paint jobs 
in the shop aisles at night after the dust had 
settled,” relates Mr. Churchman. “You can well 
imagine the difficulties. 

“Then we installed a complete DeVilbiss paint 
shop. What a difference! Volume and quality of 
our work improved and paint shop profits have 
grown steadily.” 

DeVilbiss can help you, too, with specialized 
spray guns for fast, smooth jobs with synthetics, 
lacquers, and all finishing materials. They produce 
finely atomized spray patterns that make it easy 





THE DEVILBISS COMPANY, Toledo, Ohio 
Windsor, Ontario ¢ London, England ¢ Santa Clara, Calif. 


Branch Offices and Distributors in Principal Cities Throughout the United States, Canada and the World. 


Painter Frank S. Gogola puts a mirror-like finish on a truck with his DeVilbiss spray gun. 


to get full coverage, high lustre and uniform color. 


DeVilbiss makes prefabricated all-steel spray 
booths, in many sizes and types, each scientifically 
lighted, exhaust engineered and built to Fire 


Underwriters’ specifications. 


With DeVilbiss Spray Accessories: cups, air 
compressor, air transformers and hose, your paint 
shop will be equipped to yield real profits from 
the growing demand for appearance service. 


Call your DeVilbiss Jobber or our nearest 


branch office. 








Hose and 
Connections 


Spray Booths 


FOR BETTER SERVICE, BUY 


DeViILBISS 


Sa 
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(Continued from Page 





CHECKS ON’ BATTERY—The Hickok 
Chargicator is an electrical instrument 
that continuously shows battery condition, 
state of charge and the overall condition 
of the charging system, according to the 
maker. A bracket is supplied for under- 
dash mounting, or it may be placed in 
the instrument panel by cutting a hole 
2%, inches in diameter. Connection is 
made directly to the battery terminals. The 
device is available for either six-volt or 


New Products 


37) 


12-volt batteries from Imperial 





POWER TAKEOFF—A new Model K 
Brown-Lipe power takeoff is being made 
by the Spicer manufacturing division of 


| 
| 


Motor | 
= Litd., 570 Fifth Ave., New York | 


Dana Corp., Toledo. Major advantage, the | 


company claims, is 








only product of 


its kind wins praises of 


car dealers, 
car owners! 


From Alemite—greatest name in lubrication—comes 
CD-2, the new miracle product that assures trouble- 
free motor life when added to motor oil. 












Add 


Alemite CD-2 
Builds Repeat Business, 
Brings Customers Back! 


Alemite CD-2 gives you a new way to 
maintain customer contact. Gives you a 
chance for more service volume, because 
you sell a can with every oil change. 


Contact your Jobber or 
Alemite Distributor... NOW! 


REG. U.S. PAT 


FOR CARS, TRUCKS, TRACTO 


pacity with two drive shafts that permit | 
operatiing separate units at different in- 
tervals. Model K is for use with spur 
gear applications, KN _ for! 
helical gear use. 


and Model 





FOR FUEL PUMP—Airtex Automotive Di- 
vision, Fairfield, Ill., announces distribu- | 
tion of its new GA200 fuel pump gasket 
assortment. The new assortment is de- | 
signed to keep all popular fuel pump 
gaskets available in one convenient place. 
Each gasket number is housed in a separ- 
ate compartment, with a picture of the 
gasket, its number and its application 
printed on the inside cover of the case 





its dual output ca-| for handy reference. 





Miracle Drug” 
cleans and 
quiets motors! 





it to the Mott 























iS BACKED BY 
CONSISTENT 

HARD-SELLING 
NATIONAL 

ADVERTISING 





Doubles car 
motor life. 





Thoroughly tested under 


back guarantee. 


a heavier, longer lasting 
tection of vital parts. 


1. Prolongs motor life two to 


valve lifters. 












valves and pistons. 


. Keeps new motors new. 


ALEMITE 


18 we Oar ore 


Alemite CD-2 is not to be confused with 
any product now on the market! 


Don’t think of substitutes as being 
CD-2. There is nothing like it. CD-2 will not 
disappear or fade in a few miles; is absolutely 
harmless to car motor. With good oil—it gives 


2. Frees sticking and noisy valves, rings, hydraulic 
3. Dissolves and removes lacquer-like deposits on 


4. Eliminates rust and bearing corrosion, absorbs 
moisture caused by condensation within motor. 


5. Eliminates damaging crankcase sludge. 


6. Gives oil extra wear-resistant quality. 
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FOR TIPSY BOTTLES—A vacuum-bottle 
holder that clamps under the front seat 
between the driver and passenger is be- 
ing offered by Poyer Products, 9450 Col- 
lins Ave., Miami Beach, Fla. The device 
has rubberized rings which can hold two 
bottles and can be attached and removed 
without tools, it is said. 


Cures sticky valves 
and hydraulic 
valve lifters! 





all conditions, Alemite 


CD-2 is sold with an absolute, unconditional money- 


CD-2 cleans car motor—keeps it clean! 


10 years of research and millions of miles of tough 
road testing show these dramatic results: CD-2 keeps 
motor clean—clean of all deposits that cause faulty 
performance, gradual wearing out of vital motor 
parts, loss of power and—finally— breakdown! 






“just like 










film for longer pro- 









three times. 



















1826 Diversey Parkway 
Chicago 14, Illinois 








FLUID DISPENSERS—Introduction of five 
new models of fluid dispensers for auto- 
matic transmission service is announced 
by Aro Equipment Corp., 9 S. King, 
Bryan, O. The new dispensers feature a 
fluid filter located behind the nozzle which 
can be disassembled for cleaning, a flex- 
ible metal nozzle which services all makes 
of automatic transmissions without use of 
adapters, and a nondrip tip, according 
to Aro. 





TWO-TON JACK—A two-ton hydraulic 
service jack has been added to the Ausco 
line of hydraulic and mechanical car and 
truck jacks by Auto Specialties Mfg. Co., 
St. Joseph, Mich. The new jack is 42% 
inches long, has a 45-inch handle and 
weighs 135 pounds. Its low height is four 
inches, and the raised height, 244 inches. 
It takes 16 strokes of the handle fo lift a 
capacity load to top height. 


* + > 


OCIS AAO ge mR AUT OM 





LATEST FROM NORLIPP—The auto re- 
flector flare shows up clearly for half a 
mile, according to Norlipp Co., 5925 S. 
Lowe, Chicago 21. Can be used while 
driving and when parked for emergencies. 


> * . 





ROTARY TABLE— South Bend Lathe, 
South Bend, announces a new rotary table, 
designed for mounting small precision 
work. It can be used on a drill press, 
milling machine, shaper or surface 
grinder. Accurately spacing drilled holes, 
indexing clutch teeth, milling circular 
grooves or T-slots and machining square 
and hexagon shapes is possible on the 
table, according to the firm. The table 
measures 4%-inches in diameter, and 
three T-slots are provided for clamping 
the work. 

(Continued on Page 39, Col. 1) 








’ 


EE eee ee 





\ grip, according to John Bean Division, 
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(Continued from Page 38) 





— 


6 and 12 volts in the cabinet for testing 
| similar voltage on detached coils, and the 
individual units operate from a battery 
for on-the-car use. 






aie 











| 

| 

Aluminum| AXLE STABILIZER— More mileage from 

2925 N. Market St., | is claimed with this new rear axle 
| 


CONFORMATIC — Sterling 


Products, Inc., 
Lovis 6, has announced a new piston with 
a conforming skirt. Called Conformatic, 
the piston can be fitted at tolerance of | 
001 and less without danger of scuffing, 
seizing or cold slapping, it is claimed. A 
thin, circular steel insert, cast against the | 
inside of the piston, makes the skirt con- | 
form to the cylinder wall, the firm states. | 
The piston holds a uniformly close clear- | 
ance at temperatures from 20 degrees be- 
low zero to 200 above. 


End" Stabilizer, 1604-06 N. Western Ave., 


entire weight of the rear end of a vehicle 





RESIST VOLTAGE —A heavy-duty dis- | 
tributor cap and rotor, which will stand 
high ignition voltages without arcing or 
breaking down, have been introduced by 
Holley Carburetor, 5930 Vancouver, De- 
troit 4. A new material developed by the 
Plaskon division of Libbey-Owens-Ford 
Glass, Plaskon-Alkyd 420, is responsible 
for the voltage-resistance feature. The 
temperature and moisture stability of 
Plaskon-Alkyd 420 have enabled these 
parts to be designed and molded to tol- 
erances never before possible, Holley says. 








WHEEL WEIGHT TOOL—Redesign of its 


and distributes the weight evenly on the 
axles and in a straight up and down posi- 





| eliminate the possibility of a reverse 
|camber and to prevent the axles from 
| going out of their true position. 





VACUUM CLEANER— Doyle Vacuum 


housing support, manufactured by “Rear| Cjeaner Co., Grand Rapids, Mich., has 


announced two new Vac-lt units, Models 


Los Angeles 27. The stabilizer carries the|30 and 40, for heavy-duty performance. 


Main feature of the units, the firm says, 
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is a new suction unit that applies the full| The company says the cover is cast-alum- 
motor shaft energy to produce volume,|inum fitted with oilite bearing, and that 
the quarter-inch pitched blades will move 
in the heaviest settled paint. 

_— a. 


tion, according to the firm. This is said to| velocity and suction. 





PAINT AGITATOR—Marien Metal Prod- 
ucts Co., 1220 E. Nine Mile Rd., Hazel 
Park, Mich., has announced the Prop in- 
dustrial paint mixer for five-gallon pails. 


PORTABLE POWER TOOL—The Mall- 
Drill Model 127, housed in lightweight 
aluminum alloy, is designed for both 
heavy and light-duty operations. Has uni- 
versal AC-DC motor, hardened heavy 
pitched gears, self-lubricating bearings, 
geared chuck, built-in trigger type switch, 
contoured bar handles and a spindle 
speed of 500 r.p.m., according to Mall 
Tool Co., 7725 S. Chicago Ave., Chi- 
cago 19. 

(Continued on Page 40, Col, 1) 





GMC writes light-truck history 


ge wey OOL bey of with this great self-shifting fleet! 


lansing. In addition to jaws for removing 
weights and a hammer face for attaching 


weights, the tool has a cutting section 
for lightening weights, a spreader to 
open weight clips and a vise to close 
clips. 








MOTOR ANALYZER — Allen Electric & 
Equipment Co., 2101-17 N. Pitcher St., 
Kalamazoo, Mich., offers a line of motor 
Qnalyzers, Standard Model E-1200 and 
Utility Medel E-1222, Both analyzers have 


ERE are the great new GMC’s that will 
: i revolutionize 4,800 to 16,000 GVW 
hauling in 53. 


GMC engineered sensational new perform- 
ance into all 19 of its light-duty models—and 
did it with two great General Motors auto- 
motive developments: 


First, they made Dual-Range 4-Speed 
Hydra-Matic Drive* available throughout 
the %-, %- and 1-ton-capacity range. That 
means light-duty truck users can now have 
the engine-saving — and power-saving — 
smoothness of shiftless operation. The driver 
just steps on the gas and steers—these new 


GMC’s shift for themselves. 





Second, GMC powered these nimble 
sluggers with a series of new super-high- 
compression engines. Their record-smashing 
compression ratios from 7.5-1 to 8.0-1 wring 
an extra measure of usable power from 
regular gasoline — insure quicker response 
to the throttle. 


Right down to the smallest pickup, these 
lighter-weight GMC’s are “built like the big 
ones.” They’re value-packed with scores of 
the same extra-performance features that 
have made GMC the nation’s first-choice in 
heavy-duty trucks. 


Here’s still another reason why GMC 
dealers are the proudest in the business. 


% Optional, at extra cost. 


GMC Truck & Coach Division of General Motors 


TB: Sree REN Mote 


BIA i PETRIE 


UREA SOTA Ta SO 
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(Continued from Page 39) 





CREATES OWN WATER—Hester Battery 


Mfg. Co., Nashville, has announced a 
new-type battery which is said to develop 
its own water. According to the company, 
special catalyst caps convert the normally 
escaping battery gases back into water, 
prevent corrosion and give advance warn- 
ing of breakdown. Known as the Hester 





CLEANS HANDS — DL Handi-Cleaner is 
manufactured by Banite Co., Buffalo. As 
the cleaner is rubbed into the hands, it 


oils, the firm states. The waterless cleaner 
is available 14-ounce, three-pound, 
five-pound and five-gallon containers. 


in 


* + * 





FOR DRAIN PLUGS —The J-61 
specially designed tool for removal and 
replacement of the drain plug in Chev- 


rolet's Powerglide unit. It is a 
eighths-inch square drive with a three- 
sixteenths-inch removable Allen bit, short 
enough to stand the turning force neces- 
sary to break loose and reseat the plug, 





three- | 





Gold Medal, the battery is available with 


51 or 57 heavy-duty plates and has a| penetrates dirty pores and dissolves dirt 
and grime without removing natural skin 


110 or 120-ampere hour rating. 
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© NEWS CIRCULATION: 


says the maker, Herbrand Tools, Fremont 
11, O. 


© POPULATION: 3,144,400 
— 39.5% of Texas 


EFFECTIVE BUYING INCOME: 
$4,006,738,999 
— 38.4% of Texas’ total 


RETAIL SALES: $3,264,267,000 
— 39.7 % of Texas’ total 


FOOD SALES: $707,800,000 
— 38.3% of Texas’ total 


e GENERAL MERCHANDISE: 
$492,690,000 
— 47% of Texas’ total 


e FURNITURE, HOUSEHOLD, RADIO: 
$159,108,000 
— 37.9% of Texas’ total 


DRUG SALES: $105,605,000 
— 39.8% of Texas’ total 


AUTOMOTIVE SALES: 

$709,455,000 

— 40.2% of Texas’ total 
{Sales Monagement, May 10, 1952) 


AUTOMOTIVE REGISTRATIONS: 
1,235,025 
— 38.6% of Texas’ total 

(Texas Highway Department, 1952) 


Weekdays — 172,305 
Sundays — 182,547 


{ABC Publisher's Statement, March 31, 1952) 








dominating the 72-county DOUBLE DALLAS MARKET 





CRESMER & WOODWARD, INC. 


REPRESENTATIVES 


MUFFLER DATA—A 120-page catalog on 
Soundmaster mufflers, pipes and accessor- 
ies has been published by DeKoven Mfg. 
Co., Racine, Wis. Together with a 12-page 
merchandising section on the Soundmaster 
line, the catalog contains numerical, al- 
phabetical and cross-index listings of all 
Soundmaster numbers for cars and trucks 
of all makes. 





CAR WAX—An entire car can be pol- 
ished in approximately 20 minutes and no 
rubbing is required with this wax, it is 
claimed by the maker, Alsol Products Co., 
154 Clifford St., Newark, N. J. The wax is 
said to provide a brilliant luster. It is 


packed in two-pound cans. 
. ee & 





FOR PAINT SHOPS—A _ translucent 
plastic curtain designed for use in paint 
shops is being offered by Marson Corp., 
115 Mill St., Revere, Mass. One of the 
features of Plastic-Curtain, according to 
the company, is that polyethylene is im- 


| pervious to paints and thinners, oils and 
| acids. 





FOR SAFER DRIVING—An exclusive fea- 
ture of Karbelts is the method of anchor- 
ing that holds doors closed, according to 
Karbelt Mfg., Mason, Mich. The safety 
belts do not disturb usual seating arrange- 
ments and are available in red, green, 
blue or tan. 





to fit all 
tractors, trucks, buses and cars, a tire- 
inflating pump is announced by Super 


INFLATES TIRES—Designed 





|Mfg. Corp., 4538 W. Fillmore St., Chi 
| cago 24. It utilizes the vehicle's engine as 
jan air compressor. A spark plug is re 





/|}moved from the engine, and the pump 


| element, equipped with the proper adapt 
or, is screwed into the spark plug open 
| ing. The other hose end is then attached 
to the tire. The engine is then idled for 
desired pressure of inflation, which is 
checked by a gauge in the hose line. 


* * * 








BRAKE-ACCELERATOR—Hoobler-Matic, a 
product of E. S. Hoobler Mfg. Co., 857 
W. 19th St., Costa Mesa, Calif., is said to 
allow operation of both brake and ac- 
celerator without shifting the foot. For 
acceleration, the driver pushes down with 


| his toe. For braking, he presses forward. 








OIL REFINER — The Finwall electric oil 
refiner is said to save on oil consumption 
and maintenance costs. According to the 
manufacturer, oil is continuously by- 
passed from the top of the filter to elec- 
trically heated atomizing jets in the refiner 
and is cleansed of water, acids and other 
impurities. The unit is manufactured by 
Finwall Electric Refiner Co., 3102 Hope St., 
Huntington Park, Calif. 


FULL 
R.0.P. COLOR 


Now available 


DAILY & SUNDAY 


The Sunday 
Courier-Express 

is New York State’s 
largest newspaper 
outside of Manhattan. 
97% of its circula- 
tion is concentrated 
in the rich 8-County 





Western New York 
Market, 


BUFFALO 





COURIER-EXPRESS 


Western New York’s 
Only Morning and Sunday Newspaper 


REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 
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Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker | 
Attorney at Law 

Ts question is asked “If an em- | 
ploye of an automobile dealer 
leaves a car of his own accord to} 
get a drink of water, sandwich or 
the like and he sustains an injury, 
can he recover compensation from | 
the dealer under the state work-| 
men’s compensation act?” 

According to a late higher court | 
decision, the answer is yes. 

In City Co. v. Lockhart, 229 
Pac. (2d) 586, the testimony 
showed facts as follows: A driver 
named Lockhart parked his ve- 
hicle and walked across the street 
to get a drink of water and a 
cup of coffee. When returning to 
his vehicle he was severely in- 
jured. He sued the dealer, his 
employer, for compensation under 
the state workmen’s compensa- 
tion act. 

Notwithstanding the fact Lock- 
hart was injured while attending 
to his personal desires, the higher 
court awarded compensation, and 
ruled: 

“While the mere act of getting 
water is not a part of the duties 
of the employe, yet it is a physical 
necessity which must be attended 
to while the employe is engaged in 
his duties, and he is entitled to the 
same protection in the interval 
when he leaves his work to get 
water as when he is actually at 
work.” 

Also, see the following higher 
court cases: Rainford v. Chicago 
Co., 289 Ill. 427; Sztore v. James 
H. Stanbury Co., 179 N. W. Supp. 
586; Martin v. Lovibond & Sons, 6 
B.R.C. 466, 83 L.J.K.B.N.S. 806; and 
Nester v. H. Korn, 198 N. W. 949. 

All these courts hold that if an 
employe leaves an auto to procure 
food or refreshments, and is in- 
jured while on such mission, the 
injury is compensable, since he was 
engaged in a duty reasonably inci- 
dental to the “performance of his| 
work.” 

* * * | 


| 





Conditional Sales Contract 


[a discussion has | 
arisen over the question: “Is a 
contract valid and enforceable by 
which the seller may take posses- 
sion of an auto and keep it and all 
prior payment made by the pur- 
chaser, if the purchaser fails to 
make one single installment pay- 
ment?” 

According to a late higher court 
decision, the answer is yes. 

For instance, in Rutledge v. 
Universal C.LT. Credit Corp., 237 
S. W. (2d) 469, the testimony dis- 
closed that one Rutledge bought 
@ car and signed a conditional 
Sales contract which was accepted 
by C.LT. | 

The conditional sales contract} 
contained this clause: “If customer | 
defaults on any obligation under | 
this contract, the full balance shall | 
without notice become due forth-| 
with . . . Customer agrees in any| 
such case and the holder may, | 
without notice or demand for per- | 
formance, enter any premises| 
where the car may be found, take | 
Possession of it... and retain all | 
Payments as compensation for use| 
of the car while in customer’s pos- | 
session. 

“The car may be sold with or | 
without notice, at private or public | 
sale (at which the holder may pur- | 
chase) with or without having the | 
car at the sale; the proceeds less | 
all expenses shall be credited on the | 
amount payable hereunder; cus-| 
tomer shall pay any remaining bal- | 
ance forthworth as liquidated dam- | 

ages for the breach of this contract | 
and shall receive any surplus.” 
aa * * 


Repossession of Car 

A FTER making six monthly pay- 
~““ ments Rutledge became behind | 
in his payments and applied to the | 
local credit office for refinancing, | 
without success. A few days later 
Gid Massey, an employe of the local 
agent, found the car at a filling} 
station and took the keys. Massey 
then drove the car to Rutledge’s 
house, where he removed some per- 
sonal effects from the car. Then 





ecisions 


Massey drove the auto to the 
finance company’s lot. 
In_ subsequent litigation, the 
higher court held that Massey 
was justified in taking possession 
of the auto, and further that Rut- 
ledge must lose the payments he 
made on the car. This court said: 
“Where a vendor sells certain 
property, to be paid for in install- 
ments by the vendee, and enters 
into a written contract with the 
vendee, retaining the title to the 
property, with a stipulation in the 
contract that, if any of the install- 
ments are not paid, the vendor 
‘shall have the right to take pos- 
session of said property without 
any legal process, and all payments 
made up to the time of default 
shall be applied as rental for said 
property and depreciation in value,’ 


the contract is one of conditional 


sale, and not of lease... but where 


the vendee defaults as to some of 
the payments, the vendor, as be- 


tween himself and the vendee, nev- 





ertheless has the right, under the 


| contract, so far as mere possession 


of the property is concerned, to re- 
move it without any legal process.” 

For comparison, see Ellis v. 
Smithers, 206 Ark. 247. This court 
held that a seller has a right to 
take possession of an auto without 


|legal action, as long as he does not 


use any force, deception or fraud, 
if the conditional contract of sale 
so provides. 





* * * 


County Auto License Law 
Under Fire in Va. Courts 
RICHMOND, Va.—Virginia’s Su- 
preme Court of Appeals appears 
likely to have the final decision 


on constitutionality of Henrico 
(Richmond) County’s automobile 
license tax. 


The tax, which requires a $6.50 
license from auto owners and up 
to $40 from truck owners, was 
ruled valid by Circuit Judge Harold 
F. Snead here. 

The Henrico County Board of 
Supervisors levied the tax last 
March after the 1952 session of 
the Virginia General Assembly 
passed an enabling act which has 
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Illinois Paper Buys 5 from Windish— 

Five Studebaker Champions are delivered to the Daily Register-Mail, of Galesburg, 
Ill., by Windish Motor Sales in that city. From left are Dale Windish, dealer; William 
C. Pritchard, owner of the newspaper, Frank Clark and Jim Fineran, salesmen. 


Kilgour, both of Varina, have chal- 
lenged the law in a test case which 
has gained the financial backing 
of the Varina Civic Assn. 


since been attacked as “local or 
special” legislation, forbidden by 
the Virginia Constitution. 

Oris H. Kilgour jr. and Edith N. 














Bright sunlight on white SNOW —what driver doesn’t dread an auto- 
mobile trip under weather conditions like that! But when a car is equipped 
with a green-tint Solex windshield—either shaded or plain—as well as 


Solex in the windows and rear vision panel, the intensity of snow glare is 


SAFER Winter Onvin 


with 


SOLEX Heat-Absorbing 


greatly reduced; eyestrain and driving fatigue are minimized. 


SoLex Heat Absorbing Safety Glass—the best glass to 
have in a car for summer driving—has important advan- 
tages, too, when it comes to operating a car during winter 
weather. It cuts down on snow glare . . . lets the driver 
see better .. . adds to the comfort of car passengers by 
reducing the intensity of bright sunlight on snow. 


Through 


Pittsburgh's 


country-wide advertising 


schedule, car-owners have been reading about Solex . . . 
learning how Solex reduces sun glare, keeps out heat, 
assures greater safety in driving. More and more they 
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will be asking for green-tint Solex windshields and win- 
dows, whether as optional equipment on new cars or for 
replacement. 

When you equip your cars with green-tint Solex 
Safety Glass—whether Solex Duplate, Solex Duolite, or 
Solex Herculite—you render your customers a real serv- 
ice. Why not consult with our Safety Glass specialists 
regarding your particular requirements? Write Pitts- 
burgh Plate Glass Company, Room 3150, 632 Duquesne 
Way, Pittsburgh 22, Pa. 


BRUSHES * PLASTICS * FIBER GLASS 
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Auto Personnel 





Charles E. Rattray is a new 
staff assistant of Wheeler-Brady, 
Inc., Cleveland consulting engineer- 
ing firm located at 15017 Detroit 
Ave., William S. Wheeler, president, 
has announced. Rattray has had 


nearly 25 years of experience as a} 


time and motion-study engineer, 
production engineer and industrial 
consulting engineer, Wheeler said. 
Rattray formerly was associated 
with Chrysler Corp. and Cadillac. 
* * * 


United Specialties Promotes 


Hamilton and Newburg 


John Hamilton has been named 
sales vice-president, and C. Frank 





Parliament from 1942 to 1950 and 
has served as consulting engineer 
to firms in Europe, India and the 
United States. 


Hoge Named Member 


Of Controllers Institute 


Wilmer B. Hoge, comptroller and 
assistant secretary of Packard, has 
been elected to membership in the 
Controllers Institute, New York. 


Others recently named include 
Russel C. Flood, controller of the 
A. Schrader’s Son division of Sco- 
vill Mfg. Co., Brooklyn, N. Y., and 
Oliver H. Morton, treasurer and 
controller of Miller Mfg. Co., De- 


Newburg assistant manufacturing | troit. 


vice-president by the United Spe- 
cialties Co. board of directors. 

Hamilton, a 19-year veteran with 
the company, previously was sales 
manager of the air cleaner division. 
Newburg had served as plant su- 
perintendent since 1946. 

> * > 


Warner, Emerson to Direct 


B-W Mechanics, Clutch Units 

Appointment of Arch A. 
Warner as president and general 
manager of Borg-Warner’s Me- 
chanics universal joint division 
and promotion of Harry L. Emer- 
son to president and general 
manager of the Rockford clutch 
division have been announced by 
Roy C. Ingersoll, president. 

Warner had been general man- 
ager of the clutch division since 
1944, He will head the Rockford 
and Memphis plants. He succeeds 
G. C. Gridley, who has retired as 
president. 

Emerson, previously in charge 
of manufacturing at Rockford, 
will be assisted by G. L. Chris- 
tianson, newly named executive 
vice-president. 

* EJ * 


Ford Advances Carroll 


To Purchasing Director 
Charles H. Carroll has been named 

Ford Motor Co. purchasing direc- 

tor, to fill the vacancy caused by 





C. H. Carroll H. E. Joy. 
the death of Carl F. Unruh, ac- 
cording to Irving A. Duffy, pur- 
chasing vice-president. 


Succeeding Carroll as general 
purchasing agent of production 
parts and materials will be Harold 
E. Joy, purchasing agent of the 
raw materials purchasing depart- 
ment. 


The raw materials purchasing 
department will be divided into 
steel purchasing and basic raw 
materials purchasing departments, 
Duffy said. Harold H. Compson, an 
assistant raw materials purchasing 
agent, will become steel purchasing 
agent. James L. Toohey jr., another 
assistant raw materials agent, will 
become basic raw materials pur- 
chasing agent. 

* * * 


Kendall Named Executive 


Of Mack Truck Subsidiary 


W. Denis Kendall has joined 
Brunswick Ordnance Corp., New 
Brunswick, N. J., wholly owned 
subsidiary of Mack Trucks, Inc., as 
executive vice-president and gen- 
eral manager, it is announced by 
E. D. Bransome, president and 
chairman of the board. 


A native of England, Kendall 
was associated with Budd Mfg. Co. 
beginning in 1924, and served as a 
reorganizer of Citroen Motor Car 
Co. of Paris, later becoming its 
director of manufacturing. 

At the request of the British 
Government in 1939, Kendall be- 
came managing director of the 
British Hispano-Suiza Co. in the 
production of 20-millimeter cannon 
and shells. In 1942 he was made a 
member of Prime Minister Winston 
Churchill’s War Cabinet Automatic 
Gun Board. He was a member of} 








Carver Takes Sales Post 
With L-O-F Fiber Glass 


Thomas L. Carver, formerly of 
the United Motors Service division 
of General Motors, has been named 
sales representative of the fiber 


Nake 


Me a 


cE 


Dawson Has Fun with a Pun— 
J. D. Dawson, Packard dealer in El Paso, Tex., capitalizing on the recent telecast 





of the birth of a baby, displayed a “delivery room" in his showroom, conveying the 
idea that he is ‘delivering’ 1953 Packards for Texas customers. 





Goodrich Picks McDaniel 


trict. He succeeds S. Hoyt Price, 


William E. McDaniel has been| Who died recently. McDaniel, who 
glass division of Libbey - Owens-|appointed manager of B. F. Good-| has been with the company for 18 
Ford Glass Co. in New York City. | rich’s Omaha replacement tire dis-| years, became a retail supervisor 
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TO AUTOMOTIVE SERVICE DEALERS: 










jin 1949, and in 1950 was promoted 
to general supervisor. 
* + * 


| White Motor Appoints 3 


|To Chicago Positions 


Three officials of White Motor 
| Co. have been named to new 
posts, with Chicago as their head- 
quarters. 

They are E, F. Gustafson, pro- 
moted from local retail sales 
manager to branch manager; Irl 
Snell, from regional wholesale 
manager to local retail sales 
manager, and Elmer Forster, 
from Milwaukee business man- 
ager to regional wholesale 
manager. 





* * * 


Knoff Named Vice-President 
Of Chrysler Airtemp 


J. F. Knoff has been named vice- 
president and general sales man- 
ager of the Airtemp division of 
Chrysler Corp., Payton, O., C. E. 
Buchholzer, Airte.np president, has 
announced. 

Knoff has been with Chrysler 
Airtemp for nearly eight years, and 
since 1951 has served as general 
sales manager of the _ division. 
which manufactures heating and 
air-conditioning equipment. 
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Lubrication Service is big business, and it’s getting bigger every month. Total lubrication jobs 
increased from 165 million per year to more than 250 million per year in four years’ time— 


nearly a 50% increase. 


Alert Dealers know that Lubrication Service is the proven “FRONT DOOR” to Extra Profits— 
the more cars on the lift per day, the greater opportunity to boost sales of Tires, Batteries, 
Accessories and other needed services, merely by making a series of quick routine checks while 


the car is on the lift. 


Installing Modern Lubrication Equipment, styled and engineered for the specific 
operation of each Service establishment, pays huge sales dividends, as proven by thousands of 
Service Dealers, and here’s why: 


* 
* 
* 


It attracts and increases customer traffic—inspires confidence in your service. 
It enables the operator to do up to 5 lube jobs per hour instead of one. 
It makes possible While-You-Wait Lube Service—gets customers out of their 


cars. (People who get out of their cars make 50% more purchases than those 
who remain in cars.)* 


* 


other Services from the lube rack. 


Provides the unequaled profit opportunity to merchandise accessories and 


Successful Service Dealers have learned that they cannot afford to be burdened with 
over-age, inadequate equipment. You can start your Lubrication Department on-the-way 
to being “The Front Door to Extra Profits” by calling your friendly Lincoln Wholesaler, 
and asking him to recommend the Lincoln Lubricating Equipment styled and engineered 
for the specific requirements of your Service Establishment. 


*Coca-Cola, Major Oil Co. Survey 


Equipment, our service business increased 


65% last year!" 


ASK THE DEALERS WHO USE IT 


“With the help of our Lincoln Lubricating 


John P. Lamerdin 


Direct Factory Pontiac Dealer 


“Our Lincoln Overhead Lubreels increased 
lube volume 40%... Save time and space..." 


Compton, California 


D. A. Heindel 
D. A. Heindel, Inc 
Youngstown, Ohio 


Lincoln Lubricating Equipment.” 





Lincoln Engineering Company 


*‘We DOUBLED our lubrication volume in 
3 months after installing 


Lloyd Pfieffer 
Galion Motor Sales 
Galion, Ohio 


“Since installing Lincoln Overhead Reels, our 
lubrication business has increased 400%.” 


Wm. Graham 
Hodges Auto Sales, Inc 
Ferndale, Michigan 
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* 
” “972"" CHASSIS LUBRIGUN* 
es 


Here is the new Model 972—the value leader in 
portable, Hi-Pressure Chassis Lubriguns. Incorporates the 
some famous 50 to | pressure ratio, Air-Motor operated 
Pump used in Lincoln's most expensive models. Sleeve 
accommodates 25 or 50 Ib. refinery container. Drum can 
be changed in less than a minute. Unit includes 6-Ft. 
Hose Assembly, and is mounted on free-rolling, four 


ic 
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Chevrolet School Alumni Meet in Atlanta— 


Alumni of the Chevrolet Dealers Sons’ School in the southeast hold a reunion in Atlanta. More than 70 men, most of them 
Chevrolet dealers or officials of dealerships, attended. They were among 250 alumni who attended four winter reunions, held 


in Colorado Springs, Chicago and San Francisco. T. O. Mclaughlin, director of the school, 


was guest at the reunions, which 


were organized and run by the alumni. The Chevrolet school has graduated more than 1,500 students since its inception in 





1938. 


Dealers Dominate Offices 
Of Ga. County Chamber 


Three automobile dealers have 
been elected to office in the Tift 
county (Ga.) 


Each unit incorporates in its cabinet an Air-Motor 


operated Lubrigun; and an Air-Operated, automatic 
retracting Reel and Hose Assembly. Semi-circular Sleeve 


Chamber of Com- 


| 


CHASSISLUBER* AND GEARLUBER* 


ond Lubrigun is easily raised, as a single unit, to fully 


elevated position where it locks automatically permitting 
fast, easy change of 100-Ib. drum. Arranged back-to- 
back, alongside lift, units present the appearance of a 
single battery of equipment. Provides the ultimate in 
speed, efficiency and merchandising effectiveness. 


No installation expense! 





coster Base. 


merce by the new board of direc- 
tors. Another dealer, as retiring 
president, automatically becomes 
a member of the board. 
Dealers elected were Jack 





DISPOSOIL*—WASTE OIL DRAIN 


Completely eliminates the rehandling 
of waste oil. Drain Bowl holds up 

to 3% gals. Telescopes to 72” from 
floor. Adapter casting, furnished 
with unit, threads into bung-opening 
of empty drum or pipe leading to 
sump tank. Stud in casting opens 
Valve in Drain Bowl for emptying. 
Adjustable Hinged Cover on Bowl 
catches oil from hard-to-reach 
drain plugs. Easily moved wherever 
desired by tilting and rolling unit 
on circular Base. 





*Registered Tradename. 

















Burkhalter (Chevrolet), presi- 
dent; Elston Johnson (Stude- 
baker), vice-president; and Clark 
Lyndon (Ford), reelected treas- 
urer. The retiring president is 
D. N. Stafford (Lincoln-Mercury). 
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— Coming Events== 





Dealer Conventions 


Feb. 14-18—National ROTORS Dealers 
Assn., San Francisco 
March 9-10—Louisiana Automobile Dealers 


Assn., Jung Hotel, New Orleans. 
March 23-24—lowa Automobile Dealers 
Assn.. Hote! Fort Des Moines, Des 
Moines. 
May 15-16—IIlinois Automotive Trade Assn. 
—Chicago ee le Trade Assn. 
Palmer Hou Chicago. 


May 21-23— Washingt on State Auto Dealer 
Assn., Davenport Hotel, Spokane. 
June 25-27—Michigan Automobile Dealer: 


Assn.. Grand Hotel, Mackinac Island, 
Mich. 

Sept. 13-I5—New York Automobile Deal- 
ers Assn.. Saranac Inn, Saranac Lake, 
N. Y. 

Sept. 21-22—Minnesota Automobile Deal 
ers Assn., Hotel St. Paul, St, Paul. 


Sept. 27-28—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 
Oct. 4-6—National Used Car Dealers Assn. 
convention, Hotel Statler, Detroit. 
Oct. 18-20 — Tennessee Automotive Assn., 
Buena Vista Hotel, filoxi, Miss. 
* 


Dealer Auto Shows 
25-31—Syracuse Automobile Dealers 
Assn., War Memorial Bldg., Syracuse. 
Jan. 25-Feb. I—Baltimore Show, Inc., 5th 

Reaiment Armory, Baltimore, Md. 
Jan. 30-Feb. 8—Los Angeles International 
Automobile Show, Pan Pacific Auditor- 
ium, Los Angeles. 
Jan. 31-Feb. 7— 50th anniversary show, 
Buffalo Automobile Dealers Assn., Mas- 
ten Armory, Buffalo. 





MATCHED PORTABLE CABINET MODELS 


This new economy-priced line of matched lubrication 
units includes an Air-Motor operated Chassis Lubrigun, 
manually operated Gear Dispenser, Automatic 
Transmission Fluid Dispenser (not illustrated), and 
Drainmobile. Sleeve and pump can be raised, as a 
single unit, for fast, easy change of 100 Ib. drums. 
Units roll smoothly and safely on free-swiveling, four 
caster Bases. Here is superb decorative equipment 
ot lowest price, yet consistent with Lincoln's high 
standard of quolity. 


PORTABLE TWO PUMP AUTOLUBER* 


A complete multi-purpose, portable lubrication unit. 
Cabinet houses two Air-Motor operated Lubriguns, 
100 Ib. drum size, one for Chassis lubricant and one 
for Gear lubricant. Hose Assemblies for each Service 
are housed in separate compartments in center of 
cabinet—may be easily withdrawn or returned from 
either side of the cabinet. Unit has the same fast, 
one-man drum changing feature incorporated in the 
Chassis and Gearlubers. Air Inlet on each end of 
Cabinet permits connection of air supply line to 
either Lubrigun. No installation expense! 
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Jan. 31-Feb. 8—Greater St. Louis Automo 
tive Assn., Keil Auditorium, St. Louis 
Feb. 7-13—Milwaukee Co Auto Dea 
ers’ Assn., Auditorium 1g., Milwaukee 
Feb. 18-22—Fort Wayne Au to Trade Assn 
War Memorial Coliseum, Fort Wayne 

Ind. 

Feb. 21-28—Central California Auto Show 
Fresno Motor Car Dealers Assn., Fresno, 
Calif. 


Feb. 21-March |—Washington 


Automotive 


Trade Assn., Washington, D. C, 

Feb. 28-March 7—Johnstown Automobile 
Dealers Assn., Cambria County War 
Memorial, Johnstown, Pa. 


Feb. 28-March 7—Motor Car Dealers of 
Greater Kansas City, Kansas City, Mo. 
March 7-14—Pittsburgh Automobile Deal 
ers Assn.. Hunt Armory, Pittsburgh. 
March 7-15—Seattle Automobile Dealers 
Assn.. Seattle Armorv. Seattle. 


March 14-21—Rochester Automobile Deal 
ers Assn., Rochester, N. Y. 

March 14-22—Chicago Automobile Show, 
International Amphitheater, Chicago. 
March 21-29—Motor Car Dealers Assn. of 

San Francisco, San Francisco. 
Apr. 6-I1l—Denver Auto Show, City Audi- 
torium, Denver. 
. 


Aftermarket Shows 


March 9-10—Canadian Automotive Whole- 
salers & Mfaqrs. Assn., King Edward 
Hotel, Toronto, 

March 26-29—Southwest Automotive Show, 
Automobile Bidg., fait Park, Dallas. 


General 

Jan. 26-28 — Truck Trailer Manufacturers 
Assn., twelfth annual convention, Edage- 
water Gulf Hotel, Edgewater Park. Miss. 

Feb. 2-5—Automotive Accessory Manufac- 
turers of America Exposition, Grand 
Central Palace, New York City. 

Feb. 26-March |—Pacific Automotive Show, 
Civic Auditorium, San Francisco. 

April 4-9—"'Easter Parade of Stars’ Au- 
tomobile Show, Waldorf-Astoria Hotel, 
New York. 

April 4-12—International Motor Sports 
aow Grand Central Palace, New York 


Cit 

April er -24—Middle Atlantic Regional Au- 
tomotive Show, Commercial Museum, 
Philadelphia, 

May 22-24 — Southeast Automotive Show, 
Miami, Fla. 

Nov. 9-12—American Petroleum Institute 
meeting, Conrad Hilton Hotel, Chicago. 


River Yield 
All but 5 Cars Salvaged 


From Sunken Barge 


LOUISVILLE, Ky.—The salvag- 
ing of new automobiles, chiefly 
Chrysler products, from a sunken 
barge of Commercial Barge Line 
Co. has been completed near Hen- 
derson, Ky. All but five of the cars 
have been recovered. 

The barge sank last December 
and most of the cars on the top 
deck plunged into the Ohio River. 
The cars on the second deck, which 
was above water level, were taken 
off. Later, the barge was raised 
and all cars on the lower deck 
recovered. 

In the meantime, the cars scat- 
tered on the river bottom from the 
top of the third deck were recov- 
ered, with the exception of five cars 
which must have been washed 
downstream. 

There were about 225 cars on the 
barge. Most of the cars were not 
under water long enough to be 
beyond repair. 


Blosser Expands 


Blosser Motor Sales, Middlebury, 
Ind., has bought the former Bon- 
trager Produce Co. building, which 
will provide more room for the 
motor firm. 













Save on Car Repairs 
WITH 










PARTS & ASSEMBLIES 
And Re-Use Original Assemblies 


National Parts restore a car or truck 
to its original fine operating condition, 
yet save major repairs because they 
re-use original assemblies. 

As Advertised in Saturday Eve. Post 

Sold Nationally by Leading Jobbers 

Write or Wire for Detalls—Dept. AN 
rahbebitety MACHINE WORKS, is 
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New Passenger Car Registrations, All States for November, 1952-1951 
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ss a _ ‘SI i; | SS} Jj - tL 1| _ 351) __ | 223 102) _| 2) | | i. 2 Wy | 13} I 1482/'51 = 
California ‘52 5) | 1991 | 19 7| 742 1151 it 660; 484) 21) 23) 14} 6 14; 185) 29) 6} 166 6| 5540 ‘52 California 
__‘5i] 7} sst870 _ Bl 22|_—742 2} 1227; 10-606! _—409,—S 19) 26) ~— 5) S| —tt)st97) So) S| S29) SB} SHS “SN 
Indiana ‘52 l | iz) tS} aat 1 577) 151| 302 | 9 | 3] os} 54 | 42) -3|—««-2465 "52 Indiana 
| ee, _| 8 8} 14) 295) |} 646) 1} 186] 408} | tt tT 8H] a 9} 2632/'5! 
Kentucky ‘52) 1 | 499) | 2 | 27 1| 277 | 137 175) | | 3 3| 63) 8| | 40, 1} 1337 52 Kentucky 
5 : SI} a 1 ae ee 519| th 6) 3} 134] 2| 368} =| _—=t 5} 143) | _ e 3 2) 61 —— 46) | 1478 |‘S) _ 
Louisiana *52| | | 566) | 1} 124) 294 113 117) | it | 1} 4 49 | 9 12) | 1301/52 Louisiana 
_ _ ‘5! a 540; | __ te! 1} 412} | 126 78 | | Pt a I 1] 85) 9] | 45 | 1419'S! _ 
Massachusetts ‘52 4 z| 410) | 10! 5! 190 1| 275) | 70) 13 | 26 = 9) 31| 35) 2) 23 | 1213)"52 Massachusetts 
‘51] 9} t 277\ | 4 10! «116 258 1} 86 105 | 19) 2| 7 33} 30} 5| 13) | 979 ‘51 
Mississippi ‘52 723| 218 401 | | 285) 185 i. a a 26; = I|—s(1922,*S2 iieslaslont 
“ects ‘51 | | Fal | 127| 399| | 286) 169 | 8 | | 9} 4 | 3 | 1674) "51 ere 
Missouri ‘52| | | 790 | 2| 8; 183 465) 2) 24! 200) 1} 2 | | 14) 47) 35 | 27) | 2018/°52 Missouri 
7 ___'S! 2} | Bes} t]} SSS} 28} st) | 272; 20| | 2 | 6} 87} 35 27| | _—2412 "5! 
Mont *52) | 233) | | 54 146! | 51! 95) | 3 | 2| 3} 22 7) 59| | 676 '52 ‘ 
re a 4 | 2} es ee) ee eZ) er || | | i | 70| | 708 "51 Sree 
Mexi ‘52 143) 27 76| | 4l 39) | 3] | | 3} 12 1| 5| 351 |'52 i 
ee P= S| 4 - I 164) i || | 108} re ms | 6. |. } gf eG | 16] 1] 494) "51 one Renee 
Pp. Ivani *52/ 37) 49| 1223) 1 22) 10; 486 9| 718) 301 356! | 38) | 6| 48 94) 88 1} 63) 1| 3551 |"52 i 
aoopeamae st} 3} 341340) | 29] 43} 555] 4] 973] | 3 526i | _—izt} S| |_| 87|_—s2|——92}——st0| 43185) on 
All States Reported "52 147; 185! 25610) 6| 256} 170) 7972 50| 16008) 62) 6809| 7067 56, 493) 18) 75 330; 2295) 906 19| 1834 109! 70477 \'52 All States 
For November oo _197| 146] 25219) 31] _312 260 8427, 71! 19027| 45 7605; 8099) 69) — 687} 32) 78) 242| 2901| 950; 18) —«1931 170) _76517)'5! ___ Reported for November 
Year ‘52 1455|  1575|246574) = 237! 3193) 2586 | 94445 | 760' 162533! 505! 73098) 86493 665! 6667 226| 500; 3140) 26791| 10232 224, 18279; 2018) 742196 ‘52 Year 
To Date 51) 1979| 2079 (329538) 406 4259) 3587| 99103 947|234664| 463! 94224| 89596 643} 9256) 290) 836) 3231) 30495) 11540) 311) 22515) 1292] 941254 ‘51 To Date 
The following advertised-delivered prices | Chieftain 6 Deluxe—4-dr. sed., $2,118.53: 
1 i tail | ° . 53; 
ested by the ‘teabeaien ot cuit arity : fs fn.aee- 8: conv., $2,444.21. 
ges! y un jority -dr. sed.. $2,089.42; 
Sith Oe o Price Staunaton Then Current Prices on New Cars Sar. sintas “chiwe ope 
factory handling charges, plus dealer de- cony., $2,517.66. Tenainens hee eae ; 
livery and handling charges. They do | $1.967; conv., $2,093; 6-pass. stat. wag., dowbrook—4-dr. sed., $2,181; cl. cpe., §2,- KAISER—Deluxe—4-dr. sed., $2,512.79; | 304.30; Custom 6, $2,370.43: Deluxe 8 
NOT include transportation charges, state | $2,123; 8-pass. stat. wag., $2,273. Bel-Air | 151.75; stat. wag., $2,250.75. Coronet | club sed., $2,459; 4-dr. Traveler, $2,618.55. | $2,370.99; Custom 8, $2446. Station wag. 
and local taxes or optional equipment. 4-dr. sed., $1,874; 2-dr. sed., $1,820; | 4-dr. sed., $2,365; cl. cpe., $2,236; Diplo- | Manhattan-—4-dr. sed., $2,649.63; club sed., | ons—Two-seat Special 6, $2,449.61; three- @ 


= a spt. cpe., $2,051; conv., $2,175. (Power-| mat, $2,577; conv., $2,710.50; stat. wag.. | $2,596.76; 4-dr. Traveler, $2,755.36. Dragon | seat Special 6, $2,505.15: two- 
att — ae ae =. eo ,cee. glide optional at $178.35 on Two-Ten and | $2,648. (Fluid Coupling optional at $20.40 | —$3,923.91. (Hydra-Matie standard on/6, $2,589.61; omy “special 8, $2 a 
686.18. , Bel-Air models only. Power steering op-|on all Meadowbrook and Meadowbrook | Dragon, optional at $178.55 on other mod- | three-seat Special 8, $2,580.15: two-seat 


Ne Oe eee ee an at 108; tional at $177.55 on all models.) Special models except station wagon. Gyro- | els.) Deluxe 8, $2,663.61. Grain finish on all 
stat. wag., $1,895; conv., $1,945; A-40| CHRYSLER—Windsor—4-dr. sed., $2,597 | Matie optional on all models except Mea-| LINCOLN — Cosmopolitan — 4-dr. sed., | Station wagons, $80 extra. (Hydra-Matic 


conv. 295. (Delivered at U. 8. | (8-pass., $3,441.25); cl. cpe., $2,574.50; dowbrook station wagon at $130.10. Gyro- $3,522; spt. cpe., $3,625. Capri—4-dr. sed., | OPtional on all models at $178.35, wer 
owe » $2, stat. wag., $3,299. Windsor Deluxe—4-dr. | ToTaue optional on all Coronet models at | §3'766: “‘hardtop,’”’ $3,869; conv., $4,-| Steering at $177.40. Autronic ae at 
pORUICK—Special — 4-dr. sed., $2,208.76; | sed., $2,826; Newport, $3,186.25; conv., | $233.50. Wire-spoke wheels optional on | 930.50. (Hydra-Matie standard on all | $53.65.) 


. i . | all models at $290.25.) 

2-dr. sed., $2,149.32; 4-dr. Deluxe sed., | $3,309.75. New Yorker—4-dr. sed., $3,- | ® models. Power steering optional at $198.90 ROOTES—Hillman Minx—4- 

$2,255.32; | 2-dr. Deluxe sed., $2,196.88; | 389.50 (8-pass., $4,388); cl. cpe., $3,360.50: FORD—Mainline 6—4-dr. sed., $1,690.47; | on all models, power brakes at $43 and | 533; pvc ean — a. ma. } 
Riviera cpe., $2,295.43; conv., $2,553.17. Newport, $3,806.75; stat. wag., $4,102.25. | 2-dr. sed., $1,641.59; bus. cpe., $1,537.33; | power seat at $69.90.) Hillman Minx Deluxe—4-dr. _ $1,645: 


Super —4-dr. Riviera, $2,696.17; Riviera New Yorker Deluxe—4-dr. sed., $3,550.75; | stat. wag., $2,018.90. Customline 6—4-dr. E am tom — 4- eS v., Z . ps 
cpe., $2,610.56; conv., $3,001.59; stat. |cl. cpe., $3,495; Newport, $3,968; conv., | sed., $1,728.69; 2-dr. sed., $1,733.79; cl. waa En — $2,193 or ae 295; ar tee ean $3 oe. O,- 
wag., $3,429.73. Rondmaster—4-dr. Riviera, | $4,049.50. Custom Imperial — 4-dr. sed., | cpe., $1,743.29. Mainline 8 — 4-dr. sed., | $9 315.’ Monterey —- 4-dr. sed., $2,332.50:|Imp. lim., $5,110. Sunbeam-Talbot—sed 
$3,254.36; Riviera cpe., $3,358.05; conv., | $4,249.50; lim., $4,787. Crown Imperial— | $1,766.09; 2-dr. sed., $1,717.20: bus. cpe., hardtop, $2,451.50; conv., $2,609.50; S-pass. | $2,685; conv., $2,911. Rover 75—sed $2,- 
$3,505.56; stat. wag., $4,030.73; Skylark |t-dr. sed. price to be announced; lim., | $1,613.53; stat. wag.. $2,095.07. Custom-| stat. wag., $2,825.50, (Merc-O-Matic op. | 697. (Delivered at U. 8. ports.) 
sports car, $5,000. (Dynaflow standard on| price to be announced. (Fluid-Matic op-|line 8—4-dr. sed., $1,858.35; 2-dr. sed., | tional at $189.81 on all models.) ' at ; 7 
Roadmaster models, optional at $192.50 on | tional at $130.10 on Windsor, standard on | $1,809.45; cl. epe., $1,819.50; stat. wag..|  yoRRIS sahaaie STUDEBAKER—Champion Custom — 4- 
all others. Power steering standard on/|other models. Finid-Torque standard on | $2,266.76. Crestline 8—Victoria, $2,120.23; | 51 595-2 aes eee —_ ae. Set., |ae. Sed., SLIOR. 00; S-Gr. cnd.. $1,796.90; 
Roadmaster models, optional at $182.72 on | Custom Imperial and Crown Imperial; op-| conv. $2,229.92; stat. wag., $2,403.24; | $i00R) 2dr. sed. $1, se Sone’ $1,475. | cl. cpe., $1,762.99. Champion Deluxe—4-dr. 
others if equipped with Dynaflow. Power | ‘ional at $139.75 on other eight-cylinder | (Fordomatic optional at $184 on all mod-|™MG-TD conv.—standard, $2,115; Mark II |sed., $1,861.70; 2-dr. sed., $1,827.91; cl. 


brakes standard on Skylark, optional at | models. at $106.40 on Windsor Deluxe and | els.) Deluxe. $2,360. cpe., $1,856. Champion Regal—4-dr. sed., 
$35.19 on other Roadmaster models only. |at $236.50 on Windsor. Power steering FORD OF BRITAIN—Prefect 4-dr. sed.. PACKARD—Clipper—4-dr., sed., $2,588; | $1,946.48; 2-dr. sed., $1,912.70; cl. cpe., , 
Alr conditioning optional at $594 on Rivi- | standard on Crown Imperial, optional at | $1,344; Anglia 2-dr. sed., $1,183; Ccnsul club sed., $2,534; Deluxe 4-dr., sed., $2,- | $1,940.78; Starliner, $2,220.35; conv., $2,- 
eras in the Super and Roadmaster series | $198.90 on other models. Wire-spoke wheels |4-dr. sed., $1,693; Zephyr six 4-dr, sed., | 735; Deluxe club sed., $2,681; Sportster | 272.84. Commander Regal—4-dr. sed., $2,- 
only.) optional at $290.25 on all models. $1,890. (Delivered at U. S. ports.) hardtop, $2,795. Packard — Cavalier 4-dr. | 120.82; 2-dr. sed., $2,085.60; cl, cpe., 
CADILLAC—Series 62—4-dr. sed., $3,- DeSOTO — Powermaster 6 — 4-dr. sed., HENRY J—Corsair Four—2-dr. sed., $1,- | 5°4., $3,234; Mayfair hardtop, $3,268; conv., | $2,114.86. Commander State—4-dr. sed., 
666.26; cl. cpe., $3,571.33; Coupe deVille, | $2,475.75 (8-pass. sed., $3,286); cl. cpe., | 499. Corsair Deluxe Six—2-dr. sed., $1,- | $3,476; Patrician 4-dr. sed., $3,735; Carib- | $2,207.62; 2-dr. sed., $2,172.41; cl. cpe., 
$3,994.57; conv., $4,143.72. Series 60 Spe- | $2,454; Sportsman, $2,800.75; stat. wag., | 686.18. bean conv., $5,200. (Ultramatie standard | $2,201.67; Starliner, $2,487.52; conv., $2,- 
celal—4-dr. sed., $4,304.88. Series 75—8- | $3,112.50. Fire Dome V-8—4-dr. sed., $2,- HUDSON—Wasp—4-dr. sed., $2,310.87; |°? Patrician, optional at $199 on other | 547.92. Land Cruiser—4-dr. sed., $2,364.91. 
pass. sed., $5,407.54; lim., $5,620.93. | 759.75 (8-pass. sed., $3,563.75); cl. cpe., |2-dr. sed., $2,264.13; cl. cpe., $2,310.87. | Models. Power steering optional at $195 on | (Automatic optional at $231.24 on Cham- 
(Hydra-Matic standard on Series 62 and | $2,738.25; Sportsman, $3,089.25; conv., $3,- | Super Wasp—4-dr. sed., $2,465.84; 2-dr. | 4/1 models; power brakes at $39.45.) pion and $243.08 on Commander and Land 


Series 60 Special, optional at $198.36 on | 191.50; stat. wag., $3,386. (Tip-Toe Shift | sed., $2,413.28; cl. cpe., $2,465.84; Holly-| PLYMOUTH — Cambridge — 4-dr. sed., | Cruiser.) 
Series 75. Power steering optional at/with Fluid Drive optional at $130.10 on | wood, $2,811.58; conv., $3,047.50. Hornet | $1,836.50; club sed., $1,798.75; bus. cpe., WILLYS—Aero Lark — 4-dr. sed., $1,- 
$176.98 on all models, automatic beam con- | all models. Tip-Toe Shift with Fluid Torque | —4-dr. sed., $2,768.86; cl. cpe., $2,741.99; | $1,674.75; Suburban, $2,095.25. Cranbrook | 732.10; 2-dr. sed., $1,645.70. Aero Falcon 


trol at $53.36.) Drive optional at $236.50 on V-8s only. | Hollywood, $3,095.15; conv. $3,342.05. | —4-dr. sed., $1,928.50; cl. cpe., $1,898.25; |—4-dr. sed., $1,860.61; 2-dr. sed.. $1,- 
CHEVROLET — One-Fifty — 4-dr. sed., | Power steering optional at $198.90, power | (Hydra-Matic optional on all models at/ Belvedere, $2,147.25; conv., $2,303.25; | 795.97. Aero Ace—4-dr. sed., $2,038.43; 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; | brakes at $36.55 and wire-spoke wheels at | $175.71.) Savoy, $2,236.50. (Wire-spoke wheels op- | 2-dr. sed., $1,963.11. Aero Eagle (hardtop) 


bus. cpe., $1,524; 6-pass. stat. wag., $2,- | $290.25 on all models.) JAGUAR—XK-120—Super sports, $4,039; | tional on all models at $290.25.) —$2,156.79. Station wagons — 4-cyl., $1,- 
010. Twe-Ten —4-dr. sed., $1,761; 2-dr.| DODGE — Meadowbrook Special — 4-dr. | hardtop, 34,065. Mark Vil—4 dr., $4,170.| PONTIAC — Chieftain 6 Special — 4-dr. | 862.22 (four-wheel drive, $2,304.03); 6-cyl. 
ged., $1,707; cl. cpe., $1,726; spt. ope., sed., $2,088.25; cl. cpe., $2,046.50. Mea-! (Delivered at U. S. ports.) sed., $2,014.64; 2dr. sed. $1,966.86. ' $1,948.75, $2 03); 6-cyl., 








Roundup from State Capitals... 
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9039 By Bethune Jones authority for the construction and 
7605 Legislative Correspondent | financing of toll roads may be in- 
5499 troduced in Alabama, California, 


5229 i: issues of concern to the automotive industry will | Connecticut, Florida, Iowa, Kansas, 
534 iV be raised in state capitals this year. Legislatures will | Maine, Maryland, Michigan, Minne- 
as convene in regular session in all states except Kentucky, | sota, Missouri, New Hampshire, Ok- 
87 Louisiana, Mississippi and Virginia, and a number of special | lahoma, Pennsylvania, Rhode 
sessions are certain. All of the regular sessions are getting|Island, Tennessee, Texas, Utah, 
under way this month, with® —| Washington, West Virginia and| 





Kent Sells 50 Fords in Day— 


Wisconsi The 50th 1953 Ford sold by Frank Kent Motor Co., Fort Worth, Tex., on introduction 
een | day went to Mr. and Mrs. Clarence T. Key. From left are Jack Smith, salesman; Kent; 
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the exception of those in Ala- 
bama and Florida. Alabama 
legislators won’t start acting on 
bills until May 12, while the Flor- 
ida sessions will convene Apr. 7. 


New laws providing for compul- 
sory periodic inspection of motor 
vehicles will again be sought in 
Florida, Georgia, Michigan, Minne- 
sota, Missouri, New York, North 
Carolina, Ohio, Oklahoma and 
Rhode Island. 

That compulsory inspection bills 
will run into stiff opposition, de- 
spite their advo- 
cacy by safety 
authorities, is in- 
dicated by the 
fact that the trend 
in such legislation 
sg has been almost 

+ at a standstill for 
2 more than a dec- 

‘ ade. Exceptions 

included the 1951 

enactment of in- 

- spection laws in 

Bethune Jones Texas and West 

Virginia, but there will be strong 

pressure this year for repeal of the 
Texas statute. 


Measures for more effective pro- 
tection against financially irrespon- 
sible drivers will be widely consid- 
ered. Emphasis will be on stronger 
responsibility laws of the so-called 
security type. Some states may con- 
sider proposals for unsatisfied judg- 
ment laws of the type enacted last 
year in New Jersey. 

= * = 

Liability Legislation 

UTRIGHT compulsory liability 

insurance laws, of the type now 
operative only in Massachusetts, 
will be widely proposed, but dissat- 
isfaction with the Massachusetts 
law among both insurance compan- 
ies and motorists will react against 
the spread of such legislation 

Stricter and more uniform driver 
licensing laws will continue to be 
sought, as will others, including uni- 
form motor vehicle administration, 
registration, certificate of title, and 
anti-theft acts, and the uniform 
act to regulate traffic. 

While a resumption of the con- 
troversy over truck sizes and 
weights is certain, there is little 
indication at this point as to 
which way the trend will go. There 
will be further enactments aimed 
at more stringent enforcement of 
size-weight laws. 

Stimulated by the pressure of the 
need for adequate highways, there 
will be an extension of the trend 
toward increased highway-user tax- 
es, highway bond issuance and toll 
financing. 

Gasoline tax increases will be 
sought in Arizona, California, Colo- 
rado, Connecticut, Indiana, Iowa, 
Maryland, Montana, Nebraska, New 
Jersey, New York, North Carolina, 
North Dakota, Ohio, South Dakota, 
Texas, Utah, Vermont, West Vir- 
ginia and Wisconsin. 

Continuance of added gas taxes 
on a “temporary” basis will be 
sought in some states, including 
Kansas and Oklahoma. Stricter 
laws with respect to gas tax refunds 
for agricultural and other non- 
highway uses will be proposed in 
many states. 

= = * 


Truck Tax Hikes Eyed 


I |EW or increased taxes on trucks 
probably will be proposed in 
Arkansas, California, Colorado, 
Connecticut, Indiana, Maine, Mary- 
land, Nebraska, New Jersey, North 
Dakota, Ohio and Vermont. Spread 
of the ton-mile system of taxing 
trucks will be sought in a number 
of states over the opposition of the 
trucking industry. 
Many states will consider new or 
additional highway bond _ issues, 
among them California, Connecti- 





cut, Iowa, Maryland, Montana, New 
| Hampshire, New Jersey, New York, 
| North Dakota, Ohio, Oklahoma, Or- 
egon, South Dakota, Utah and 
Washington. 

Toll road legislation will be 
stimulated in many states by im- 
patience over the prospect of fi- 
nancing highway modernization 
with revenues from current tax 
funds or general obligation bonds, 
or combinations of both. 

Proposals for new or broadened ' 











The 


Sonal Seeking 


Greater Driving Safety! 


When operating the new Delco radio, 
the driver need never remove his eyes bi 


Now...an Auto Radio 





Highway revenue needs also will | 
increase the pressure for state con- | 
stitutional amendments and legis- | 
lation restricting the use of auto- 
motive tax revenues to highway 
purposes. Such antidiversion amend- 
ments already have been written 
into the constitutions of 24 states. 

With expenditures by the states 
having increased by nearly $9 bil- 
lion in the last dozen years to 
almost $14 billion, the trend in gen- 


} 





Mr. and Mrs. Key, and Walter Jones, vice-president of the dealership. 


eral state taxes can only be to-| Oregon, Pennsylvania, South Dako- 


ward increased levies. 
* * * 


Cities Seek Their Share 


GTATES in which additional gen- 
\’ eral revenues will be sought in- 
clude California, Colorado, Connec- 
ticut, Massachusetts, Michigan, Ne- 
braska, New Hampshire, Nevada, 
New Jersey, North Dakota, Ohio, 


ta and Washington. 
Cities and other local govern- 
mental units will renew their efforts 
to obtain both broadened local tax- 
ing authority and larger shares of 
the receipts of state-collected levies. 
In the face of increasing demands 
on state revenues, lawmakers will 
(Continued on Page 54, Col. 4) 





Delco Automatic 


' ate ae 


from the road. The tuner makes all the 


adjustments—pinpoints the station for 
finest possible reception. 


with Unlimited Station 


= 


Greater Listening Pleasure! 

A special sensitivity control in the 
Delco Signal-Seeking radio lets you 
tune in even distant stations with 


Selection! 





One of the greatest developments in 
modern car radio is Delco Radio's 
Signal-‘Seeking tuner—a device which 
provides completely automatic radio 
station selection and tuning. A touch on 
the selector bar and the tuner travels 


across the dial until it encounters the first 
station signal—it proceeds to the 

next station when the selector 

bar is again depressed. With the Signal- 
Seeking tuner, up to fifty stations can 


be received in most localities! 

The Delco Signal-Seeking radio is offered 
in many of America’s finest new cars. 
You will want to investigate this 
greatest of all car radios in the interests 


of your customers. 


DIVISION OF GENERAL MOTORS CORPORATION 
KOKOMO, INDIANA 


weak signals or tune out all but the 


nearby stations with strong signals. 





No Adjusting to New Stations! 


With the Signal-Seeking radio, there are 
no push-button adjustments to make 
when entering a new locality. Wher- 
ever you drive, this new Delco radio 
selects your stations automatically. 
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dan, $400; SM sedan, $550. '42 business 
coupe, $195 
e ® CHRYSLER 50 Windsor Newport, $1,450* 
sed-Car Auction Prices _ |\mtorets earn staan iit be: 
luxe sedan, $1,500* 
DODGE—’48 Custom sedan, $600. '47 Cus- 
tom sedan, $625. '46 Custom sedan, $650 
ket T d IRD 
Mar et ren FORD—’52 Victoria sedan, $1,900*; Main- 
. ‘ line (8) sedan, $1,510, $1,450, $1,360. ’51 
The wholesale price of used cars remained steady to strong last Custom (8) sedan, $1,350, $1,180, $1,090 
week, according to Automotive News’ used-car price index, with the — ; aoe 50 conga Ry 
. . . re : ° seiuxe (Ss) sedan 2 ; sté 
overall average price climbing $1 to stand at $956. | tion wagon, $460. '47 SD'(6) sedan, $600 
(Although the average price of ’53s was listed, it was not included ae a — yee a ae 
° . AISE 5 enry J (4) sedan, $5 
in the overall average figure.) | MERCURY—'49 sedan, $910. ‘47 sedan 
The strength of the late-model cars continued, the index shows, with | eteuneone iam aie nin ee 
Rout 6 . . s s 6 * 4D! 4K, 9 (46) sedan, $985 
’62s gaining $23 during the week, and ’51s climbing $20. All other prices PACKARD—'48 Custom sedan, $770 
were down. PLYMOUTH—'52 Cranbrook sedan, $1,380 





‘ : tnt : i ae $1,340, $1,330, $1,315, $1,300, $1,295. '51 
The down list was led by ’48s, which slipped $14, Other losses were Cranbrook sedan, $1,280: Catibeides ae- 
49s, $10; ’50s, $9; °46s, $4, and ’47s, $1. dan, $1,175, $1,140, $1,115, $1,080, $1,- 
sas 020. '50 SD sedan, $1,190, $1,025. '49 De- 
Bad roads and unpleasant weather conditions were held accountable luxe sedan, $900 — 8D oe "$770: se. 
for the small number of consignments, but the percentage ratio of cars dan, $750, $585. '47 Deluxe sedan, $580 
sold increased again last week, according to the index. At five repre- eT ry on sare (8) sedan, $700 
: s SL (3) § é . . 
sentative auctions, 349 cars were sold last week from 482 offerings— | op pEBAKER.'52 Commander (8) sedan. 
an average of 72 percent, At the same auctions a week earlier, 334 $1,575*. '47 Champion sedan, $500 
units were sold from 539 offerings—an average of 62 percent, VALDOSTA. GA 
: : : : . : . * rihe 
Prices marked with an * indicate a unit equipped with an automatic an Sieh Adie salen i alii ibs 
Saad Sas ; ; » : ‘om ew i Auction. Se ery 
transmission or overdrive, and (ps) indicates power steering. Friday. Prices are for sale of Jan. 2.) 


(Sold 102 units out of 197 offerings.) 


, 46 8 sedan, $575. '39 Special sedan, a 
PHILADELPHIA | s200. Por Sedan. $975. 139 Special sedan. | BUICK—'51 Special 4-dr., $1,500°. '50 Su- 
; . | aa er sedan, $1,270*; RM sedan, $1,230*; 
(H. B. Robinson Auto Auction. Sale ev- CADILLAC—’48 (60) sedan, $1,240", Bpecial an $1,040*, °39 Special sedan, 
ery Tuesday. Prices are for sale of Dec. 30.) | CH BEVROLET—’52 SL Special sedan, $1,- $162.50. 

(Entries were light, but sales were 355, $1,300, $1,280. '51 Bel-Air, $1,300; | CADILLAC—’52 (62) sedan, $3,750*. ‘51 

, ive. Prices were up from $50 to SL Deluxe sedan, $1,200; SL Special se- coupe deVille, $3,250. - 
anne eee’ Sold. 76 unite out of 83 of. | dan, $1,210, $1,200. 50 SL Deluxe sedan, | CHEVROLET —°52 Bel-Air, $1.850°; SL 
$ ” as e $1,210, $1,030; FL Deluxe sedan, $1,035, Deluxe sedan, $1,690*; '%-ton pickup, $1,- 
ferings.) $1,000. °49 SL Deluxe sedan, $955; SL| 210. '51 Bel-Air, $1,460, $1,450; station 
BUICK—’51 Super conv., $1,745*. '49 Spe- Special sedan, $960. '48 FL aerosedan, wagon, $1,435; FL Deluxe sedan, $1,275. 


cial sedan, $750. '48 Super sedan, $850. 


$730, $700, FM sedan, $680. ’46 FM se- 


*50 SL Deluxe sedan, $1,130, $1,090, $925, 





MASLAND NOW OFFERS 
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You can now get beautifully quilted Masland Duran... rich colors 
and patterns. Luxury and good taste for every car interior. Prac- 
tical, durable and easy to clean. Also available in smooth finishes. 
Insist on Masland Duran. Accept NO SUBSTITUTES. 


THE MASLAND DURALEATHER COMPANY 
Dept. AA, Philadelphia 34, Pa. 
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Average Used-Car Prices 


(Compiled by Automotive News) 








Jan. 1953 Dec Nov 
$956 $1,042 $1.092 Model (to date) 1952 1952 
si oy 1953 $2,603 , ; 
1952 1,838 $2,011 $2,069 
1951 1,347 1,476 1,525 
1950 1,080 1,182 1,25 
1949 861 927 976 
1948 647 677 725 
1947 495 566 606 
‘si ee tev 1946 424 456 488 
Overall 

*Does not include 1953-model prices Average ~ 956* $1,042 $1,092 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 








$875. '49 conv., $960, $885; FL Deluxe| conv., $885. '49 Custom (8) sedan, $685 
sedan, $790; ‘%-ton pickup, $500, ‘48 SM | "47 Deluxe (8) sedan, $560, $500. '40 se 
club coupe, $750. °47 SM sedan, $575, | dan, $200. 
$600. | MERCURY—’51 sedan, $1,490. '50 sedar 
CHRYSLER—'52 Saratoga sedan, $2,180*. | $4 925, 
’50 Windsor sedan, $1,280*, $1,150*, $1,- + mie ; s 
eg ag eee 425 ''48 Wing. | NASH—’51 Rambler station wagon, $1,140 
100*,. °49 W indsor sedan, $935. "48 Wind Statesman sedan, $880. '49 (600) sedan 
sor sedan, $755. | $500. $475 > . sed 
3 "5 , sede 150. '47 ; id 
~ ion club a” re r | OLDSMOBILE ‘51 (98) sedan, §$1,720* 
DODGE "52 station wagon, $1,850*. ‘51 (88) sedan, $1,690", $1,525. 50 (76) club 
sr ag wind Sesion wn coupe, $1,160. '49 (88) sedan, $975, $960 
Wayfarer sedan, $1,000. '50 Wayfarer se- (76) sedan, $850 ’ 
dan, $870; %-ton pickup, $500. '46 panel PACKARD—’51 (200) sedan $1,350°. "50 
FORD_—'53 Custom (8) sedan, $2,225*, $2,- | , Sedan, $880. 
200* $2,075. *52 Custom (8) sedan. $1.- PLYMOUTH—’51 Cranbrook sedan, $1,225 
55°, "51 Custom 8) sed $1 340*. $1. ’50 Deluxe sedan, $900. '40 sedan, $100 
Oe eet eae tean aes, "50 | PONTIAC—’S1 Chieftain (6) sedan, $1,620 
7 a an aati $1,590, $1,480. '50 Chieftain sedan, $1,- 


Custom (8) sedan, $1,300*, $1,070, $970; 


= ee a 940; Catalina, $1,400*, $1,175. '49 conv. 


$970. 
STUDEBAKER ’52 Commander sedan 
$1,450*; Champion Starliner, $1,325*, ’51 


Champion sedan, $1,000. ‘50 Champion 
sedan, $870. ‘48 Starliner, $760. 
WILLYS—’52 sedan, $1,265. 


DENVER 


(Denver Auto Auction. 


Sale every Tues 


| day. Prices are for sale of Jan. 6.) 
(Buying was very active, and prices 
up slightly on °’53 models. Sold 193 


units out of 247 offerings.) 
BUICK—’52 Super Riviera sedan, $2,495*. 








51 RM Riviera sedan, $1,860; Special 
sedan, $1,405. '50 Special sedan, $1,165*. 
49 Super sedan, $910*, $915*, $1,075*. 
"48 RM sedan, $645, $815*. 

CADILLAC — ’51 Coupe deVille, $3,625"; 
(62) sedan, $2,930*. ’50 Coupe deVille, 
$3,300*; (62) sedan, $2,650*, $2,805* 
$2,875*. ‘48 (60) sedan, $1,520*, 

CHEVROLET — '52 Bel-Air, $1,960*; SL 
Deluxe sedan, $1,565*, 2 at $1,700, $1,- 
700*, $1,780*, $1,835, $1,855, $1,860": 
%-ton pickup, $1,380, 3 at $1,395, $1,- 
400, $1,405; %-ton pickup, $1,300, $1,- 
310, $1,320, 2 at $1,325, $1,335, $1,342, 
$1,345. ‘51 FL Deluxe sedan, $1,125 
$1,215; %-ton pickup, $970. °50 SL De- 
luxe sedan, $945, $955, $1,000. °49 SL 
Deluxe sedan, $760, $775, $890. ‘48 SM 
sedan, $565, $620. °'47 FM sedan, $465 
"46 SM sedan, $625 

| CHRYSLER—’52 NY sedan, $3,045*; Wind 
sor sedan, $2,135*. ‘51 NY sedan, $1. 

| 785*, $1,825*. '50 Windsor sedan, §$1,- 

| 220%, $1,370*. 

| DeSOTO—’52 Fire Dome (8) sedan, §2., 

| 430°. 

| DODGE—’53 Diplomat, $2,400*, $2,505* 


| Coronet sedan, $2,305*. °'52 Coronet se- 
| dan, $1,265, $1,495*, $1,525*. °51 Coro- 
net sedan, $1,275*. ‘50 Wayfarer sedan, 
$870*. ’49 Meadowbrook sedan, $775. '47 
%-ton pickup, $460. 
FORD—’53 Country sedan, 
toria, $2,515*, $2,525*, 
wagon, $2,105*, $2,135*, 
475*. °52 Country sedan, 
|} 250*, $2,450*; ranch wagon, §$1,700* 
| $1,960, $1,995". °51 Victoria, $1,500*, 
$1,705*; Custom (8) sedan, $1,055*, $1,- 
080*, $1,170, $1,220*, $1,305*, $1,370*. 
"50 Custom (8) sedan, $830, $865*, $1,- 
000, $1,005*. '49 Deluxe (8) sedan, $700, 


| (Continued on Page 47, Col. 1) 


$2,600*; 

2,590* ; 
$2,455*, $2,- 
$2,915*, $2,- 
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Made by The Las-stik Mfg. Ce., 
Hemiltea, 0. 
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(Continued from Page 46) 


$705, $725*. $785, $810°. ‘48 SD (8) 
sedan, $515. ‘47 SD (8) sedan, $425, 
$425, $440, $465 

HUDSON—’52 Hornet sedan, $2,095*. °51 
Hornet sedan, $1,515*. °50 Commodore 
(8) sedan, $990*. 

KAISER—'49 sedan, $320. 

LINC OLN—'49 Cosmopolitan sedan, $780*. 

MERCURY—’53 sedan, $2,700*. '52 sedan, 
$2.050*, $2,100*, $2,205*, $2,250*. ’51 
sedan, $1,300*, $1,315*, $1,355*. ‘50 se- 
dan, $775, $1,180*. °'49 sedan, $795*, 
$805, $925*, $930*, $960*. 

NASH — '50 Statesman sedan, $825*. ‘49 
Ambassador sedan, $595*. 

OLDSMOBILE—’52 (98) Holiday, $2,900*; 
(88) sedan, $2,360*, $2,600*. ‘51 (88) 
sedan, $1,670*, $1,685*. ‘'50 (88) sedan, 
$1,085". °49 (98) sedan, $935*, $965*. 
‘47 (66) sedan, $500*. °'46 (66) sedan, 
$430. 

PACKARD—’51 (200) sedan, $1,420*. 

PLYMOUTH — '53 Cranbrook sedan, §2,- 
020*, $2,075*, $2,120*; Cambridge sedan, 
$1,805, $1,840. ‘52 Belvedere, $1,625°*; 
Cranbrook sedan, $1,350, $1,555. 51 
Cambridge sedan, $1,010, $1,015, $1,190. 
‘49 Suburban, $830, $1,065. ‘48 sedan, 
$640. 

PONTIAC—’53 Catalina, $2,950*; Chieftain 
(8) sedan, $2,700*. ’52 Chieftain (8) 
sedan, 2 at $2,200*. ’51 Catalina, $1,- 
835*; Chieftain (8) sedan, $1,375*. ‘°50 
station wagon, $1,040*, $1,385*. 

STUDEBAKER—’51 Land Cruiser sedan, 
$1,290*; Commander (8) sedan, $1,145*; 
Champion sedan, $1,040*, °50 Champion 
sedan, $1,000*. 

WILLYS—’53 ‘%-ton pickup, $1,700, §$1,- 
750. °52 Jeep, $920. °49 station wagon, 
$640, $645. '48 %-ton pickup, $380, $420. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 

Wednesday. Prices are for sale of Jan. 7.) 
(Market very good here, buyers active. 
Sold 76 units out of 90 offerings.) 

BUICK — '52 Special 4-dr., $1,860*. ’'50 
Special 4-dr., $1,255, $1,245. °48 RM 
2-dr., $525. 

CADILLAC—’49 (62) 4-dr., $1,870*. ‘47 
(62) 4-dr., $925. 

CHEVROLET — '52 Deluxe 4-dr., $1,600; 
FL Deluxe 4-dr., $1,375, $1,360. °51 SL 
Special 2-dr., $1,145, $1,120, $1,050; SL 
Deluxe 2-dr., $1,335. °50 SL Special 
2-dr., $1,005; SL Deluxe 2-dr., $1,110. 
°49 FL Deluxe 2-dr., $945, $935; FL Spe- 
cial 2-dr., $900. '48 FL aerosedan, $840, 
$830, $540, $530. ’47 FL aerosedan, $650, 
$645. °42 2-dr., $105. 

DeSOTO—’52 Fire Dome (8) club coupe, 
$1,800*. 

FORD—'52 Victoria 4-dr., $2,205*. '51 De- 
luxe (8) 4-dr., $885, $890. °50 Custom 
(8) 2-dr., $960. °’49 Custom (8) 2-dr., 
780, $775; 4-dr., $795, $675, $670. °48 
SD (8) 2-dr., $510, $505, $575, $560. 
‘47 SD (8) conv., $310. °46 SD (8) 
2-dr., $450, $440; SD (6) 4-dr., $460, 
$455; 2-dr., $535, $525. 

HUDSON—’51 Hornet 4-dr., $1,260. 

MERCURY — '49 4-dr., $725. ‘46 4-dr., 
$260. 

OLDSMOBILE—’50 (88) 4-dr., $1,430*. 

PACKARD—'46 4-dr., $175. 

PLYMOUTH— 51 Cranbrook 4-dr., $1,070, 
$1,050. °40 4-dr., $125. 

PONTIAC—'49 Chieftain (8) 4-dr., $680, 
$670. ’48 SL (8) 2-dr., $425; 4-dr., $430. 
‘47 SL (6) 2-dr., $310. '46 SL (8) 2-dr., 
$210, $200; Chieftain (8) 2-dr., $400; 
4-dr., $380. 

WILLYS—’49 Jeepster, $400. 


CLEVELAND 


(O.K. Auto Auction. Sale every Tues- 

day. Prices are for sale of Jan. 6.) 
(Wholesale and retail sales very spotty 

in the area. Sold 17 units out of 51 

offerings.) 

BUICK—’'49 Super 2-dr., $900*. 

CADILLAC—'49 (62) conv., $2,100*. 

CHEVROLET—’50 FL Deluxe 2-dr., $910; 
FL Special 2-dr., $875. 

DODGE—’51 Meadowbrook 4-dr., $1,150*. 
*49 Coronet 4-dr., $800*. 

FORD—’50 Custom (6) 2-dr., $870; Deluxe 
(6) 2-dr., $750. 

KAISER—’48 4-dr., $425. 

NASH—’48 (600) 4-dr., $390. 

OLDSMOBILE—’48 (68) conv., $650. 

PACKARD—’51 (300) 4-dr., $1,490*. '49 
4-dr., $575. 

PLYMOUTH—’51 Cambridge 4-dr., $1,150. 
'46 SD 4-dr., $450. 

STUDEBAKER—’51 Commander (8) Land 
Cruiser, $1,100*. ‘48 Commander (8) 
Land Cruiser, $470. 


DALLAS 


(Southeastern Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan. 7.) 
(Market held steady. Sold 45 units out 

132 offerings.) 

BUICK—’50 Special sedan., $910. ’41 se- 
dan, $175. ’38 sedan, $195. 

CADILLAC—’50 (61) sedan, $2,300*. 

CHEVROLET—'51 SL Deluxe sedan, §1,- 
280; %-ton pickup $710. ’50 Bel-Air, $1,- 
295; SL Deluxe sedan, $860, $885. °49 
SL Deluxe sedan, $845, $915, $730. '48 
SM sedan, $560, $580. °42 sedan, $135. 
"41 sedan, $155, $130. 

CHRYSLER—’47 Windsor sedan, $525. 

DeSOTO—'42 sedan, $110. 

FORD—'52 Custom (8) sedan, $1,800, $1,- 
825*, $1,730. ’51 Custom sedan, $1,060, 
$1,315*; %-ton pickup, $845. ’50 Custom 
(8) sedan, $850 ‘49 Custom (8) sedan, 
$890, $950, $900, $705. '48 SD (8) sedan, 
$430, $450. 47 SD (8) sedan, $560, $380, 
$580. '46 SD (8) sedan, $375. 41 pickup, 
$140. 

MERCURY—’41 sedan, $145. 

PLYMOUTH—’'46 sedan, $200. 

PONTIAC—’51 Chieftain (8) sedan, $1,335*. 
’49 SL (8) sedan, $880, $890. 

STUDEBAKER—’'50 Champion sedan, $805. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Jan. 5.) 
(New year market opened strong here, 
with buyers from many points attending. 
Sold 77 units out of 97 offerings.) 
BUICK—’51 RM sedan, $1,760*; Super se- 
dan, $1,610*; Super Riviera sedan, §$1,- 
680*. ’50 Special sedan, $960, $975; RM 
sedan, $1,400*. '46 RM conv., $385. 
CADILLAC—’51 (62) sedan, $3,050*. '49 
(62) sedan, $1,675*. '48 (62) sedan, $1,- 
385°. 
CHEVROLET—’51 SL Deluxe sedan, §$1,- 
420°; club coupe, $925; station wagon, 


"50 SL Deluxe sedan, $1,160* 


‘41 sedan, $200 
CHRYSLER 


FORD—'53 Victoria, $2,460*. °52 Mainline 


$1,090, $1,120. ’50 Deluxe (6) sedan, $560; . 


club coupe, $335. 


coupe, $1,470*, $1,350. 


sedan, $960*, $1,010; (88) se- 


(76) sedan, $530. 
PACKARD—’51 (200) business coupe, $1,- | MERCURY 
280. ’°47 sedan, $310. | 
PLYMOUTH—’50 SD sedan, $1,230; Deluxe 
sedan, $990. '49 Deluxe sedan, $785. '48 | NASH — ’'50 Statesman sedan, $840. °47 sedan, $610. 
(600) sedan, $280. '46 (600) sedan, $225. | MERCURY—’ 
PONTIAC—’53 Chieftain (8) sedan, $2,660*. ' OLDSMOBILE—’51 (98) sedan, $1,795*. '50 | NASH—’48 (600) sedan, $340. 


SD sedan, $570. 
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"48 SL (E¢ dan, $750. '46 SL (6) se- | (98) Holiday, $1.620*; (88) sedan, $1,- | OLDSMOBILE—'52 (98) sedan, $2,450*. '47 
dan, $450 190. °49 (98) sedan, $945; (88) sedan, 
$1,050*, $955. '47 (76) sedan, $540, $280; | PACKARD—’48 sedan, $765 


| STUDEBAKER —'50 Champion sedan, $840. 
| ‘47 Champion sedan, $370 | 
| WILLYS—'49 station wagon, $700*; Sub- | PLYMOUTH 

urban, $560*. '48 Jeep, $600 50 Deluxe 


DYER, IND. 


(98) sedan, 


BUICK—’50 RM sedan, §$1,100*. i9 RM 
‘48 Windsor sedan, $700 sedan, $930, 


250, $1,215; Bel-Air, $1,505*. '50 SL De- | 


$1,560, $1,435: Custom (8) luxe sedan, $1,160, $1,015; Bel-Air, $1,-| offerings.) 


Coronet sedan, $800, $905. ‘48 Custom 


sedan, $965", $960. '49 Cus- sedan, $625. 


SD (8) sedan, $515. | 


'48 (88) sedan, $810. ‘47 | LINCOLN—’51 Cosmopolitan sedan, $1,615. | DODGE—’49 
'46 sedan, $245. 
’52 sedan, $2,025*. '51 sedan, | 
$1,560, $1,445, $1,435, $1,370, $1,435. 50 
sedan, $1,255. '49 sedan, $930, $855. 


Custom (8) 








$725. '48 SD sedan, $405 
| PONTIAC—’51 Catalina, $1,840*. ‘50 Cat- | $760* 
alina, $1,535". 


N. PL 


FORD—"53 Victoria, $2,390*. '52 Custom | CADILLAC—' 


dan, $600; Custom (8) sedan, $725, $785, $860. '48 FL aerosedan, $675. '47 FM se- 
NASH—’51 Rambler conv., $1,080. 50 Am- $765. °48 Deluxe (6) club coupe, $385, dan, $555. 
bassador sedan, $925*. ‘49 Ambassador $625; Deluxe (8) sedan, $495, $635. °47 | CHRYSLER 
sedan, $350. 
OLDSMOBILE—’50 (88) sedan, $1,530*. | KAISER—’51 sedan, $1,060. ‘47 sedan, | DeSOTO—’50 
$100. | Custom sedan, $1,080, 


49 NY sedan, $1,120*. 


(8) sedan, $1,000. '49 Custom (8) sedan, 
$890; Deluxe (8) sedan, $705. 47 SD (8)| 4-4r., $1,115; conv., $1,225; Custom (6) 


47 


(98) sedan, $510. 


$800 | PLYMOUTH—'48 Deluxe sedan, $680. °47 
SD sedan, $580 

PONTIAC—’ 52 Chieftain (8) Catalina, §2, 
235°. 

| STUDEBAKER~‘50 Champion sedan, $780, 


51 Cambridge sedan, $1,140. 
sedan, $960. ‘49 SD sedan, 


‘ , “ , or" Dyer Auto Auction. Sale every Friday. | « : iE rs ‘ . . , J ‘ . 
station wagon, $1,310*. '49 FTI. | ,, ‘Pye! | ; | STUDEBAKER—'51 Land Cruiser sedan » AN C! 
sedan, $830: SL Deluxe sedan, | Prices are for sale of Jan. 2.) } $1,300", '50 Champion sedan. $875 OAKLAND, CALIF. 
conv., $960; club coupe, $890; FL (Bad weather and slow buying season |  wILLYs '49 station wagon, $620. '48 (Pollock’s Used Car Auction, Sale every 
Deluxe sedan, $920. '48 FM sedan, $790 slowed down sale. Sold 81 units out of Jeep, $565 , Wednesday. Prices are for sale of Jan, 7.) 
’46 14-ton panel, $375; SM business coupe 115 offerings.) : (Sharp car prices stronger, and other 


offerings steady. Weather fine.) 
BUICK—’'50 Special 4-dr., $1,010, $1,390*; 


AINFIELD, N. J. 


’53 Meadowbrook sedan, $1,970*, | CADILLAC—’50 (62) sedan, $2,540*. °49 (Lebanon Auto Auction Sale every _Wed- Super 4-dr., $1,670*, $1,465. '47 RM 

; Diplomat sedan, $2,600*. '52 1%- | (61) sedan, $1,905*. ‘48 (61) sedan, §$1,- nesday, Prices are for sale of Jan. 7.) conv., $525; 4-dr., $650 
ton pickup, $930. '50 Meadowbrook sedan, | _ 150"; (62) sedan, $1,420* (Market steady, with buyers plentiful | CADILLAC ‘51 (62) 4-dr., $3,130*, °50 
‘47 Custom sedan, $570. CHEVROLET—'51 SL Deluxe sedan, $1,-| in spite of heavy snow which held down (62) 4-dr., $2,755*; Coupe deVille, $3,- 


consignments, Sold 39 units out of 65 365*, °48 4-dr., $1,350*. 


ann 3 ae ineeaiin - CHEVROLET—'52 *%-ton pickup, $1,270. 
conv., $1,750*. ’51 Custom (8) sedan, §$1,- sanenaa Deluxe sedan, a » qq | BUICK—'50 Super sedan, $1,390*. '47 RM ‘51 SL Deluxe 2c-dr. $1,420- $1,350: 
$1,125, $1,270; Deluxe (8) sedan, sE—’51 Coronet sedan, $1,260*. ‘49 sedan, $620. '46 Super sedan, $540. '39| Bel-Air, $1,650; club coupe, $1,400. '50 


Century sedan, $110. SL Deluxe 2-dr., $1,195; club coupe, 


49 (62) conv., $2,075*; sedan, $1,425*, $1,230; 2-dr., $1,180. °49 SL 


700; s 8) s : a ya mone 47 ‘ . 5 a ‘i » & 5. 
$750; Kelana (8) oodan, S700. a? oD aa) (8) sedan, $1,675*. ‘51 Custom (8) se- $1.680*. ’47 (62) sedan, $850*. | wets case Da Pg i club 
set a ei dan, 2 at $1,290; Victoria, $1,355". ‘50 | CHEVROLET—'52 SL Deluxe sedan, $1,-| Coupe, $025; Fl, Delxe S-dr.. $695; club 
att : Custom (6) sedan, $865, $985; Custom! 700*, '51 SL Deluxe sedan, $1,395*, $1,- POUpe, wu. : SS ee ae ee 
KAISER—'51 sedan, $1,100*. (8) sedan, $1,045; Crestliner, $1,075; De-| 310. '50 Bel-Air, $1,430"; SL Special ce-| SM _ 2-dr., okie: ear al $675, "47 FL 
MERCURY—’52 Monterey, $2,065*. '51 club luxe (8) sedan, $755. '49 Deluxe (8) se-| dan, $915, $890. °49 SL Special sedan, aerosedan, $810; SM business coupe, $575. 


CHRYSLER —- '51 Windsor 4-dr., $1,540*. 
"50 NY 4-dr., $1,360*. °47 Windsor 4-dr., 
$710*. 

DeSOTO—’51 Custom club coupe, 2 at §$1,- 

49 | 455*; 4-dr., $1,500*, $1,425*. 

DODGE — ’'51 Coronet 4-dr., $1,460. ‘49 
Coronet 4-dr., $995. 


‘53 Windsor sedan, §$3,025*. 
Deluxe sedan, $1,225*. 


Meadowbrook sedan, $1,060*. 


| FORD—'52 Custom (8) sedan, $1,670*, '50 | FORD—'51 Custom (8) club coupe, $1,245; 


Custom (6) 4-dr., $1,270; 2-dr., $1,280; 


s an, ,125, 900; Yel » 
ee Deluxe | business coupe, $1,100. 60 Custom (8) 


2-dr., $920, $1,025. ‘49 Custom (8) 4-dr., 
$950, $955, $850. °48 SD (8) 4-dr., $675. 


(Continued on Page 48, Col. 1) 


49 sedan, $915". 











DUCO factory-controlled color matching 
cuts job time...saves money and materials 


Du Pont DUCO Lacquer colors are factory-controlled to match 
exactly with car maker’s colors. Just check the color combination 
on the car. Then identify the corresponding color from over 700 
listed in the Du Pont Color Bulletin. Next, call your Du Pont 
jobber and order the color. It’s easy, economical—no waste of time 
and materials! 

Because durable DUCO sprays on so smooth and easy . . . rubs 
and polishes to a hard, brilliant gloss, it’s always been way ahead 
of the field. 

So for completely controlled color matching and a 
perfect, pleasing job every time, call the Du Pont 
stock point nearest your shop and order DUCO 
Lacquer. 


E. I. du Pont de Nemours & Co. (Inc.) 
Refinish Sales, Wilmington, Delaware 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


complete control 





“TAKE THIS CUE— USE DUCO 
FOR BEST RESULTS... GREATER PROFITS.” 





u Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 
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Used-Car Auction Prices 


$935. °47 (98) conv., $500. 
’48 2-dr., $605. 

'52 Cambridge club coupe, 
4-dr., $1,330, $1,230; club 


(98) 4-dr., 
PACKARD 
PLYMOUTH 

$1,565, 51 





coupe, $1,260. ‘45 SD 4-dr., $695. °46 
SD 4-dr., $535. °42 4-dr.. $155 
PONTIAC—"52 Chieftain (8) 4-dr., $2,045*. 
(Continued from Page 47) ’51 Chieftain (8) 4-dr., $1,505*; 2-dr., | 
‘47 SD (8) club coupe, $400; conv.,| $660, ‘47 4-dr., $565. $1 sds aaee’ ae cae $1,. 
700; 4-dr., $590. ‘'46 SD (8) coupe, | NASH—'52 Statesman 4-dr., $1,670*. '50 | sase: a ' “at 78° 4s ge Sub 
$330. | Ambassador 2-dr., $1,155; 4-dr., $870 oa , { —" $1,115. °48 SL (8) club 
HUDSON—'50 Hornet 4-dr., $1,350; PM] ‘48 (600) 4-dr., $525. witiwe. 49 Jeepster, $600 
4-dr., $900. ‘46 Super (6) 4-dr., $260. | OLDSMOBILE — '51 (S88) 4-dr., $1,810*; | anon , ee 
KAISER—'51 4-dr., $810 2-dr., $2,000*. ‘50 (88) 4-dr., $1,555*; | . oz 
MERCURY—’51 club coupe, $1,830; 2-dr.,| 2-dr.. $1,530*, $1,550*. °49 (76) 4-dr., MASON CITY, IA. 
> 7: . 37 on? 1e 5 cane | 
$1,780. 50 club coupe, $1,290, $1,370. $995; (98) club coupe, $1,000; -_ (Lapiner Auto Auction Sale every | 


"49 4-dr., $1,110, $1,005. °48 4-dr., $735, | $1,210*, $1,270*. 


’48 (76) conv., ’ 
ro s Wednesday. 








slightly off due to adverse weather con- 


ditions, Sold 74 units out of 117 offer- | 
7 ings.) | 
D EA F R * / BUICK—’52 Super Riviera 4-dr., $2,330*. | 
° e re orry: | ’51 Special 4-dr., $1,560*. '49 RM 2-dr., 
| $845", 


CADILLAC —'48 (62) 2-dr., $1,485*. 


e - 
For Hundreds of Late Deliveries of | CHEVROLET_'52 SL Deluxe’ 2-dr., $1,- 
630°, $1,575; SL Special 2-dr., $1,370. 
’51 SL Special 4-dr., $1,165; FL Deluxe 
| 4-dr., $1,300, $1,235, $1,210. '50 SL Spe- 
cial 2-dr., $995. ‘49 SL Deluxe 4-dr., 
$905, $900. °'48 FM conv., $685. ‘47 FL 
| aerosedan, $650. 
| CHRYSLER—’51 NY 4-dr., $1,805*. '49 
in Windsor 4-dr., $995, $970*. ’46 Windsor 
4-dr., $490, $465. ‘ . 
| DeSOTO—’'53 Custom 2-dr., $2,385*. 
November and December, due to an DODGE—’'53 Coronet 4-dr., $2,445*; sta- 
tion wagon, $2,355*; Diplomat, $2,315*. 
Avalanche Of Orders .... SO— ae ee er ee 
* ° ° FORD—’'53 Custom (8) 2-dr., $2,155*. '52 
With production capacity doubled Jan. 1, we'll Deluxe (6) 2-dr., $1,505*. | '51 Victoria, 


$1,480*, $1,430*. ‘50 Custom (8) 2-dr., 
$980*, $945*, $900, $885. '49 Deluxe (8) 
4-dr., $750*, $730, $720; Custom (8) 
2-dr., $860*. '46 Deluxe (8) 2-dr., $480. 
HUDSON—’51 PM 4-dr., $1,150*. 


DELIVER QUICKLY OR PAY A PENALTY! 
In the future, if shipment isn’t made within 10 
days after receipt of order, deduct 5% from your 


bill, in addition to the usual 2% 10-day discount. ee 
encanteetetarensinciemncianteaiaatets MERCURY—’52 Monterey sedan, $2,200*, 
$1,910. ‘51 2-dr., $1,565*, $1,505*, $1,- 


455*. °49 2-dr., $1,000*. 

NASH—’51 Statesman 4-dr., $1,010*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,885; 
Cambridge 4-dr., $1,780. °52 Cranbrook 
4-dr., $1,430, $1,400. '49 SD 2-dr., $940. 
’47 Deluxe 4-dr., $570. 

PONTIAC—’53 Chieftain (8) 2-dr., §$2,- 
650*. ‘'52 Chieftain (8S) 4-dr., $2,045*. 
’51 Chieftain (8) 4-dr., $1,500*. ’49 SL 
(8) 2-dr., $945*, $885*. "46 SL (6) 

$1,- 


Yes Sir, To Carry Off MONOXIDE 
FUMES in Service Shops, 150,000 
Mechanics Prefer . . . 


CRUSHPROOF _ ., (Pats. Pending) 


BECAUSE: 
It Springs Back Into Shape After Car Wheels Run Over It .. . It’s All 
Neoprene Rubber, With No Wires or Coils . . . It Takes the Heat... 
Takes Full Bend Without Kinking .. . It’s Unaffected by Fumes, Water 
or Oil . . . Nothing to Rust or Scratch Cars . . . You'll Get Rid of Fumes 
Because Mechanics Like to Use It . . . It’s so Easy to Handle . . . Sold in 
50-foot rolls... You cut the lengths you need... (Minimum Order—20 ft.) 





4-dr., $465. 
STU DEBAKER—’52 Champion 4-dr., 
470*. '51 Champion 4-dr., $1,055*. 
WILLYS—’47 Jeep, $350. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 8.) 
(Demand and prices up slightly. Con- 
signments down due to freezing rain. 
Sold 25 units out of 37 offerings.) 
CHEVROLET—’'52 SL Deluxe 4-dr., $1,- 
575, $1,415. ‘51 FL Deluxe 2-dr., $1,280; 
SL Deluxe 4-dr., $1,160*. '49 FL Deluxe 
4-dr., $975; SL Deluxe 4-dr., $900; 2-dr., 
$880, $850. °48 FL aerosedan, $600. 
DODGE—’48 Custom 4-dr., $680. 
tom conv., $115. 
FORD—’50 Custom (8) 2-dr., $950, $850*. 


’41 Cus- 


Large tubing with 
, Large Adapter 


(8) 2-dr., $700. 


KAISER—’51 4-dr., $1,125*. 

MERCURY—’49 4-dr., $750. 

PLYMOUTH—’51 Cranbrook 4-dr., $1,250. 
°48 SD 4-dr., $750. °40 SD 2-dr., $135. 


NASCAR Purses 
Top $1.2 Million 
In 1952 Racing 


DAYTONA BEACH, Fla. — A 
year-end report from NASCAR, the 
National Assn. for Stock Car Auto 
Racing, shows that 6,112 member 
drivers collected $1,208,609 in prize 
money posted for 1,029 sanctioned 
races in 1952. 

Combined attendance last year 
topped 2% million, NASCAR offi- 
cials said. 

Sweetening the pot for top driv- 
ers in each of the organization's 
five divisions was a “point fund” 
which totaled $55,789. 

Tim Flock, victor in eight major 
races and point champion for the 
year, earned some $40,000 for his 
efforts, but brother Fonty Flock 
pulled down the biggest one-day 
pay, $9,000 for winning the 500-mile 
event at Darlington, S. C. 

Top drivers in other divisions in- 
cluded: Neil Cole, short track; 
Buck Baker, speedway; Frankie 
Schneider, modified, and Mike Kla- 
pak, sportsman. An amateur divi- 
sion, called the futurity class, will 
be added in the coming racing year, 
officials said. 


Chrysler Elects 
McElroy, Perring 


NEW YORK.—Neil H. McElroy, 
of Cincinnati, president of Proctor 
& Gamble Co., and Raymond T. 
Perring, head of the Detroit Bank, 
Detroit, last wek were elected di- 
rectors of Chrysler Corp. 

They fill the vacancies created by 
the resignation of Harold E. Tal- 
bott, who has been designated by 
President-Elect Eisenhower as sec- 
retary of the Air Force, and Joseph 
M. Dodge, budget director - desig- 
nate. 

McElroy has been with Proctor 
& Gamble since 1925 and was 
elected president of the company 
in 1948. Perring has been with the 
Detroit Bank since 1928 and was 
named its president last month to 
succeed Dodge. 


Regular tubing 
with adapter 


Adapters easily removed by hand when not needed 


Brass turn-buttons hold 


Slip first ring of tubing into 
adapter tight to tailpipe my ° ® 


slot in adapter collar, like this: 


Won’t blow 
off under 
pressure 





All-Neoprene Adapters Thick Where Thickness Counts . . 
Over Tubing for Tight Fic. 
SOLD ENTIRELY BY MAIL ORDER TO KEEP COST DOWN TO YOU— 
AT THESE PRICES: 
LARGE SIZE TUBING (2) in. inside Diameter, 2 15/16 in. 
O.D.) $1.09 per ft. (Recommended for dealers in cars 
over 120 h.p.) 
» REG. SIZE TUBING (2 in. I.D., 214 in. O.D.), 79 per ft. 
(For dealers in cars under 120 h.p.) 
ADAPTER FOR LARGE TUBING—$3.99 each. 
(12 in. long, 16 in. circumference at open end.) 
ADAPTER OR REG. TUBING— $3.89 each. 
(11 in. long, 16 in. circumference at open end.) 
(2% — 10 days; Net — 30 days) 
(Special discounts, only in quantity lots, to manufacturers of exhaust ventila- 
tion systems and firms installing such systems.) 
YOU TAKE NO CHANCES IN ORDERING BY MAIL... IF NOT 
FULLY SATISFIED, RETURN TO OUR FACTORY, SHIPPING 
CHARGES COLLECT, FOR FULL REFUND. 
SEND ORDER ON YOUR PURCHASE ORDER BLANK 
OR LETTERHEAD TO: 


CrusuprooF Tusinc Company 


POST OFFICE BOX 796, CLEVELAND 22, OHIO 


Offices — 860 Leader Building 
Phone: Superior 1-3353 


. Easily slipped 
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Prices are for sale of Jan. 7.) | 
(Price trend is upward—consignments | 


"49 Custom (8) 2-dr., 2 at $720; Deluxe | 











| 





John P. Corcoran (second from left), p 


| 
| representative. 


s 
Labor Mediator 
| 
Sees Employers 
° « 6 9 
Regaining ‘Nerve 

NEW YORK.—New York State’s 
mediation chief said here last week 
that “management has got its nerve 
back” and is once more willing to 
fight for what it thinks is right at 
the bargaining table. 

Merlyn S. Pitzele, chairman of 
the Board of Mediation, reported at 
a hearing of the Joint State Legis- 
lative Committee on Industrial and 
Labor Conditions that mediation 
and arbitration cases were up 12 
percent this year because fewer 


disputes ended at the local level. 
“In other words,” he said, “dis- 














|Corcoran Opens New Ford Showroom— 


resident of Corcoran Motor Sales Co., Inc., 


| Wellesley, Mass., cuts the ribbon at a ceremony before the opening of a new show 
room and service department on Worcester Turnpike and Cedar St. Others (from left) 
| are Lovis Proia, contractor; Herbert R. Gleason, selectman, and Robert McNulty, Ford 


putes are harder to settle because 
of management’s stiffening attitude 
toward union demands. Manage- 
ment has got its nerve back and is 
willing to fight this year. 

The change, Pitzele said, began 
in 1946 with a change in “public 
opinion,” and is not a result of the 
Taft-Hartley Act. He indicated that 
“recent political developments” 
might further encourage business. 


Midtown K-F Picks Levitt 

Stanley Frielich, vice-president of 
Midtown K-F, Inc. (Kaiser-Frazer), 
1710 Broadway, New York, has an- 
nounced the appointment of Oscar 
Levitt as general sales manager. 
Levitt has been with Midtown K-F 
and its predecessor companies for 
more than 16 years. 





Save Space!...Time!...Money!...with 


BORROUGHS FLEXI-BINS 






cll el Apc lbs 


Look! Adjustable 






without bolting! 


There's no wasted air space when you use Borroughs Flexi-Bins 


-.. every inch counts .. . every 
able to meet every small item 
space, time and money, with 


shelf is easily and quickly adjust- 
storing need. Start now to save 
Borroughs! Send for catalogue. 


BOR ROUGHS Mfg. Company 


Subsidiary of American Metal Products Company of Detroit 


3002 N. Burdick 





le 





a 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Hartford, Conn. 


Year-end estimates indicate that 
new-car sales in Connecticut will | 
be approximately 60,960 units, com- | 
pared with 72,417 sold during 1951. 
The estimate is based on figures 
provided by Carl R. Lane, execu- 
tive vice-president of the Connecti- 
cut Automotive Trades Assn. 


The Department of Motor Vehi- 
cles reported that 1952 showed a 
steady decrease in the registration 
of new luxury automobiles. Medi- 
um or in-between sizes also show 
noticeable decreases. 


The used-car situation is quite 
evident by the increased newspaper 
advertising for sale by dealers 
throughout the state. Practically all 
dealers have turned to large-space 
advertising, offering inducements 
ranging from “high trade-ins for 
your old car” to as little as $3 or 
nothing down for kood used vehi- 
cles. 


Probably the most significant de- 
velopment is the widespread adver- 
tising of one of the biggest dealers 
in one of the “big three” to sell 
new passenger cars and light trucks 
on a five-year plan, with about $300 
down and approximately $1 a day 
as his terms, Other dealers may ex- 
tend there limits, too, but right now 
three years is their limit for a new- 
car sale, as it is for all used-car 
sales in the state. 


Credit is comparatively easy to 
obtain through the dealers, many 
of whom operate their own finance 
concerns, but bank loans (offering 
the most favorable conditions) re- 
portedly are more difficult to ne- 
gotiate—(Thomas Marks.) 


* x * 


Manhattan, Kans. 


December new-car sales in Riley 
County (Manhattan, Kans.) chalked 
up a gain over November sales by 
22 units, according to a report from 
the county treasurer’s office. 


Sales in December tallied 97, 
while November units sold 
amounted to only 75. 

Sales by make were Ford, 19; 
Chevrolet, 18; Plymouth, 12; Mer- 
cury, 11; Studebaker, 9; Pontiac, 7; 
Hudson, 6; Dodge, 5; Nash, 3; Olds- 
mobile, 3; Cadillac, 1; Chrysler, 1; 
Lincoln, 1; Willys, 1. 

Number of used cars sold in De- 
cember were less than the Novem- 
ber total. The score, December 156; 
November 170. 

New-truck sales numbered the 
same as November with 8 units. 
There were only 14 used trucks 
sold in December compared with 
23 in the earlier month.—(George 
M. Hunholz.) 


* * = 


Philadelphia 


New-car dealers here may look 
to increased demand. Philadelphia, 
now regarded as the fourth indus- 
trial area in the country, will chal- 
lenge the leaders as a result of the 
development of the Delaware River 
valley, the Chamber of Commerce 
has predicted. 

Industrial expansion totals more 
than $2% billion as a result of the 
steel industry’s moving into the 
valley. Rising employment and pay- 














Pilgrim Pulchritude Plugs Plym 





rolls and a fast-growing population 
from Trenton, N. J., to the Atlantic 
are foreseen. 


The Chamber of Commerce pre- | 
dicts a population increase to five 
million by 1960, a 20 percent rise. 
(Norman Shigon.) 

= = + 


Portland, Ore. 


Used-car sales in Portland, Ore., 
have been very slow. Four or five 
of the major new-car dealers have 
at least doubled the number of 
used cars they should have in stock 
normally. 

Several dealers have stopped so- 
liciting new-car deals, taking only 
showroom customers, and have put 
all their sales force on used cars. 


A lot of dealers believe the heavy 
purchase of television sets in the 
pre-Christmas buying season hurt 
the used-car business in this area. 
November, however, had been a 
better-than-average month for used- 
car sales.—(E. W. Peterson.) 

+. * * 


Cleveland 


The year opened on a conserva- 
tive note with sales for the first 
week going just over the one-thou- 
sand mark. However, the total of 
1,024 was 400 more than New Year’s 
week a year ago. Good shopping 
weather is being credited with the 
increase. 

Excert for new-car sales, all other 
movements were down; used-car 
turnover dropping to 1,201, while 
truck sales dipped to 44 used ve- 
hicles and 55 to new unit sales. 


Most predictions for the year 
ahead were for a “sharp turnabout 
in conditions with buyers taking 
full charge of the market.”—(Doro- 
thy Macey.) 

* 


* 


Birmingham, Ala. 


December sales of new cars in 
Birmingham, Ala., showed a gain 
of 32 units over the previous month. 
The total for December was 1,107, 
compared with 811 for December, 
1951. 

Sales by makes were listed as 
follows: Allstate, 3; Austin, 3; 


Buick, 41; Chevrolet, 185; Chrysler, 
29; DeSoto, 24; Dodge, 53; Ford, 





Easier Driving 
Defended as 
Benefit to Public 


MANCHESTER, N. H. — (UTPS) 
—Marcel F. Lamarche, service man- 
ager for a large New Hampshire 
dealer, has taken issue with an edi- 
torial in the Manchester Union- 






| Leader, which claimed that too easy 


driving spells sudden death in mod- 
ern cars. 

In a letter to the editor, Lamarche 
said that “whatever safety and com- 
fort devices are offered to the cus- 
tomer, they are to the public’s 
benefit.” 

He cited a number of improve- 
ments, including power steering 
which “makes it about 70 percent 
easier to pull away to avert an 
accident.” 





hoa mst SiD thE) 


outh— 


Two models, dressed in Pilgrim style, helped Mt. Lebanon Motors, Pittsburgh, intro- 
duce the 1953 Plymouths. Mt. Lebanon personnel in background are (from left) Warren 
J. Lapeirre, sales manager; Van H. S. Beese, salesman; Robert Bennett, salesman; 


C. J. Stein, salesman; Fred E. Reuter, 
official. 


president, 


and Don Eyer, Plymouth factory 


282; Henry J, 7; Hudson, 12; Jag- | 
uar, 1; Kaiser, 28; Lincoln, 8; Mer- 
}cury, 70; Morris Minor, 3; Oldsmo- | / 
|bile, 27; Packard, 15; Plymouth, | | 
| 138; Pontiac, 77; Studebaker, 37, 
jand Willys, 4. 

| Used-car sales were’ reported 
|}down, with prices lower.—(Stuart | © 
| Riddle.) “ 
| * * * 


Adams County, Ind. 


Adams County (Ind.) dealers say 
that public interest in new-model 
introduction is the highest in sev- 
eral years. Berne and Decatur 
dealers report hundreds of visitors 
flocking in to see the 1953 cars, 
with numerous orders being placed. 


(Simon M. Schwartz.) 
* + * 


Topeka, Kans. 


The old year was a record one 
for automobile licenses purchased 
in Shawnee County (Topeka, 
Kans.), according to Maurice F. 
Leonard, in charge of auto license 
affairs at the office of Shawnee 
County treasurer. 

Licenses numbered 47,568 for all 
types of vehicles, and more than 
38,000 were for passenger cars. 

In 1951, 43,925 tags were sold for 
all kinds of trucks, cars, and other 
vehicles. Passenger car tags 
amounted to 36,000. — (George M. 
Hunholz.) 

* BJ * 


Canada 


With favorable economic condi- 
tions and a probable tax cut in 
sight, many Canadian auto dealers 
expect record-breaking dollar vol- 





1953 


AAA Award to Teague— 


Marshall Teague (left), national AAA 
stock car champion, is congratulated by 
Tom Rhoades, Hudson public relations 
director, following receipt of a trophy from 
AAA's contest board in Washington. 
Teague drove a Hudson Hornet to seven 
| victories in the '52 season to win the title 
| by more than 1,000 points over his closest 
rival, Frank Luptow. 


ume on sales of both new and used 
cars and commercial vehicles. 


A cut in the present 10 percent 
sales tax or 15 percent excise tax, 
it is believed, would prompt thou- 
sands of Canadians to buy cars 
in 1953. 

With the automotive industry no 
longer handicapped by any serious 
labor or material shortages, unit 
deliveries are expected to be speed- 
ed up.—(M. L. Schwartz.) 


* * * 


San Antonio 





San Antonio and Bexar County to- 
taled 1,171 in December—a gain of | 
137 vehicles over sales in Novem- 


CUTS SNOW AND MUD 


CLEATS AS 


WELL AS 


DE-SKIDDING BOTH 
ae ea 


@ REGULAR DE-SKIDDING 


Tire de-skidding is a year-‘round profit 
eam Ace MAC el mele) lm lhy 


builder— 


WHEEL ALIGNERS AND C 


TOOLS e .WEIGHTS 


Gives 25% more traction on icy roads 
increases tire life 15% —ALL your 


trade will want de-skidded tires 


Sales of new motor vehicles in 


49 


ber. Of these, 991 were cars and 
180 were commercial vehicles. 

Fords led the new-car field in 
December, with a total of 222 units 
sold against 164 Chevrolets and 94 
Plymouths. 

Motor vehicle sales for the year 
1952 totaled 12,111, of which 9,971 
were cars and 2,140 were com- 
mercial vehicles. This is a de- 
crease of 2,382 vehicles from 1951. 
Chevrolet led in 1952 sales with 

a total of 2,809 vehicles, followed 
by Ford with 2,167, and Dodge with 
957. In the new-car field, Chevrolet 
led with 2,042 sales, compared with 
1,760 for Ford and 834 For Plym- 
outh.—(J. H. Reed.) 


Mo. Legislature 


To Study Bills on 


Roads, Licenses 


JEFFERSON CITY, Mo.—Meas- 
ures affecting the auto industry 
will be considered by the new Mis- 
souri Legislature. 

Senator William M. Quinn will 
introduce a bill authorizing con- 
struction of toll roads financed by 
revenue bonds. 

Another measure to be offered 
would amend Missouri’s new driv- 
er’s license law so that licenses 
may be suspended for aggravated 
first offenses of careless and reck- 
less driving. 

St. Louis is sponsoring legisla- 

tion which would give it control 
of bus fares and routes and permit 
it to develop off-street parking fa- 
| cilities. 
The city’s main legislative goal is 
|to get permanency for the muni- 
cipal earnings tax, now operating 
under an emergency enabling act 
which expires Apr. 1, 1954. 





MUD AND SNOW CLEATS > 


Make snow tires from present tires on 
the Skid-Defier — then sell a set of 
new skid-defied tires in the spring 


ORRECTION TOOLS e 
STEAM CLEANERS e 


JOHN BEAN DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 


WY RY Cer mr | 


tae Oe ee ene 
CAR WASHERS 


e HEADLIGHT TESTERS 
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Operators Critical of Dealers . . . 





Neglect of Fleet Service Charged 


aa dealer service and|only the first to be supplied with 


new -vehicle makeready were 
severely criticized in two papers at 
a symposium on “An Engineering 
Approach to Service Problems” pre- 
sented during the annual mid- 


winter meeting of the Society of | 


Automotive Engineers held in 
Detroit. 

The two papers that were most 
critical of dealer ability to give 
adequate service were read by 
Walter H. Langseder, fleet man- 
ager for Thomas J. Lipton, Inc., 
and Robert W. Thomas, director 
of transportation for Quality 
Bakers of America Cooperative. 

Other papers on the subject were 
read by Carl T. Doman, service 
manager of Ford Motor Co.; W. W. 
Edwards, of GMC Truck & Coach; 
F. G. Allen, of White Motor Co., 
and Frederick K. Glynn, automo- 
tive engineer of American Tele- 
phone & Telegraph Co. 

+ * + 

een pe on why the fleet owner 

should use dealer shops to serv- 
ice fleet vehicles, Doman pointed 
out that the dealer’s shop is not 


When it says M 





|service information and_ special 
tools, but also has mechanics who 
are thoroughly trained by the man- 





of dead mileage traveled to and 
from a central shop. 

“As to the disadvantages,” he said, 
“first of all there are not enough 


ufacturer’s own technical instruc-| fleetminded dealers aggressively so- 


tors. 


He also brought out that using 
the dealer’s shop eliminates the 
need for financial investment on 
the part of the fleet owner in 
special tools and servicing facili- 
ties. 


Inventories of parts always run 
into sizable investments, Doman 
said, adding that many of these 
become obsolete in fleet - operated 
shops. Replacement of defective 
parts is handled on a no-cost basis 
in dealer shops, he pointed out, and 
even though the factory provides 
the part free to the fleet shop, the 
mechanic’s time is still an ex- 
pense item. 

” * * 


RITICIZING dealer service, 

4 Langseder said that fleets scat- 
tered over parts of the country will 
find a definite advantage in using 
dealer shops through the reduction 


liciting fleet service work. Too often 
they think only in terms of selling 
new vehicles, and that may or may 
not be partly the manufacturer's 
fault. An adequate work load for 
the size of the shop is not provided, 
and, consequently, the ability to 
provide the 24-hour service required 
by good fleet maintenance is lost. 
The ideal setup is where a vehicle 
can be left in the evening to be 
ready the next morning. 

“Dealer service,’ Langseder con- 
tinued, “begins with the initial 
new-car make ready. A wash job, 
plus checking the gas, water and 
oil, as some dealers do, is by no 
means the ideal method for new- 
car preparation. 

“We remember all too well the 
lost time and expenses we’ve suf- 
fered in returning new vehicles 
to the dealer’s shop because of 
misfit doors, water leaks at the 
windshield, faulty heaters, trans- 


TRADE MARK 


youre sure its right 


for any PLYMOUTH «DODGE «DESOTO + 
CHRYSLER * DODGE “Job-Rated’’ TRUCK 






It’s smart to.be sure! It’s wise to use MoPar parts and accessories and 
‘be sure of high quality, perfect fit and top performance. When you 
depend on MoPar, customers know they can depend on you. 


These genuine Chrysler Corporation parts and accessories are bound 
to do a better job—they’re made to exactly the same high standards as 
original parts. They’re easier to install—in less time, with less trouble— 
and they get results that bring a heap of satisfaction all ’round! 


When you service Plymouth, Dodge, De Soto or Chrysler cars or 
Dodge ‘“Job-Rated"” Trucks, be sure you’re right, with MoPar! 


CHRYSLER CORPORATION «+ PARTS DIVISION + DETROIT 31, MICHIGAN 


Genuine Chrysler Corporation 


*Trade-Mark for 


Parts and Accessories 





missions that skip out of gear, 
carburetors that flood, radiators 
and hoses that leak, differentials 
that growl, and so on, Sometimes 
it seems that road testing is a 
forgotten art. 

“The fleet operator must select 
dealers with the same critical eye 
he uses in hiring men for his shop. 


He must shy away from dealers | 


who try to sell the customer five or 
six items more than he has asked 
for.” 
- * * 

a brought out an in- 

stance where an operator had 
constant difficulty with faulty tim- 
ing gears although the dealer and 
the factory were requested to in- 
vestigate and recommend a mainte- 
nance procedure that would pre- 
vent these early road failures. 


Much discussion followed, Lang- 
seder said, but to this day no 
recommendation has been offered 
and the operator had to eliminate 
that make of vehicle from the fleet 
and use one that operated more 
successfully. 


W. W. Edwards pointed out 
that the manufacturers’ first line 
of offense in carrying out re- 
quired service operations is his 
own dealer service organization, 
and for that reason most manu- 
facturers aim their training pro- 
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“IT have to do this in my spare 


time. The highway commission 
doesn’t allow money for scenic 
wonder.” 





grams and service setups in the 
field at the dealer service level. 

This does not mean, however, 
that the manufacturer lacks inter- 
est in fleet problems, Edwards said, 
but it does point out the reason 
why service publications and serv- 
ice training programs have been 
planned generally for release to 
dealers. 

Edwards said it is doubtful if the 
majority of smaller fleet operators, 
and even some of the dealers, fully 
realize what is available to them 
in the way of technical information 
and training to help them keep 
pace with their requirements. 

* * = 

f bepens basic purpose of all training 

and service literature, he said, 
was to improve the success of the 
product in the field. They are avail- 
able to the fleet operator as well as 
the dealer, but in many cases are 
not used to full advantage. 

Thomas, of Quality Bakers, said, 
“Our experience across the coun- 
try with dealer repair or mainte- 
nance has been extremely spotty 
and largely unsatisfactory. Actu- 
ally, effective preventive mainte- 
nance by dealers is substantially 
nonexistent. 

“There are three situations exist- 

ing in our operation,” Thomas ex- 
plained. “First, fleets of 50 to 100 
}or more trucks in a large city. 
Second, fleets of 20 to 50 trucks 
in cities of 50,000 to 100,000 popula- 
tion. Third, scattered groups of one 
or two trucks in small towns. 

“The bakery is justified in em- 

ploying a competent shop super- 
intendent or chief mechanic. We 
have found that such a shop can 
be efficient, both mechanically and 
economically. It can be run so as 
to provide better service to the 
bakery with less confusion and at 
a lower cost than any dealer could 
afford. 


x x * 


|“TX.EW cities in the second cate- 
gory have dealerships compe- 
|tent to provide the proper service 
at any price. If they stock the parts 
that are needed, we are very 
thankful. A working foreman, plus 
one or more mechanics, and a man 
for greasing, washing, gassing, etc., 
|solve our problem. 


“In the third category, the prob- 
lem is best taken care of by hav- 
ing properly equipped traveling 
mechanics visit each location peri- 
odically,” Thomas concluded. 


Allen explained the White guar- 
anteed maintenance plan, how its 
cost is computed and how it 
operates. 

Glynn took the halo off the de- 
sign engineer and put it on the 
driver by suggesting a report sys- 
tem whereby every driver would 
make a daily report whether he 
had any trouble. Thus the fleet 
operator would know if some unit 
was constantly causing trouble and 
he could, by using a “psychological” 
approach, induce the manufacturer 
to have that part redesigned or 
corrected. 








O’Connor Estate $166,050 


SAN FRANCISCO.— Thomas J. 
O’Connor, who until his death was 
a partner in the firm of Masarie & 
O’Connor (Oldsmobile) in San 
Francisco, left an estate valued at 
$166,050, according to a court ap- 
praisal. His interest in the dealer- 
ship was appraised at $52,983. 
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Forms Eat Up 1% Million Man-Hours a Year .. . 





U.S. Red Tape Costly to Industry | 


DETROIT.—More than 1% mil- 
lion 
nually by the automotive industry 
in filling out forms and question- 
naires for the Federal Government, 
an Automobile Manufacturers Assn. 
survey reveals. 

Out of a total of 49 manufactur- 


ers queried by AMA, 22 including | 


nearly all of the larger companies, 


replied. | 


The survey does not include 
voluminous reports companies are 
required to give OPS and the 
Wage Stabilization Board, AMA 
pointed out. 

Results of the survey have been 


British Makers | 
Open Wide Sales 


Drive in Canada 


OTTAWA. — Britain’s major car 
makers are going allout to increase | 
their sales in Canada by pruning | 
prices, increasing advertising bud- | 
gets substantially for 1953, promot- | 
ing service facilities and offering 
direct help to dealers in their pro- 
motions. 

Rootes Motors (Canada), Ltd.; 
Austin Motor Co. (Canada), Ltd.; 
Standard Motor Co. (Canada), Ltd., 
and others are promoting sales in 
newspapers, national magazines, di- | 
rect mail and radio programs. 

One British company is said to! 
be increasing its promotion ex-| 
penditures in Canada by 50 per-| 
cent; another by over 100 percent. | 
In addition, the companies are in- 
creasing direct aid to dealers by | 
supplying large display banners for | 
windows and showrooms; practical | 
aids in training sales staffs, and 
“premium” suggestions to stimulate | 
sales. 

At the same time, more dealers | 
are being appointed to handle the 
anticipated increase in business. | 
Britain’s major car manufacturers 
have completed surveys of all the 
important territories and the so- 
ealled “hinterland” where more} 


man-hours are consumed an-| 


forwarded to Frederick J. Lawton, 
director of the Bureau of the Budg- | 
et, for possible use by the bureau | 
in simplifying Government forms | 
and questionnaires. 

AMA pointed out that the 114} 
|million man-hours is equivalent to 
a year’s work by a force of 750 em- | 


Load-Packer Replica 
WAYNE, Mich.—Desk replicas of | 
the new Gar Wood Load-Packer 
for presentation to key city and 
department of sanitation officials 
have been announced by Gar Wood 
Industries, Inc. The reproduction 
of the refuse collection unit is seven 
inches wide and three inches high. 
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ployes. On a conservative basis, the | 
annual cost of this work is esti-| 
mated as more than $5 million. 


The survey, AMA said, showed 
that forms for the Controlled Ma- 
terials Plan alone consumed 784,- 
251 man-hours a year, More than 
58,000 additional man-hours are 
required to fill out forms for other 
activities of NPA. Monarch Gives Award to Top Essayist— 

Tax forms of the Bureau of In- | Joseph W. Farlow (center), executive vice-president of the Automobile Merchants 
ternal Revenue require automotive Assn. of New York, hands an award to John P. Marzullo for his prize essay describing 
companies, not including several of | Buick power steering. The essay contest was sponsored by Monarch Buick Co., Inc., 
the largest, to expend more than | New York City. At right is Bernard A. Elfring, secretary-treasurer of the dealership. 
305,000 man-hours annually. Pr a a 

Tabulation of data for the De- 
partment of Defense requires 49,- 
469 man-hours. Other agencies, 





with the man-hours their forms 
require, include the Air Material 
Command, 15,608; Bureau of Cen- 


sus, 8,693; Bureau of Labor Statis- 
tics, 4,024, and Bureau of Mines, 
3,164. 
























sales can be developed, stressing | 
solutions of local problems in pro-| 
motions. | 

It is generally felt that the small- | 
er dealers have been neglected and 
much more attention is expected to} 
focus on them. 

In line with this approach, the 
British companies are spreading 
the words that “service is guar- 
anteed” regardless of where a mo-| 
torist drives his car in Canada. 





U. C. Price Idea 


Pa. Dealer Wants to Dull 


Chiselers’ Edge 


PITTSBURGH.—A central “clear- | 
ing house” to keep dealers posted | 
on the activities of used-car price 
chiselers has been suggested here | 
by R. Etter, of Willys Sales & 
Service. 


Etter’s plan, he thinks, would put | 
a damper on the efforts of poten-| 
tial used-car customers who insist 
that “another dealer” has offered 
them a used car, “just as good, for | 
$50 less.” 


Under the plan, each dealer 
would telephone the names and re- 
marks of such prospects each day 
to the information center, which 
would publish a daily mimeo- 
graphed sheet, listing the persistent 
shoppers. 

Even at a subscription price of 
$50 a year, forestalling just one 
“cut-rate” customer would pay for 
the service, Etter says. 


Canadian Garage Failures 


OTTAWA.—Garage bankruptcies 
across Canada increased to 13 in| 
the third quarter of 1952, compared 
with seven in the same period of 
1951, the Canadian Government has 
reported. This year’s failures in- 
clude five in Quebec; three in On- 
tario and the prairie provinces, and | 
one each in the Atlantic provinces 
and British Columbia, the report 
Said. 
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The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


MOTOR ENGINEERED 





















FOR REPLACEMENT SERVICE 








Whether the job calls for regular or chrome-faced piston rings, 
you'll find the answer in a Hastings Steel-Vent Set. And whether 
the job is re-ring, re-bore or re-sleeve, you'll find Steel-Vent 
tough on oil-pumping, gentle on cylinder walls. 


It’s gentle because Steel-Vent’s two wall-contacting steel sec- 
tions have rounded edges which provide hairline contact and 
reduce drag to a minimum. 


It’s gentle because the Steel-Vent spacer has extra wide vents 
that let oil flow through freely for extra cylinder wall lubrication. 


It’s gentle because Steel-Vent’s flexible, low-tension inner 
spring works only against the steel sections—holds them on the 
cylinder wall with soft pressure. 


Result: maximum life, minimum wear. 





Hastings gives you complete coverage for all passenger cars—in 
regular and chrome sets—Motor Engineered for each make and 
type of engine, for every engine condition and operating need. 
Hastings Manufacturing Co., Hastings, Michigan; Hastings Ltd., 
Toronto (Piston Rings, Spark Plugs, Oil Filters, Casite, Drout) 


HAOTINGS 


STEEL-VENT PISTON RINGS 
Regular, or. Chrome Faced, 


IN CARS, TRUCKS, BUSES AND TRACTORS 
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Say 


IMPLE truths often escape us 
... they are so obvious. We all 
know that a man, or a team, always 
moves more efficiently when he 
knows where he’s going, but many 
neglect to provide work maps. 
What reminded us of this was a 
note from Martin Bury, head of 
Wilkie Buick in Philadelphia, one 
of the real experts of automotive 


Merchandising 


Memos to Dealers 


By Bob Finlay 


retailing. Bury enclosed a copy of 
his blueprint for 1953 along with 
the used-car control bulletin he re- 
vises from year to year for his 
staff. 

The blueprint is not just a flock 
of figures. It breaks down the ob- 
jective on a per-man, per - day 


basis—so every man in the shop 


| can know what he should be do- 
ing to carry his weight. 

Objectives are set forth for new 

| cars, used cars, retail financing, 

| customer labor sales, parts sold with 
labor, parts sold over the counter 
retail, parts sales wholesale, acces- 

|sory sales, tire sales and insurance 

| premiums. 


* + * 


| Framework 


— figures are 
performance, capacity, 
and potential. 

Take one classification. In 1950, 
13 salesmen delivered 1,976 new 
cars; in 1951, 14 delivered 1,460, and 
in 1952, 12 delivered 1,275. 

Based on 1952 results, Bury 
says, each salesman delivered 106 
cars a year. The 1953 goal of 2,520 

| new cars can be approached from 
| two directions. 

At the 1952 rate, it would take 
double the number of salesmen to 


based on past 
capital | 


Lights Show Off New Ontario Outlet— 

An effective lighting arrangement which outlines the whole building dramatically at 
night accentuates the new quarters of R. D. Little & Son Ltd. (Ford-Monarch), Richmond 
Hill, Ont. Robert D. Little is president and Donald L. Little is vice-president. 


attain the goal. Or, if each salesman 
made more daily contacts, fewer 
salesmen could do the job at a 
greater return to themselves. Thus, 
Bury estimates that 18 to 20 sales- 
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men can do the job if each makes 
15 to 20 contacts daily. 

Bury points out that management 
shares the responsibility on daily 
contacts. It should supply each 
salesman with a daily list and then 
review each daily report on the 
contacts. 

Each list should include all ac- 
tive prospects due for follow-up, 
plus 10 virgin prospects, plus 
three names of owners. 

In similar manner, each part of 
the business is broken down and 
studied. 

+ * 


To Avoid Problem 


HE used-car bulletin, a separate 

document, is designed to fore- 
stall any so-called used-car problem. 

It is in the handling of the used 
car that the greatest care must be 
exercised. Not only is there the 
variable value of each used car, but 
the market changes and the danger 
that the dealer may make a bad 
deal in trading down. Perhaps a 
more potent danger is that of con- 
fusion in dealer bookkeeping with 
overallowances on the new car. 

Bury makes it a firm policy 
that all appraisals must be at net 
cash wholesale value—the price 
at which the average used-car 
dealer would buy the car. 

Don’t forget, Bury cautions, “that 
We are actually BUYING every car 
we trade—and we’re buying them 
for cold cash.” 

“In this connection,” Bury says, 
“if a given automobile has a true 
cash value of $1,000, the mate to 
that automobile needing $200 worth 
of work is not worth $800. It is 
more apt to be worth $750 or $700 
or less. 

“No automobile on which repairs 
have been made is ever worth as 
much as the same automobile on 
which no repairs were ever needed.” 

*~ * aa 


Trade Tip 


A UOWANCES are set by the 
“4% sales manager, and they may 
be more or less than the appraisal 
figures. But in no case, Bury says, 
shall the first allowance quoted be 
more than the net appraisal figure. 

Bury points out that a car ap- 
praised at $1,000 can never be 
obtained for $1,000 if the original 
allowance quoted is $1,100, but it 

can frequently be obtained for 
$1,000 if the first figure quoted 

is $900 or $950. 

On delivery of the new car, the 
used car should be checked again 
to make sure it is in the same con- 
dition as when it was appraised. 

+” o + 


Bull Session 

ACH morning, a bull session is 

held on the used cars taken in 
the previous day. Those taking part 
should include the used-car man- 
ager, the new-car sales manager, 
the service manager, the appraiser 
and the used-car shop foreman. 


|} Salesmen may attend if they desire. 


The task of the session is to con- 
firm the value of the cars and their 
disposition, as well as to consider 
cars which have been in inventory 
20 days or more. 

Cars designated as wholesale 

must be sold within 72 hours and 
cars designated as retail must be 
conditioned within the same peri- 
od unless a repaint job is needed 
or a wrecked car is being repaired 
for wholesale. 
All cars of high mileage, unpopu- 
lar make or cars which have not 
had proper care should be desig- 
nated wholesale. 

No individual may override the 
decision of the bull session. 

Cars in stock more than 30 days 
must be wholesaled at once at the 
best price obtainable. 

* + ® 
Watch Inventory 


HE used-car inventory should 


never exceed in total cost the 
(See MEMOS, Page 53, Col. 2) 
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Extension of Coverage Sought .. . 





NEW YORK. — Bills to increase | 
benefits and otherwise liberalize un- 
employment compensation laws will 
be introduced in most of the state 
legislatures convening this year, it 
is indicated by reports. 

New Mexico lawmakers are be- 











Increased Jobless Pay 
Urged in Many States 


to lower the rate of employer 
contributions from 1.4 to 0.9 per- 
cent of taxable wages. 

Montana’s Unemployment Com- 
pensation Commission is advocating 
legislation to increase maximum 
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Lawley Modernizes U. C. Setup— 









.— ing asked to enact a bill increas- | W¢ekly benefits from $20 to $26 and aie _— 
ing maximum unemployment ben- to reduce the average employer tax ; New used-car facilities at Lawley Motors: (Nash), Atlantic City, feature a turntable 
efits from $25 to $30 a week, and Tae compan tae oo an on a ~ cog “aaa — office building, bright lighting and eye-catching signs. Tom 
e sed legislation calls for awley is the dealer. 
kes ‘ different employer tax rates, rang- 
ent | INCREASE Chevrolet Shifts i a = om of 27 of 0.5 percent of becoming. I would regard ef- 
lily be . to ‘ maximum of 2.7 percent. A { f ficiency as a duty. I would lay 
ch © SHOP PROFITS [Allen to Calif., |, A.Meyand proposal, which vas UO Forum ain sei uae on 
len | ° : (Continued from Page 4) ’ g 
the d assure customer Council committee, calls for an in- I wouldn’t worry or try to look 
an : : Fessenden to Flint crease in unemployment compensa-| would try to serve the public by too far ahead, I would realize 
c- |satisfaction through DETROIT. — Appointment of | tion benefits from $25 to $30. providing it with dependable and | that if I ran my business right 
Pp, | James H. Allen as plant manager} Pennsylvania benefits would be each day, according to condi- 
| ° ; ; economical transportation on as : 
us better repair work of Chevrolet's Los Angeles assem-| boosted to a maximum of $35 week-| wide a scale as possible tions, the long pull would take 
bly plant at Van/|ly, under a proposal backed by the — : care of itself. I think I would 
of That's why 70% of the units of this Nuys, Calif., has| Pennsylvania Federation of Labor. I would try to serve my em- find a few years hence that this 
1nd __ [type in use among car dealers are Sun built. been announced Organized labor in Tennessee ployes by giving them fine, at- program, based on a will to 
iThe Sun Line is complete—offering scientific by E. H. Kelley,|] wants maximum unemployment tractive business opportunities serve, rather than on a will to 
testing equipment of every size and type. Chevrolet general! benefits i ased f - f and helping them become bet- get, had actually gotten far more 
This enables any car dealer, regardless of man ufacturin nefits incre rom $24 for ter workers, better earners, than I could have gained by any 
lsize, to have the units that best fit his shop aia &| 22 weeks to $30 for 30 weeks. better mien, k weed they to serve Gthar tind of ethest 
ate needs. Newly engineered 6-12 volt equipment eo Massachusetts labor groups are Sioa Goal 4 the i ana ne mea Lae 
re- _|is now available—or your present equipment, F. J. Fessenden, | seeking an increase from $25 to $30| NY *eow Gealers and the in- . 
’m. through the Sun Modernization Plan, can be former plant|in maximum benefits. dustry at large by being active |Tasco Joins Ideal Corp. 
sed (quickly converted to serve vehicles of both manager at Van : 4 . in trade association work. And, * 4s ° 
be oltages. Talk to your nearest Sun Repre- Nuys, has been aan ee ‘Semaine oon eee I would try to serve society by As Subsidiary Firm 
the sentative or write direct to Sun. named plant aomms $05 to $40 aan . soepeual performing all my civic duties, NEW YORK. — Automotive Spe- 
put = 2 manager of the| packed by the California Federa- playing fair in all my business j|cialty Corp., of Brooklyn, N. Y. 
zer a M. a — “es ee asseM-| tion of Labor. dealings and keeping my per- (Tasco), has become a subsidiary 
MOTOR TESTER “allen, former general superin- Se eee aa” ne ae aaeeun var oo otha . 
| ’ : . cording to Louis E. Fogel an Pp 
on- ae of ae gly co Canadian P & A Employes I would try to serve my coun- | Rauch, presidents of the firms. Tas- 
ith eee Oe. een Auvanta, NaS! OTTAWA.—A total of 22,114 em-| tty by being the best dealer and |co manufactures starting, lighting 





been with the firm since 1933. 
Major W. Clark has been ap- 


ployes was engaged in Canada’s 
motor vehicle parts and accessories 


the best man that I was capable 





and ignition products, Ideal is one 
of the oldest producers of hose 


ointed assistant 1 plant 
ot Pp general plant). dustry on Oct. 1, 1952, according} Plunket Takes Willys Deal clamps and switches. 
a ‘ to the latest Government survey. h 3 Ag ; Tasco will remain a separate 
£ le Hourly wages, the Government|_ The Willys dealership in Aiken, | company, with Fogel as president 


~~ ' said, had increased more than 11|S8. C., has been taken over by Olin| and general manager, and his broth- 
cents an hour on the average as| Plunket, formerly with Swingle| er, Pat Fogel, as vice-president and 











a ie a compared with Oct. 1, 1951. Chevrolet Co. sales manager. 
ys, 
‘ue } 
to / 
rth MASTER 
is os FeaeEAOR 
” F. J. Fessenden James H. Allen Li a 3 | a a i 
irs 4 ' manager of Chevrolet-Flint manu- S h foni 
as > eee | facturing plants. Clark, former | 
on (ee manager of the Flint assembly 
a oe oe Me) plant since 1915, joined Chevrolet | DOUBLES 
| ae in 1916. | 
he White Sales Booklets PROFITS 
a4 Win Mead Award | 
ys, CLEVELAND.—A series of sales | 
be booklets on the theme “It Pays To| 
re. Modernize Your Store Front on 
- Wheels,” produced by White Motor 
e Co., has been given a Mead award 
al for excellence. | 
it The series of folders was devel- | 
or oped by D’Arcy Advertising Co. as | 
d part of White’s sales training pro-| 
gram for its Model 3000. 
he 
‘in 
n- Memos 
(Continued from Page 52) 
liquidation value of the cars at 
s wholesale for cash. 
o Basic pricing formula is to strive 
= for a 20 percent profit. Used-car 
rt advertising expense should be lim- 
= ited to 1% percent of retail sales 
ue volume, or about $20 a car retail. 
— Used-car lists are to be issued 
it each Tuesday and Friday so that Combination HYPRESSURE JENNY and chassis . . . cleaning for painting or 
re. all men will be informed of selec- | will bring more new customers into your undercoating and on dozens of other 
n- tion and price details as rapidly as | bon turn out work faster, and at greater services customers need and want. 
- possible. profit than any other Pa of es As a cooling system flusher Combination 
sal Each purchase order must show | SEEVICT CQMPMOR OS Ee marnet. HYPRESSURE JENNY will bring you an 
ry the origin of the prospect to arm | As a steam cleaner JENNY will make 2Verage of $9.50 per job, including 
| the advertising manager with facts. you $4.00 to $5.00 in 20 minutes clean- | t¢Placement parts such as hose, fan 
: Used-car management requires ing a dirty car motor—a job you couldn’t belts, ra etc., and further boost 
d that the inventory be well bal- do as weil in an hour by hand methods. your profts. 
” anced as to models, prices and That’s more than doubling your profit. JENNY cuts shop overhead, too, by 
- selection. To accomplish this, used And you can do equally as well on jobs keeping your equipment, lifts, pits, floors, 
d cars are purchased or traded as such as cleaning dirty wheels and white driveways, walls, etc., free of dirt and 
d needed. side walls . . . thawing radiators . grease in one-tenth the time and labor 
‘ Terms are a third down, with stripping mud and grease from springs required by hand-cleaning methods. 
ot balances of = more than 12 —_ For complete information WRITE TODAY for your FREE COPY of “1001 
g- On Bix-7ent-cle C888, Ret mere then WAYS TO EXTRA PROFITS WITH HYPRESSURE JENNY.” No obligation. 
18 months on three to five-year-old ; 
h cars and not more than 24 months 
. on one and two-year-old cars. De- 
e the approval of the treasurer or HYPRESSURE JENNY DIVISION 
” general manager. 
Bury concludes: HOMESTEAD VALVE MANUFACTURING CO. 
“These are the fundamentals. 
hs a yee Graciousness, courtesy, honesty and 
ld fair treatment of our used-car cus- 
ne 2) Avondale Ave., Chicago 31, Illinois tomers are required ingredients of CORAOPOLIS, PA. 





a successful used-car operation.” 
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DeSoto-Plymouth Dealers 
Pick Stearns in Cleveland 
DeSoto-Plymouth dealers of Cuy- 
ahoga County (Cleveland) have 
elected Walter H. Stearns as presi- 
dent, succeeding James E. Boast, of 
Render-Boast-King. 
Other new officers include Don-| 


ald Larick, Larick Motor Sales, | 
Willoughby, vice-president; A. D. 
Pelunis, Pelunis Motors, treasurer, 
and Jack Hopkins, O’Connor Mo- 
tors, Inc., secretary. Stearns and 
Boast were also made trustees, 
along with J. S. Schrock, of Keith 
Weigle Motors. 








TURNTABLES! 


NUFACTURER TO YOU 


DIRECT FROM THE MA 





Set up your own NEW CAR SHOW! 


Limited time 


$495” 


F.0.B. Port Chester 
Write for catalog No. 9 


MACTON MACHI 


© Costs about 1 cent per hour to operate 
® Collector rings for interior lighting 
®@ Drive on runway ®@ 4500 Ib. Capacity 


®@ Unconditionally Guaranteed for 1 year 


NERY CO., INC. 





217 LOCUST AVENUE 


PORT CHESTER, N. Y. 





Strickland, Frost Open 


U. C. Lot in Atlanta 

ATLANTA.—J. R. Strickland and | 
T. H. Frost have opened a used-car | 
lot at 320 West Peachtree St., N. 
W., under the firm name of Strick- 
land & Frost. 


Used-Car Notes 


Both men had been with Frost 
Motor Co. (now Hub Motor Co.) 
for several years. 


* * - 


Karp Is Elected President 


Of Savannah U. C. Group 


SAVANNAH, Ga.—Melvin Karp 
has been elected president of the 
Savannah Used Car Dealers Assn. 
John R. Clark was elected vice- 
president, and B. H. Moore jr., 
secretary-treasurer, 

The group also is considering a 
charter designed to improve con- 
ditions in the used-car trade. 

* 


* * 


Philadelphia U. C. Dealers 


Advise Use of Emblem 

PHILADELPHIA.—To help bol- 
ster the prestige of the used-car 
dealer, the Philadelphia Used Car 
Dealers Assn. has suggested to its 
members that they carry the em- 
blem of the association on their 
stationery and advertising, accord- 
ing to Stanley W. Hoffman, execu- 
tive secretary. 


* * * 


Keith, Stone Open Lot 

PORTLAND, Ore.— Opening of 
Keith & Stone Motors, used-car lot 
at 3634 N.E. Sandy Blvd., has been 
announced by Robert C. Keith and 
Herbert H. Stone, partners. Keith 
formerly was with Lyman Slack 
Motors (Mercury) and Billingsley 
Pontiac Co. Stone was in the real 
estate field previously. 





more quickly, more accurately, to eliminate guesswork... 
but it allows final adjustments and inspection to be made 
with the car operating “on the road.” With the Clayton 
Dynamometer in use there can be no service come-backs; 
no dissatisfied customers. l 
Sell horsepower. ..improved horsepower, 
weighed and guaranteed...and parts and 
labor sales will take care of themselves. 
Mail the coupon and get the full story as 


it applies to your se 
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THE FULL STORY 


than “parts and labor” 


He’s mad because he’s hurt...in the pocketbook. He has just paid a 
repair bill without getting what he paid for... improved performance and 
increased horsepower. Instead of becoming a costly “‘come-back” he could 
have been a satisfied customer. 

The Clayton Chassis Dynamometer is showing hundreds of dealers 
and service shops the way to new, easy and increased service profits by 
insuring customer satisfaction. The dynamometer not only finds trouble 


rvice operation. 
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DYNAM METER 


pee> = CLAYTON MFG. CO.! 

BOX 550, EL MONTE, CALIF, 
Send us the complete story on 1 
modern automotive service for profit 
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Va. Chevrolet Dealer Officers— 


New officers of the Virginia Chevrolet Dealers Assn. are C. K. Hutchens jr., Newport 
News Auto Exchange, Newport News, vice-president; C. W. Appich, Emrick Chevrolet 
Sales Corp., Richmond, president; R. L. Wallace, Jeffries Motor Co., Inc., Chase City, 
secretary, and G. T. White, Burroughs-White Chevrolet Corp., Martinsville, treasurer. 
They will also serve on the assgciation’s board of directors during 1953. 





Legislative Roundup 





(Continued from Page 45) 


look more favorably on such pro-| 
posals. | 
Revenue pressures also will lead 
to further broadening of author- 
ity for issuance of both state and 
local bonds, especially bonds pay- 
able from project income rather 
than general tax receipts. | 

State fair trade laws, unfair trade | 
practices acts and other measures 
relating to pricing and merchandis- 
ing practices will be raised as issues 
in many states, but indications are 
that enactments will be confined 
mainly to laws affecting specified 
commodities such as cigarets, gaso- 
line and alcoholic beverages rather 
than laws of general application. 

Voluntary state fair trade laws, 
as enacted by 45 states to permit 
manufacturers to establish mini- 
mum resale prices for trade-marked 
products, will be less of an issue in 
state legislatures than would other- 
wise be anticipated pending the out- 
come of litigation challenging the 
1952 Federal McGuire Fair Trade 
Act. 

Bills to tighten regulations on in- 
stallment sale financing rates and 
practices will be introduced in a 
number of legislatures, but enact- 
ment probably will not be wide- 
spread. oo ts 

* 


Fight for Uniform Code 
UNIFORM commercial code bill 
already has been filed for con- 

sideration by the Massachusetts 

Legislature, with similar measures 

expected to be introduced in other 

states. Approved by the National 

Conference of Commissioners on 

Uniform State Laws after 11 years 

of preparation, the uniform code is 

aimed at modernization of a broad 
section of business law. 


The trend toward broadened laws 
designed to facilitate urban off- 
street parking will continue, but 
proposals contemplating municipal 
operation of parking projects will 
run into opposition from the private 
parking industry. 

With organized labor facing the 
prospect of a cooler climate in 
state capitals, there will be de- 
mands for curbs on the activities 
of labor unions. 


Advocates of such legislation re- 
ceived encouragement from the 
outcome of the November election 
and the fact that such acts were 
approved by the voters of Arizona 
and Nevada. 


It seems unlikely, however, that 
the enactment of restrictive laws 
will spread to any such proportions 
this year as in 1947, when many 
states adopted anti-closed shop and 
other laws restricting unions. 


Proposals for new state labor re- 
lations agencies and new facilities 
for mediation of labor disputes will 
be given increased attention in the 


legislatures. 


* * * 


Extension of Benefits 
LTHOUGH no new such laws 
have been enacted since 1949, 

bills to provide cash benefits to 

wage earners unable to work be- 
cause of non-occupational illness or 
other disability probably will be in- 
troduced in 19 states. Known as 
cash sickness or temporary disabil- 
ity benefits acts, such laws have 
been adopted thus far by California, 
New Jersey, New York and Rhode 
Island. 


With high employment continu- 


ing to swell unemployment com- 
pensation trust funds, liberalization 
of benefit provisions of these laws 
is certain, and the reduction of em- 
ployer tax contribution rates also 
is likely in many states. 

New regulation of wages and 
hours of intrastate workers also 
will be proposed in many states. 
Meanwhile, there will be further 
upward revision of minimum wage 
levels through administrative ac- 
tion under existing state laws. 

Increased benefits and liberaliza- 
tion of workmen’s compensation 
laws will again be widely enacted 
in extension of a consistent trend 
in recent years. An accompanying 
trend will be attention to measures 
on industrial safety. 

Proposals for stronger fair em- 
ployment practices laws may be in- 
troduced in at least 16 states, with 
stronger pressure behind them than 
in other recent years. With the ex- 

ception of a toothless FEPC law 
enacted by Colorado in 1951, no 
such law has been enacted in the 
last three years. 

Increasing recognition of the eco- 
nomic importance of tourist trade 
will lead to an expansion of state 
appropriations for advertising and 
promotional programs. Measures 
designed to aid states and munici- 
palities in the competition to at- 
tract industries and facilitate ex- 
pansion of plants also will be widely 
considered. 


Foltz Opens in Ft. Wayne 

FORT WAYNE, Ind.—Guy Foltz 
has opened a used-car lot at 2509 S. 
Calhoun St., to be known as Foltz 
Motor Sales. He came to Fort 
Wayne from Lima, O., in 1941. 





WANTED 
NEW 1953 FORDS 


FOR LEASE PURPOSES 
ONLY 


If delivered to Los Angeles, 
will pay Pacific Coast 
prices as follows —— equip- 
ment extra: 


MAINLINE 
Body Style 6Cyl. 8 Cyl. 
Business Coupe $1,522 $1,581 
Tudor 1,603 1,661 
1,641 1,700 
Ranch Wagon 1,908 1,966 


CUSTOMLINE 
$1,675 $1,732 
1,712 1,770 
1,682 1,740 
2,121 


Fordor 
Club Coupe .. 
Country Sedan 


CRESTLINE 
Victoria 
Sunliner 
Country Squire 


$1,986 
2,070 
2,226 
Wire - Phone - Write 


LES KELLEY 
FORD DEALER 


1225 So. Figueroa, Los Angeles 
Phone — Prospect 7531 
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By George Deery 
Associate Editor 

Packard’s expansion program, 
aimed at increasing car production 
by 80 percent this year, will be 
spearheaded by three separate ad 
campaigns during 
the first three 
months of 1953, 
Fred J. Walters, 
sales vice - presi- 
dent, said last 
week. 

Packard ads 
will cover 44 
pages in 13 na- 
tionally circulated 
magazines, and 
will be broadcast 
by more than 300 





Fred J. Walters 
radio stations and nearly 100 tele- 
vision stations. 


There will be a newspaper cam- 
paign placed on a cooperative basis 
with Packard dealers, and the use 
of other media is being studied for 
the cooperative fund. Campaigns 
using television spots and direct- 
mail advertising also are planned, 
Walters said. 

He explained that there would 
be three programs—one advertis- 
ing the full line of Packard-built 
cars; a second for the Packard 
Clipper line of medium-price 
cars, and a third program con- 
centrating on the Packard cars 
in the luxury field. 

The biggest single-day ad event 
will be broadcast over 216 CBS 
radio and 55 TV stations of Presi- 
dent-Elect Eisenhower’s inaugura- 
tion. 

Packard will sponsor a broadcast 
and telecast of the inaugural pa- 
rade, the inauguration, and of the 
inaugural ball on the evening of 
Jan. 20. In connection with the 
event, Packard dealers throughout 
the country will hold open house 
and invite the public to see and 
hear the ceremonies in their show- 
rooms. 

Dealers have sent invitations to 
prospective buyers, are installing 
special window trim, and in many 


eases will offer refreshments and 





1953 British Fair 
To Offer Products 
Of 100 Industries 


LONDON.—Nearly 100 industries 
will be represented at the British 
Industries Fair scheduled for Lon- 
don and Birmingham, Apr. 27-May 
8, according to officials of the ex- 
position. 

Displays by 2,500 exhibitors will 
be arranged in 30 groups of allied 
trades in three centers. The exhibit 
will include motorcycles and trucks 
as well as auto parts. 

Consumer goods will be shown at 
Olympia and Earls Court in Lon- 
don, and heavy industry at Castle 
Bromwich, Birmingham. 

The engineering section, at Cas- 
tle Bromwich, again will occupy 
the largest space. The textile and 
clothing exhibits, at Earls Court, 
are expected to be nearly twice as 
big as in 1952. 

Twenty-two Commonwealth coun- 
tries will be represented. 

Last spring, 1,150 buyers from the 
United States attended the fair. 
Catalogs listing the exhibitors and 
their products will be available in 
the United States through British 
consulates. 


Chicago U.C. Dealer 


Seized in Fraud Case 

CHICAGO.—Hunted for three 
months, Bruce B. Sweetlove, 43, was 
held here last week on complaints 
by a number of persons that he 
accepted used cars as a “broker,” 
sold them and then failed to pay 
the former owners. 

Sweetlove is owner of Action Mo- 
tors, 3515 Irving Park Blvd. Police 
said he would be charged with 
accepting money under false pre- 
tenses, 


Weldon Motors Bankrupt 

Weldon Motors, of Weldon, Sask., 
has made an assignment in bank- 
ruptcy, according to notice in Ot- 
tawa. The Canadian Credit Men’s 
Trust Assn. has been appointed 
custodian, 


Affecting Factories and Dealers . . . 


Auto Advertising 
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door prizes ranging from radio and | 


| 


television sets to new cars. 
o * * 


Willys to Air Coronation | 


Willys will sponsor both tele- | 
vision and radio coverage of | 
Queen Elizabeth’s coronation in 
London June 2 it has been an- | 
nounced by Ward M. Canaday, | 
president. 

American audiences will see 
and hear a total of more than 
five hours of the historic corona- 
tion event on the full networks of 
Columbia Broadcasting System, 
Canaday said. 

Sponsorship of the coronation 
coverage by Willys follows 
closely the company’s other ven- 
tures into public service pro- 
gramming. Within recent weeks, 
Willys has assumed sponsorship 
of the New York Philharmonic 
broadcasts on the CBS radio net- 
work, Omnibus on CBS-TV, and 
the presidential inauguration Jan. 
20 on the combined ABC tele- 
vision and radio networks. 
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Husband Wins, Wife Takes— 





Mrs. Jack Smoot receives the title to a new Willys Eagle which her husband (right) 
won in an employe contest at Willys-Overland Motors. Gerry Lyons, general sales 
manager of the company, makes the presentation to the couple. 


Five on Advisory Committee 
Of Baltimore Shop Course 


The advisory committee for the 
automotive service management 
course at the Baltimore Junior 
College includes E. W. Smith jr., 
service manager for Chesapeeke 


Cadillac; J. Cavendish Darrell, 


general manager of the Maryland 
Automobile Trade Assn.; Joseph J. 
Fox, service manager of Brook- 
Price & Co.; Franklin L. Hazelip, 
service manager of D. S. & D. 
Motors, and Wilmer T. Orpwood, 
service manager of Zell Motor 
Car Co. 





SOME SERVICE RECORD! 


55 


Philadelphia Tax 
OK in Car Price 


PHILADELPHIA. —A three-mill 
gross receipts tax on all merchan- 
dise sold in Philadelphia may be 
added to the ceiling prices of both 
new and used cars, the Philadelphia 
Automobile Trade Assn. was noti- 
fied last week, 


The $3 license fee, however, can- 
not be passed on to the consumer 
since it represents a license-to-do- 
business tax and is not a tax on 
the sale, according to the Philadel- 
phia office of OPS. 

Although the dealine for a mer- 
cantile tax license was Jan. 2, deal- 
ers who have not yet obtained it 
will not be penalized “provided the 
application is returned to the li- 
cense bureau within a reasonable 
time,” the association said. 

The association said that no in- 
formation is yet available on the 
effect the city’s gross receipts tax 
will have on suburban dealers who 
sell to Philadelphia residents, 

Philadelphia dealers now are ab- 
sorbing a one-mill School Board 
tax which went into effect before 
the OPS base period was estab- 
lished. The new OPS ruling does 


not cover this tax. 





Ask any automotive service shop with a 
KRW Hydraulic press if it was a worthwhile 


investment. 


hauls, installs bushings 


Autocar, for one, will answer 
with a rousing “Yes !” In addition to the jobs 
listed above, Autocar Sales & Service of 
Buffalo, N. Y. does generator and starter over- 


on shock absorber 


arms, removes and replaces pinion bearings 
and forms fifth wheel hold-down straps on 
their 75 ton hand operated KRW Hydraulic 
press. Install a KRW press in your shop and 
you'll soon find your mechanics lining up 
to use it. Time saved on scores of different 
jobs will pay for the press in a hurry. Avail- 
able in 25, 50, 60 and 75 ton capacities. Hand 


operated, air operated or motor driven. KRW 
also makes a full line of Bench type Arbor 


presses. 


Ask your local Machinery dealer to quote 
you. Or write, wire or phone Dept. 67 


for complete details and prices. 





WORLD'S LARGEST MANUFACTURER OF GARAGE TOOLS AND EQUIPMENT 















gineers, it takes about 75 percent 
of the effort out of steering, allow- 
ing the driver to retain the feel of 
the road at all speeds. 


The label of “Airflex Suspension” 
has been tagged on a new type of 
independent front suspension for 
1953 Nash cars. 


Extra long and flexible vertical 
coil springs are located above 
heavy steering knuckles which 
take direct vertical loads, result- 
ing in reduction of unsprung 


Evans Buys Pontiac Firm 


Harry Evans, of Carrollton, O., 
has purchased the Smith Pontiac 
dealership at East Liverpool, O. 
Evans formerly operated a Stude- 
baker firm in Carrollton. 


More Power in ’53 Nash 


Hardtops Are Available in Both Lines; 
Restyled Ramblers to Bow Later 


(Continued from Page 18) 


weight, according to Nash engi- 
neers, 

Wheelbases of the Ambassador 
and Statesman are the same as in 
1952—-121% and 114% inches, respec- 
tively. 

* * * 
NASs has had George Petty, cre- 
ator of the “Petty Girl,” design 
an optional hood ornament for all 
models. 

Door windows on the 1953 Nash 
are framed with aluminum extru- 
sions, Side windows on the hard- 
tops, “Country Club” sedans, are 
set in stainless steel frames. 

Taillight assemblies are part of 
extended rear fenders, Directional 
signals, standard on custom models, 


are offered as optional equipment | ¥ 










ANOTHER MILESTONE! 


their universal acceptance! 





Write for Brach 
Jobber Sales Plan 










Cat. No. 473 


AUTO AERIAL 


fastest, surest installation . . 
vice, the Brach Auto Aerial is a jewel of 
precision workmanship. 15,000,000 


Brach Auto Aerials attest to 








Acclaimed by jobbers, dealers and service men alike 


throughout the automotive world for easiest, 


. and long ser- 







THE ONLY ANTENNA 
WHICH GROUNDS 
AUTOMATICALLY 


Installed in less than 5 minutes 
A 


Non-corrosive construction 
Pre-assembled at factory 
abe ee Ls 


Clear, static-free reception 


200 Central Ave. e Newark 4, N. J. 









Division of 
General Bronze Corp. 


Reduce Corporate Taxes 
on the Warehouse “Diet” 





on super models. The gas filler is 
under the hinged cover of the right 
taillight, out of sight. 

An edge-lighted, reflection-proof 
instrument cluster is positioned so 
that all instruments are readily vis- 
ible to the driver. 
| * * * 

f bppo lighted drawer glove com- 
partment is located at the lower 
edge of the instrument panel. A 
finger grip at the lower edge elim- 
inates any protruding handle or 
knob. The hand brake is located to 
the right of the steering column. 
An interior feature is the ar- 
rangement of radio speakers for 


ers are mounted at each outer ex- 
tremity of the instrument panel, 
harmonizing with the overall pan- 








New Suspension— 


The 1953 Nash Ambassador and States- 
man models have a new type of inde- 
pendent front-end suspension called ‘‘Air- 
flex Suspension.” Combined with Nash 
power steering, offered as optional equip- 
ment, this suspension system is said to 
provide a new standard of steering ease, 
stability and safety. Extra long and flex- 
ible vertical coil springs are located above 
heavy steering knuckles which take direct 
vertical loads, resulting in low-frequency 
spring action, say Nash engineers. 


b 


better reception. The twin speak- | 
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el pattern. The driver, as well as 
| passengers, can hear the radio 
| equally well, regardless of car 
| speed, Doss said, 

The Nash convertible twin beds 
and reclining seat are available as 
| optional equipment on all 1953 Am- 
| bassador and Statesman models, as 
| well as tinted safety glass. 
| Many exterior color combinations 
are offered in the 1953 line of Nash 
cars. Upholstery selections include 
needlepoints, homespuns and genu- 
ine leathers in super and custom 
models. Hardtop convertible models 
are available in leather and needle- 
point combinations. 


Price Lids Called 
Key to Boost 
In Copper Output 


NEW YORK.—The board chair- 
man of Revere Copper & Brass, 
Inc., foresees the possibility of a 
large increase in American copper 





, | Russell, 


LeMans Race Engine Offered— 


production this year— perhaps as 
much as 150,000 tons—but only if 
price lids are lifted from the metal. 

Such an increase, if it comes, 
would result from resumption of a 
“normal” flow of scrap copper to 
refineries, according to James J. 
That flow has been ab- 
normally low for two years under 
price controls, he said. 

Mine production in the U. S., 
which climbed slightly from 938,133 
tons in 1951 to an estimated 940,000 
tons in 1952, should touch 980,000 
tons this year and 1,200,000 by 1956, 
Russell said. 

He estimated that world produc- 
tion, which dipped to 2,180,000 tons 
in 1952 after reaching 2,206,159 tons 
in 1951, would climb to 2,345,000 
tons this. year and pass 2,700,000 
tons in 1956. 


New Building for Simons 

Ray Simons, Inc. (Cadillac), of 
Dayton, O., will open a sales and 
service building at Oakwood Ave. 
and Springhouse Rd. Cost of the 
land, building and landscaping will 
exceed $200,000, it was said. 










The 1953 Nash LeMans Dual Jetfire engine, which established a postwar record for 


American engines entered in the LeMans 
as extra-cost equipment on Ambassadors. 


(France) 24-hour sports-car race, is offered 
This six-cylinder, overhead-valve engine is 


equipped with an aluminum cylinder head and has a compression ratio of 8 to 1. 
It develops 140 horsepower. Two side-draft carburetors work in conjunction with an 





oversized “Sealed-in Iso-Thermal"” intake manifold. 


STRAIGHT AHEAD 


‘Oil Industry Ups 
Daily Output to 
712 Million Barrels 


NEW YORK.—The U.S. oil in- 
dustry boosted its operable refining 
capacity by more than 350,000 bar- 
rels per day in 1952, according to 
the American Petroleum Institute. 

A survey by the institute showed 
that the industry expected to have 
an operable refining capacity of 
7,585,100 barrels per day by the end 
of 1952—an increase of 356,000 bar- 
rels, or 5 percent, over the 7,228,- 
500 parrels at the end of 1951. 

The survey forecasts a further 
increase of 157,700 barrels per day 
by Sept. 30, 1953. This will raise the 
total of operable refining capacity 
to 7,742,800 barrels per day. 

Operable refining capacity is an 
index of the industry’s ability to 
process crude oil with existing 
equipment. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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TURNS CARS 
INDOORS or OUT 


Can Be Financed if Desired 


BRUNNER’S, Inc. 


358 East Center St. 
Maachester, Conn. 













STOC-TK-(T 


(Patent Pending) 


Double reinforced 
metal eyelets— 
Hang keys from 
either end—Com- 
plete information. 


TAGS & RINGS 


PRICED AT 

















































































Remember, when your inventory goes 
down—so do your taxes! That’s another 
good reason for shipping your wares by 
American Airlines Airfreight. No worries 
about fast delivery on reorders, too! 










1000 . . . $17.00 
500... 8.75 
250... 4.50 


Enclose Check with Order. 
Shipments Prepaid. 


Free Used Car Systems 
& Aids Catalogue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Sta. “A”, Box 1037, Cleveland 2, Ohio 






POWER CYLINDER 


Nash's Power Steering— 


Available as optional equipment on 1953 Ambassador models only, this unit employs 
new engineering principles to give new steering ease and safety, Nash says. The 
system consists of a hydraulic pump with a reservoir, a control valve attached to the 
center tie rod, and a power cylinder also attached to the center tie rod. Hydraulic 
action is performed directly upon the steering linkage. In turning, pressure supplied 
from the pump goes to the control volve, where it is metered to the power cylinder 
which moves the steering linkage. 
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For further information, wire us collect— 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N.Y. 
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New Models Still Luring Buyers... 





Dealers Unworried 


from Page 3) 


(Continued 


continue for they say that used- 
car sales for the same period 
reflect a downward trend that 
may be projected into the new- 
ear field. 

In New York City, new-car sales 
have slumped sharply since Jan. 1. 
For the week ended Jan. 3, only 
332 new cars were sold in the city, 
as compared with the average 
weekly figures of about 3,000 units 
last fall. For the same week a year 
ago, sales were listed at 350 units. 

s es - 


— of year-end total sales 
in several areas point up that 
sales for 1952 were own from the 
year earlier. At the same time, 
used-car sales for the same period 
were generally higher. 

In Michigan, Secretary of State 
Owen C. Cleary reported the sale 
of 324,706 new cars during 1952, 
as compared with 413,104 cars for 
1951. Used-car sales, however, 


aE: 
AN 


j 
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| 
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totaled 1,044,262 units last year, 
as compared with 1,037,393 in 
1951. 

Preliminary figures for Connecti- 
cut estimate the sale of 60,960 new 
cars during the year, 


as against | 


72,417 sold during 1951, according | 


to Carl R. Lane, executive vice- 
president of the Connecticut Auto- 
motive Trade Assn. 

Figures for used-car sales in 
Connecticut were not available, but 
it is thought that they, too, will 
be down for the year. Dealers are 
carrying large advertisements in 
the daily newspapers, it is reported, 
and offering low down payment 
and long terms to move used cars. 

Cleveland sold about 56,000 new 
cars in 1952, which is about 17 per- 
cent off from the year earlier, 
according to the Federal Reserve 
Bank of Cleveland. The bank 
added, however, that sales in the 
last quarter were about 20 percent 
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The New Line of 


JETOMATIC 
AUTO WASHERS 
% Simple to Install 


No engineering needed 
%* Simple to Operate 


% No Compressor 
No special bay needed 


% Low Cost— 


Pays for Itself Fast 


% Portable 


Wakelee Ave. at Hallan 


NEVER BEFORE ° 


SO SIMPLE! 
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DISTRIBUTORS WANTED 


JETOMATIC, 





INC. 


Ansonia, Conn. 


| 





|reported to be 11 


Slight Sales Dip Finds 





| better than in the same period of | 
1951. 

Used-car sales in that city were | 
percent better | 
during 1952. 

* * * 
L. POLK & CO., Detroit auto | 

* statisticians, reported last week | 


that industry sales for 1952 will be | 


| approximately 4,150,000 new passen- | 


|ger cars, and 820,000 new trucks. | a noobs! 3 
| cause it is our obligation to insure 


}a continuation of the progress that 
| has characterized the automobile 
|industry since it beginning. 


Polk said that December totals 
were not yet available, but that 
it is expected that the figure will 
reach 375,000 cars for the month. 
This would bring the fourth- 
quarter sales to slightly over a 
million units. | 

Polk estimated the sale of 75,000 
new trucks for December, which, 
with a total of 70,477 for November, 
would bring the yearly figure to 
about 820,000 units. This compares | 
to 1,003,850 new trucks sold in 1951, 
the ew said. 





"Sn Willys Output 
At 22-Year High 


TOLEDO.—A 35 percent increase 
in production of Willys cars and 
trucks in 1952 was announced last 
week by Ward M. Canaday, presi- 
dent. 

The year’s output of 168,216 vehi- 
cles was the highest figure in 22 
years and it raised the company to 
fifth place in industry production, 
with the Big Three and just one 
independent still ahead, Canaday 
said. Production in 1951 was 125,041 
units. 

About two-thirds of the 1952 ve- 
hicle output was civilian vehicles 
and the remainder was Jeeps for 
the armed forces, it was stated. 





Munn 
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did training programs which are of 
incalculable benefit to young men 
choosing an automotive career. An 
example of one of these programs 
is Chevrolet’s Post Graduate School 
of Modern Merchandising and Man- 
agement. I had the privilege of at- 
tending this school, and I feel that 
the thousands of dollars spent on 
each class by Chevrolet is one of 
the best investments that can be 
made. 

* «* * 


Must Follow Through 


A** of us agree that the training 
programs of our factory organ- 
izations are a great service to our 
dealerships. But most of us are 
neglectf:il in not following our fac- 
tory training programs with a daily 
training program of our own. One 
of our greatest faults is putting a} 
new employe on a job without the 
supervision and guidance necessary 
to develop him into a highly trained, 
capable member of our team. 

Whether we give our personnel 
the type training in our dealership 
that will enable them to take ad- 
vantage of the opportunities that 
lie ahead will determine whether 
we are ready for this new era of | 
opportunity. 

Raising the standards of our 
personnel is just one problem we | 
must tackle as we help improve 
and build our dealerships for the 
future. We must also formulate 
plans to modernize and increase 
our physical plant and facilities, 
so that we may offer the public 
a complete and up-to-date service. 
We must develop, to the fullest, 
all five phases of our dealership— 
New-Car Sales, Used-Car Sales, 
Service department, Parts depart- 
ment and Business Management, as 
the situation ahead will necessitate 
a well-balanced operation. 

* * * 





Keeping Progressive 
WE MUST apply the “Golden 
Rule” to employe relations and 
do everything we can to progress in 
this most important phase of our 
business. We must keep abreast of 
new and progressive ideas in the 
industry. Through these ideas we 
can increase the over-all effective- 
ness of our dealership operations. 
We must cooperate and work with 
our dealer organizations, since only 
through united effort can many of 
the problems facing the retail in- 
dustry be solved. We must strive 
to improve our relations with the 
public, so that our business will be 
@ respected one. 


We must participate in the civ- 


ic activities of our home town, 
since our possibilities for growth 
will be in direct proportion to the 
development of our respective 
communities. We must work for 
the perpetuation of the free en- 
terprise system, since this is the 
only economic system under which 
we have unlimited opportunity. 

We must do all these things, be- 


As a member of the younger gen- 


}eration in the automobile business, 


I feel very humble in the presence 
of those who have written the his- 
tory of the industry. I also feel very 
proud to be a member of an in- 
dustry in which lies such a great 
opportunity for young men of this 
generation. 


Our mission is clearly defined, 


|and it shall be accomplished. 


Cm CU eS 


designed for your 
Customers’ Specific Needs! 


| Table, 


'L-M Launches 


‘Sales Course 


DETROIT.—A sales training pro- 
gram, featuring 17 different sub- 
|jects illustrated by movies and 
|Slide films, will be previewed by 
Lincoln-Mercury’s district sales 
{managers and regional staff per- 
sonnel in a series of meetings be- 


ginning today (Jan. 19) and con- 
cluding Feb. 6. 
Designated the Sales Round 


the new program will be 
carried to all dealership salesmen 
through the dealers or their sales 
managers. The program will be 
under the direction of George O. 
Hackett. 

The regional previews are sched- 
uled as follows: Western region, at 
Los Angeles, Jan, 19-20; midwest, 
at Chicago, Jan. 26-27; central, at 
Detroit, Jan. 29-30; southern, at 
Atlanta, Feb. 2-3, and eastern, in 





New York, Feb. 5-6. 
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Despite UAW Demand for Contract Changes. . . 





Auto Labor Peace Seen for ‘53 


(Continued from Page 1) 
just before the steel strike last 
year. Talks with GM were sus- 
pended during that strike, but 
were resumed soon afterward. 
Discussions with Ford and Chrys- 
ler followed. 


In brief, the demands are four: 


1. Incorporation of 20 of the 25- 
cent cost-of-living “float” into basic 
wage rates, so that a sharp decline 
in cost of living would not bring a 
corresponding decline in wages. The 
original demand was for 21 cents of 
the 26-cent float paid before a drop 
in the Bureau of Labor Standards 
Consumers’ Price index forced a 
one-cent cutback. 

+ * * 
AN INCREASE in “annual im- 

* provement factor” from the cur- 
rent four cents an hour to five cents 
an hour. This amount is automatic- 
ally added to base wage rates every 
year under the contracts. 


3. A pension hike from today’s 
$125 a month to $145 or $150 a 
month for retired auto workers. 
The union would also like to see 
compulsory retirement rules aban- 
doned or relaxed. 


4, Raises for certain classes of 
skilled workers to restore “tradi- 
tional” margins between their 
wages and those of less skilled 
employes. 

All these points have now been 
under discussion sporadically for 
several months. They are still the 
key to the picture, and not the at- 

tempt to use the BLS index as an 
entering wedge to full-scale talks. 

Reuther insists that transition 
from the “old” to the “new” BLS 
index will be “very complicated” 

and is “not automatic.” How com- 
plicated the discussions may become 
is indicated by the fact that, at the 
moment, there is not even a clear 
agreement on what is meant by 
“new” index. 
* + + 


E UAW claims that there are, 
or have been, two “new” indices 
since the escalator clauses were 
first written into auto contracts in 
1948. The “new” index, which will 
begin to affect auto wages March 1, 
has never been the subject of agree- 
ment, Reuther says, and so its offi- 
cial adoption by the government will 
nullify a section of the current con- 
tracts. If one clause dies, he con- 
tends, the entire contract is dead. 
On what does the union base these 
contentions? 
Paragraph 101k of the agree- 
ment between the UAW and Gen- 


eral Motors, signed May 29, 1950, 
reads: 
“The parties to this agreement 
agree that the continuance of the 
cost-of-living allowance is depend- 
ent upon the availability of the of- 
ficial monthly BLS Consumers’ 
Price Index in its present form and 
calculated on the same basis as the 
index for April, 1950, wnless other- 
wise agreed upon by the parties.’ 
Which apparently puts the union 
on solid ground in its current 
claims — except that there was 
another agreement, dated March 3, 


1951. This one states: 
+ +. * 


“TN THE event the Bureau of La- 
bor Statistics discontinues issu- 

ing the “old” index, the parties 
agree, pursuant to paragraph 101k 
of the national agreement between 
the parties dated May 29, 1950, that 
the cost-of-living allowance provid- 
ed for in paragraph 101 and its 
subsections of that national agree- 
ment, will be determined, beginning 
with the next quarterly adjustment 
and thereafter, in accordance with 
changes in the ‘Consumers’ Price 
Index for Moderate Income Famil- 
ies in Large Cities—All Items’ is- 
sued by the Bureau of Labor Sta- 
tistics, U. S. Department of Labor, 
hereinafter referred to as the ‘New’ 
index ...” 
The next paragraph provides for 
a transition so that there will be no 
immediate increase or decrease in 


Tennessee Assn. 
Fights Curb on 


Finance Charges 


NASHVILLE. — The Tennessee 
Automotive Assn. last week took 
up arms in an attempt to block 
passage of a proposal which would 
limit auto finance charges to 10 
percent a year. 

In a bulletin to members, the 
association denounced the measure 
as “unfair and discriminatory,” and 
said that, if put into law, it would 
“wipe out the dealers’ finance re- 
serve.” The association urged deal- 
ers and finance firms to “lose no 
time in letting your senators and 
representatives know your views on 
the measure.” 

The bill would place a 10 percent 
limit yearly on interest, carrying, 
service and investigation charges 
and other fees relative to the ex- 
tension of credit in installment 
sales of motor vehicles. Insurance 
charges are excluded. 
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UAW Strike Fund Now 
Tops $7,000,000 

DETROIT.—Emil Mazey, sec- 
retary-treasurer, told UAW ex- 
ecutive board members last week 
that the union’s strike fund had 
reached $7,091,724.59, up $1,003,- 
320.22 in the six months ended 
Nov. 30, 1952, 

This represented somewhat 
less than $7 per man for dues- 
paying members, which Mazey 
said totaled 1,346,140 in Decem- 
ber. 





the cost-of-living float paid to work- 
ers under the contract — with the 
added provision that “either party 
may at any time initiate discussion 
concerning changing from the “old” 
index to the “new” index. 


Almost identical agreements are 
in effect with Ford and Chrysler 
—but what do they mean? 


Union officials contend that the 
“new” index referred to in the 1951 
GM agreement was an “interim in- 
dex” which the BLS is abandoning 
this month along with the original 
or “old” index. They claim posses- 
sion of abundant proof that this is 
so. 

However, company feeling to date 
has seemed to be that the 1951 
agreements cover any shift to any 
new index—a shift which could boil 
down to a mathematical problem: 
Old index is to new index as old 
escalator scale is to new escalator 
scale. 

x * * 

NDICATIONS are that the index 

which will take effect this month, 

using a 1947-49 base period to equal 
100, will read about 112 — showing 
the rise in prices after outbreak of 
war in Korea. 

Since the last “old” index read- 
ing, based on 1935-39 equals 100, 
was approximately 193, and under 
the old index wages went up or 
down one cent an hour with each 
index shift of 1.14 points, a new 
scale of index point brackets would 
find wages climbing or falling with 
each .66 rise or fall in the index— 
if the union were willing to accept 
a mathematical formula, which 
Reuther says is not the case. 

The union points out that, ac- 
cording to its lights, even the func- 
tion of the new index is different 
than that of the old. Income brack- 
ets covered have been raised to $10,- 
000 a year, which the union says 
carries the index out of the range 
of “moderate income families.” It 
also notes that the survey has been 
broadened to include all urban 
areas, rather than the select list of 
large cities formerly encompassed. 

Among the results, it claims, 
will be a depressing of the weight 
allowed for groceries in the cost- 
of-living scale. 

“To a $10,000-a-year family,” said 
one union spokesman, “groceries 
are a comparatively minor item in 
the scale. That’s not true for auto 
workers.” 

* + * 

N OTHER automotive labor 

fronts last week: 

The AF\L’s International Assn. of 
Machinists, still driving to organize 
“every automobile repair shop in the 
nation,” has signed its first agree- 
ment with a Colorado dealer—Den- 
ver Buick. Negotiations continue 
with two other Denver dealers. 

(Meanwhile the IAM and 20 
rialroad labor unions have asked 
government approval of a 6-cent 
hourly annual improvement factor, 
retroactive for the past two years. 

Railroad officials so far have lim- 
ited themselves to expressing “as- 
tonishment.”) 

In Chicago, the Federal Reserve 
Bank reported that, despite low- 
er employment standards, the 
Midwest labor shortage is still 
more severe than that of the rest 
of the country. 

“Detroit, Flint and other automo- 
bile cities, which had been allotted 
preferential treatment on defense 
contracts in early 1952 because of 
‘allocation unemployment,’ were 
having difficulty finding enough 
workers to staff newly completed 
defense plants,” the bank said at 
the end of 1952. Battle Creek, Mich., 
became one of the nation’s four of- 
ficial “labor shortage” areas, while 
metalworking plants in South Bend 
and Milwaukee contributed to cut- 


ting into the available labor pool. 
The bank said a considerable la- 
bor pool still existed, however, 
among men above the age of 45, 
and among the nation’s 38 million 
women not employed. 
* * * 


N LINDEN, N. J., some 1,500 em- 
ployes of the General Motors as- 
sembly plant voted authorization 
for a strike over alleged “speedup” 
schedules. 

The tally was 1,399 to 1438. UAW 
Regional Director Martin Gerber 
flew to Detroit to obtain sanc- 
tion for the strike from higher 
union officials, 

Chicago’s Local 705, AFL Team- 
sters, have approved a contract 
proffered by trucking firms belong- 
ing to three associations. By 3,975 
to 1,047, the drivers reversed a pre- 
vious rejection. They will get a 15- 
cent hourly wage boost, a 5-cent 
hourly pension payment from com- 
pany funds, and other fringe bene- 
fits. 


x * * 


Murray’s $60,000 Estate 


Goes to Widow 

PITTSBURGH.—Phillip Murray, 
late president of the CIO, left a 
$60,661 estate to his wife, Eliza- 
beth. This does not include prop- 
erty which was jointly owned. 

Murray received $25,000 a year as 
president of the United Steelwork- 
ers, but got nothing for his duties 
as CIO head. 








Plays, Then Works— 
Stroudsburg 


(Pa.) 
Packard dealership, uses its own talent for 
a radio show which Parke W. Kunkle, 
president, says was the main factor in 


Pocono Auto Co., 


doubling used-car sales and increasing 
new-car sales by 30 percent. Salesman 
Albert DeRenzis, at the keyboard with 
Kunkle looking on, is the star of a 15- 
minute morning radio program on which 
he plays the piano and plugs Packards. 
Then he puts on his coat and starts calling 
on prospects. 


Services for Henry Ewald 
Attract Auto Leaders 


(Continued from Page 2) 


boards of philanthropic and civic 
organizations than any other man 
in the city. Likewise he served in 
top positions in national advertis- 
ing organizations and gave as 
much time to the promotion of 
advertising generally as he did to 
local charities. 

Born in Detroit Apr. 20, 1885, 
Henry Theodore Ewald was the 
third of six children of Henry 
Charles and Theresa Ewald, natives 
of Germany who had come to the 
United States some years previ- 
ously. He was educated in the ele- 
mentary schools here and attended 
Detroit’s Central High from 1898 to 
1900. His education was then inter- 
rupted, but the high school pre- 
sented him with a diploma in 1932. 

He began his career as a newsboy 
in 1894, starting with the Detroit 
Abendpost. He soon found it .de- 
sirable to add English - language 
newspapers to his line and the 
clientele thus established gradually 
led him into performing all sorts 
of errands. 

Thus launched upon an expand- 
ing career, young Henry was in- 
spired to launch into the dignified 
position of delivery boy, coffee 
grinder and general jack-of-all- 
trades for the Hoeinghousen Coffee 
Store. 

In 1899, he found employment 
as a clerk with the Detroit & 
Cleveland Navigation Co, and in 
1904 became its advertising man- 
ager, in which capacity he served 
through 1908. In 1909 he became 
assistant advertising manager of 
the Studebaker Corp, and, later 
in the same year, advertising 
manager of the E. M. F. Car Co. 
where he continued until 1911. In 
January of that year he married 
Oleta Alice Stiles. 

In February, 1911, Mr. Ewald 
joined with the late Frank Camp- 
bell to form Campbell-Ewald. Mr. 
Ewald served as secretary of the 
company until 1917 when, on Mr. 
Campbell’s retirement from the 
business, he became president and 
served in that capacity until the 
early fall of 1952. The agency now 
has offices in Detroit, New York, 
Los Angeles, San Francisco, At- 
lanta and Dallas, with affiliated 
representation in Canada. 


Mr. Ewald’s career has been 
highlighted by such honors as the 
Gold Medal for Distinguished Serv- 
ice to Advertising, in 1940; the 
University of Missouri School of 
Journalism Medal of Honor for 
Distinguished Service to Journal- 
ism, in 1941, the first award ever 
made to an advertising man; and 
the honorary degree of Doctor of 
Laws, bestowed upon him by De- 
troit’s Wayne University in 1941. 

He was one of the founders of 
the National Outdoor Advertising 
Bureau and was chairman of the 
board of the bureau for 19 years 


and was then made honorary chair- 
man. He has served as chairman 
of the board of the American Assn. 
of Advertising Agencies and as a 
director of the Advertising Feder- 
ation of America and the Traffic 
Audit Bureau. 

He was a member of the advis- 
ory board of the Salvation Army 
for 25 years and was honorary 
chairman at the time of his 
death; he was a vice-chairman of 
the Detroit Chapter, American 
Red Cross, and a member of the 
executive committee; chairman of 
the Michigan chapter, Arthritis 
& Rheumatism Foundation. He 
was also a vice-chairman of the 
United Foundation. 


He was also founder of the Ad- 
craft Club of Detroit—and was so 
young at the time that he was not 
eligible for the presidency until 
several years later. 

He is survived by his wife, Oleta; 
two children, Mrs. George Brew- 
ster Loud jr., and Henry Theodore 
jr.; and two brothers, William R. 
of Detroit and Fred of New York. 


Active pallbearers were Harry 
Klingler, GM vice-president; Has- 
call Bliss, Detroit Chrysler-Plym- 
outh dealer; Harvey Campbell, 
executive vice-president, Detroit 
Board of Commerce; Poet Edgar 
Guest; Herbert B. Trix, manufac- 
turer; Clifford Merrill, assistant 
general manager, Timken Roller 
Bearing Co., and Arthur W. Win- 
ter, printing company executive. 


Honorary pallbearers were O. E. 
Hunt, retired GM vice-president; D. 
P. Brother, head of his own adver- 
tising agency; H. G. Little, president 
of Campbell-Ewald; J. T. Hartigan, 
Loren Robinson, E. E. Rothman, 
William A. Moffett and L. B. Dud- 
ley, all C-E officials; George Jud- 
son, president, Wabeek State Bank; 
Stewart E. Hanson, Detroit Chev- 
rolet dealer, and C. E. Wilson, 
former GM president. 





10 Dealers Hold Seats 
In Pa. Legislature 


HARRISBURG, Pa.—Ten deal- 
ers are among the lawmakers 
of Pennsylvania, one of them a 
senator, according to the Penn- 
sylvania Automotive Assn. 


A. H. Letzler, of Houtzdale, 
has taken his seat in the Senate. 


The nine representatives are 
W. Mack Guthrie, of Apollo; Jo- 
seph A. Ide, of Easton; John A. 
LaFore jr., of Haverford; Baker 
Royer, of Ephrata; George C. 
Shoemaker, of Ashland; Wilmer 
W. Waterhouse, of Corry; Ivan 
C. Watkins, of Tower City; Har- 
old G. Wescott, of Susquehanna, 
and Irving Whalley, of Windber. 
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Early Decontrol Forecast 


SAE’s Cass Predicts 1,300,000 Annual Output 
Of Trucks in Next Three Years 
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-the Surface Savers” to “The Fu- 
ture of Atomic Energy in Indus- 
try.” 

Robert Cass, who will travel 
extensively as 1953 SAE presi- 
dent, succeeded Dr. D. P. Bran- 


ard, research coordinator for 
Standard Oil Co. (Indiana). 
I. M. Scott, president, Winner 


Mfg. Co., Trenton, N. J., predicted 
the production of 500 to 1,000 fiber- 
glass-reinforced automobile bodies 
this year. He said that tooling for 
5,000 such bodies could be done at 
a cost of about $100,000, or $20 per 
car. 

However, Games Slayter, research 
and development vice-president for 
Owens-Corning Fiberglas Corp., 
estimated it will be another five 
years before the problems involved 
in fabrication will be sufficiently 
resolves to make possible the build- 
ing of plastic bodies in any real 
volume. 

Both Scott and Slayter agreed 
that successful application of 
glass-reinforced plastics to auto- 
motive uses requires precise 
knowledge of manufacture and 
processing, plus design considera- 
tions for the properties and char- 
acteristics of plastics. 

C. C. Hudson, of the Tennessee 
Valley Authority, told an SAE ses- 
sion that it can be more economical 
for industrial users of motor vehi- 
cle fleets to replace equipment 
rather than repair it, after 20,000 
to 50,000 miles of use. 

He said job shop labor costs have 
risen so high that it now takes 
nearly as much an expenditure to 
repair a part as to manufacture it. 


Hudson called for what he 
termed a “balanced component 
design” in the production of 
motor vehicles so as to minimize 
maintenance and to permit scrap- 
ping the whole vehicle when it 
and its parts simultaneously wear 
out. 

In a symposium on the engineer- 
ing approach to motor vehicle and 
service problems, Carl T. Doman, 
Ford Motor Co. service manager, 
recommended use of dealer shops 
for fleet maintenance and repairs, 
emphasizing that such shops have 
the equipment and know-how. 

However, Robert W. Thomas, of 
Quality Bakers of America Cooper- 
ative, New York, held that there is 
a large loss of time and service in 
taking trucks to shops for main- 
tenance and repairs. 

Walter H. Langseder, of Thomas 
J. Lipton, Inc., was of the opin- 
ion that it is often difficult to 
find dealers whose operations are 
fully capable of meeting fleet 
needs. 

The importance of mechanic 
training was stressed by W. W. 
Edwards, of GMC Truck & Coach. 
Pointing out that such training re- 
quires both time and money, Ed- 
wards said: 

“Where fleets cannot see their 
way clear to make this time an” 
money available, they should 
strongly consider making arrange- 
ments for handling their service 
through existing dealer shop facili- 
ties.” 


Redesign of trucks to increase 





| weight on the front wheels and | 


|to assure better load distribution 
| throughout the vehicle was forecast 
| by E. P. Lamb, Chrysler Corp. en- 
gineer. Lamb contended power 
steering will eventually make such 
changes readily possible. 


New methods of coating steel 
with aluminum to provide protec- 
tion against corrosion were de- 
scribed by D. K. Hanink and A. L. 
Boegehold, both of General Motors. 
They said cast-iron and steel parts 
are cleaned, dipped in a molten 
salt bath, and then immersed in 
molten aluminum, followed by salt 
rinsing and air-blast treatments to 
remove the excess. 


Parts so coated, they said, per- 
form satisfactorily in vehicle ex- 
haust lines and other locations 
where corrosion dangers exist. 


A new device for testing the 
drawability of sheet steel was re- 
ported by Jones & Laughlin engi- 
neers. C. B. Baker and J. R. Speer 
described it as a “flex-tester,” an 
instrument which registers the re- 
sistance of material to bending. 


Although classed as a rare metal 
only a year ago, current production 


NADA 


(Continued from Page 3) 


Fred Fletcher, Coy Arnsbarger, 
William Sutton and Gordon Reid. 

The Saturday afternoon clinic, 
moderated by L. L. Cormier jr., will 
handle the problem of “Organizing 
the Business.” Main topics will be 
the recruitment and training of em- 
ployes, the physical layout of a 
service department and merchan- 
dising. The panel includes Wallace 
F. Warren, Walter Muller, Harold 
Utschig and J. D. Morris. 


C. P. Williams will moderate the 
Sunday morning clinic, which will 
be devoted to the “Value of Equip- 
ment” from the standpoint of mer- 
chandising, training and diagnosis. 
Members of the panel are Joseph 
Brandon, W. W. Danyluk, Theodore 
Mark, and James F. Keel. 


Dealership management will be 
emphasized in the Wednesday 
morning session entitled, “Guard- 
ing Our Fences.” Moderator will 
be J. M. Sanders, chairman of the 
NADA business management com- 
mittee. Also appearing on this 
program will be Ed Bogert and 
Martin Johnson. 


L. H. Penney, west coast tax au- 
thority, will discuss at this session 
tax problems to be faced by dealers. 


NADA’s public relations commit- 
tee will present a dramatic pro- 
gram featuring “But Pop” and 
“Now Son” —two characters first 
introduced in Miami Beach in 1951. 


A special clinic presentation will 
supplement the Wednesday after- 
noon business sessions. Subject for 
the Monday afternoon session is, 
“Let the Chips Fall,” featuring ad- 
dresses by President J. Saxton 
Lloyd; Charles C. Freed, chairman 
of the NADA national affairs com- 
mittee, and Robert S. Armacost, 
chairman of the NADA industry 
relations committee. 


Indiana Studies Pa. Inspection System— 


Officials from 


Indiana meet with Pennsylvania officials at headquarters of the 


Pennsylvania Automotive Assn. in Harrisburg to study the Keystone state's motor 
vehicle inspection system before introducing a bill to enact a similar law in Indiana. 
From left are Edwin W. Parkinson, assistant manager of PAA; Maj. E. J. Henry, Penn- 
sylvania State Police; Claude S. Klugh, PAA's general manager; Arthur M. Vivian, 


President of the Automobile Dealers Assn. 


of Indiana; Col. C. M. Wilhelm, Pennsyl- 


Vania state police commissioner; Senator Freeman C. Yeager, Indianapolis Buick 
dealer; Rep. John Harlan, of Indiana; Otto F. Messner, Pennsylvania's secretary of 
revenue; Prof. Joseph Lingo, of Purdue University; Pfc. Robert Deitrich, Pennsylvania 
state police; Morris Carter, Indiana Insurance Agents Assn. representative; O. K. 
Murray, assistant director, Pennsylvania highway safety bureau, and Earl Hoffman, 


chief of Pennsylvania's inspection unit. 
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Chrysler Unveils New Club Coupe— 


This New Yorker Deluxe club coupe is making its debut in Chrysler showrooms 
throughout the country this week. The new model, built on a 125%-inch wheelbase, 
is powered by the 180-horsepower FirePower V-8 engine and has power brakes and 
Oriflow shock absorbers as standard equipment. New top treatment is provided by a 
chrome molding over the window running from windshield to the rear window. Twelve 
solid colors and eight two-tone combinations are offered. The advertised-delivered 


price is $3,495. 


of titanium was reported to the 
SAE as having risen to 1,000 tons 
annually, with the prospect of be- 
ing doubled in the near future. 

New and accurate methods of 
identifying preignition in motor 
vehicle engines, a growing prob- 
lem with the increased use of 
high-compression power plants, 
were discussed by R. F. Winch 
and F. M. Mayes, of Sun Oil Co. 

Progress in the continuing war 
against engine wear was reported 
on by W. E. Jominy, of Chrysler 
Corp., who said that prevention de- 
pends not alone upon proper lubri- 
cation and lighter loading, but also 
upon ascertaining all the causes of 
wear—then eliminating as many as 
possible by design and selecting 
proper materials to resist others. 

Both wear and corrosion are ex- 
cessive in automobiles, Jominy said, 
when temperatures in water jackets 
drop below 140 degrees Fahrenheit. 
He advised drivers to avoid racing 
engines during warmup periods. 

A progress report on the con- 
struction and operation of brake- 
testing dynamometers was pre- 
sented by R. K. Super, of Timken- 
Detroit Axle Co. Super said a new 
device has proved its worth for 
brake investigations and appears 
to offer the only logical approach 
to the selection of newly-designed 
braking combinations. 

The new dynamometer, he em- 
phasized, reduces the need for road 
testing but does not eliminate it. 

W. S. Mount, of Socony- 
Vacuum Oil Co., told SAE mem- 
bers that all present-day cars 
exceed the performance needs of 
drivers, “but in economy we will 
never be satisfied.” 

“The auto industry,” said Mount, 
“is building into its cars the ability 
for good gasoline mileage and im- 
proving each year. Yet, the car 
owner rarely gets anywhere near 
the potential.” 

The factors behind the situation, 
said Mount, is lack of public knowl- 
edge about attainable mileage, plus 
a lack of knowledge about attain- 
ing it. 

Mount then reviewed the driv- 
ing practices observed by drivers 
in the annual Mobilgas Economy 
Run. 

Walker L. Cisler, president, De- 
troit Edison Co., charged that prac- 
tical and general applications of 
atomic energy are being denied the 
nation by Government policies 
which retard such developments 
through industrial competition. 

Cisler warned that, without the 
full participation of industry, the 
rapid use of atomic energy for 
civilian purposes will not come 
rapidly. 

He said Congress should remove 
the legal barriers which restrict to 
the Government the ownership of 
fissionable materials, and the fa- 
cilities for their production and 
utilization. 


1|Bishop Parts Division 


Bought by Par Motor 


BROOKLYN, N. Y.—The recently 
organized firm of Par Motor Parts, 
Inc., has purchased the wholesale 
parts division of Bishop, McCorm- 
ick & Bishop, of Brooklyn. 

Officers of the new company, 
which handles Chrysler Corp. parts, 
are Meyer Lasker, president; Mor- 
ris Greenman, vice-president; Wil- 
liam Mayne, treasurer and Mrs. N. 
Mencher, secretary. Mayne for 15 
years was parts manager of Dexter 
Motors, Inc. (Dodge-Plymouth), of 
New York. 


Ewald Epitaph: 
Top Businessman 
In Advertising 


(Continued from Page 2) 


mind of a man who looked upon 
the advertising business as a “prof- 
itable game.” He always seemed to 
be a little bit hard of hearing when 
these ideas were being expounded. 

He never stopped thinking of 
what he could do to help the man 
he was really working for ... 
his client. SERVICE was the key 
word in his philosophy. Naturally, 
the early automobile history is 
full of good business ideas, which 
he originated in his business-like 
mind, and for which he denied 
credit long before the day of his 
death, The heads of the large 
corporations acquired confidence 
in his integrity . .. among them 
Alfred P. Sloan jr., brains of the 
General Motors Corp. 

It takes a “straight shooter” to 
hold the entire General Motors bus- 
iness for many years... and finally 
to direct the Chevrolet account in 
the race to lead against all compe- 
titors in the production field. The 
men, who, in their present activi- 
ties, are profiting by their early 
training may now well give credit 
to the man whose example they 





59 


have followed. The name of Henry 
Ewald has not lost its power. 
* * * 


Helped Those in Need 


HAT a triumph it must have 

been to that lad who started 
peddling the German-language 
Abendpost on the streets of Detroit 
at the age of nine. . . left school 
at the age of 14 to become a coffee 
grinder ... errand boy... clerk... 
assistant baggage master for the 
Detroit and Cleveland Navagation 
Co... . and advertising manager 
for the Great Lakes Ship Line... 
when he began to be awarded med- 
als from the universities . . . hon- 
orary degrees and recognition that 
was “top” from every organization 
in Detroit... and... distinction 
that was voted by all of the influ- 
ential organizations in the adver- 
tising field. 

But, all honors aside, Henry 
Ewald’s heart was devoted quietly 
to two fundamental interests .. . 
his family and the people who 
needed help. In his scrap book I 
found pictures of Henry piloting 
that old “E.M.F.” (soon to be- 
come the Studebaker) ... with 
his fiancee Oleta Alice Stiles, in 
the back seat .. . scores of 
“shots” of his daughter who be- 
came Mrs. George Brewster Loud 
... and his son, Henry Theodore 
Ewald jr ... a snapshot of his 
first “hole-in-one” at golf... and 
- » - much prized personal letters 
from Senator “Jim” Couzens... 
General Marshall . . . and scores 
of others equally distinguished. 

In a book, which his secretary 
showed me privately, was a list of 
all of his private benefactions ... 
organizations and individuals whom 
Henry would not permit to publi- 
cize the things that he was doing 
for them. 

Perhaps Henry’s greatest accom- 
plishment in business was in his 
display of judgment in the selec- 
tion of men for important executive 
jobs and inspiring his employes 
with his own spirit and character. 
I never found a man who was crit- 
ical of the boss, except those who 
were jealous of the progress of 
some other man who understood 
the man he was working for. Henry 
was no “back-slappin’, bull-shoot- 
ing” boss. He kept his eye on the 
man who in turn kept his eye on 
the ball. 





I 
GABRIEL 


TS 
ABSORBERS 


<a 











AUTOMOTIVE NEWS, JANUARY 19, 1953 





meen 


AO EA ASL: taal 


bf 


This Is Buick's Sports Car— 


The Skylark in Buick’s 1953 line is powered with a 188-horsepower valve-in-head 


engine. Offered in 16 colors and four interior trim schemes, all in leather, it will be | 
produced in limited quantities, the division states. The new sports car has Dynaflow, | 


power steering, power brakes, wire wheels, whitewall tires and tinted glass. The 


advertised-delivered prices is $5,000. 








Oldsmobile's Fiesta— 
A new addition to Oldsmobile's Classic 98 series, the Fiesta sports convertible is 
powered by a 170-horsepower engine with an 8.3 to 1 compression ratio. The axle 


ratio is 3.9 to 1. Hydra-Matic, power steering and power brakes are among major 
advertised-delivered price is $5,715. 


items carried as standard equipment. The 





A Skeleton of the 





1953 Pontia 


C— 


Pontiac's cutaway car display at the General Motors Motorama in New York City 
represents an interesting engineering advance. In addition to opening the moving 
parts and body to view, this new method also retains the complete front and rear ends 


and the windshield. 


Larger Cut of F ree Market 


Is Studebaker 


By Bob Sheldon 
Staff Writer 

CHICAGO.—The possibility that 
1953 car production may top that 
of 1952 by 1,200,000 units was voiced 
here last week by 
Harold S. Vance, 
president of Stu- 
debaker. 

And, predicted 
Vance, a return 
to keen competi- 
tion such as the 
auto industry has 
not seen for a 
dozen years will 
enable Studebak- 
er to gain its 
largest share to 
date of the postwar car market. 

Vance made the statement after 
a three-day dealer meeting at the 
Palmer House, which served as a 
midwestern preview of Studebak- 
er’s 1953 line. 

His forecasts were, of course, 
predicated on the belief that Gov- 
ernment controls on materials and 
production would be eased consid- 
erably this year, but on this point 
Vance was more conservative than 
many of his industry colleagues. 


Although his output prediction 





H. 8S. Vance 





NADA Asks Eisenhower 


For Quick Decontrol 
WASHINGTON.—Adoption of 
a policy which will immediately 
eliminate price and wage con- 
trols was urged upon the in- 
coming Administration by the 
NADA last week. The request 
was signed by NADA President 
J. Saxton Lioyd, who pointed 
out that the association repre- 
sents “more than 34,000 small 
businessmen of the nation.” 
In asking for an immediate 
decontrol policy, Lloyd declared 
that “price and wage controls 
now serve no useful purpose in 
the retail automobile industry 
and cannot be construed to be 
necessary in the public interest.” 





’s °53 Aim 


fitted in with the general idea 
that 1953 will be a 5,500,000-car 
year, in contrast to 1952’s unit 
volume of 4,337,278, Vance visual- 
ized decontrol “at least by the 
time the present Defense Produc- 
tion Act expires on June 30.” 
Other observers have ventured 
the guess that controls will be 
as good as dead by the end of 
the first quarter. 

Vance said that Studebaker’s 
1953 models, which emphasize styl- 
ing, would give the company a 
good start toward increasing its 
percentage -of-industry sales for 


years to come. Enlarged manufac- | 


turing facilities will help meet the 
greater demand, he said. 

Issuing a challenge to other car 
manufacturers, Vance declared: 
“We (Studebaker) will be in the 
best competitive position of our 
automotive history ... and it is 
obvious that our greater percentage 
will need to come from those pro- 
ducers who already have the larger 
volumes and therefore the most to 
share.” 

Studebaker is surpassed in car 
output only by the Big Three. 

In preparation for the time 
when, as Vance put it, “produc- 
tion is limited by demand rather 
than decree,” Studebaker is ex- 
pected to hold the line on prices 
despite the fact that its 1953 
models will represent the first 
major design changes since 1947. 
A few price cuts are in prospect, 
it is believed, and any boosts will 
be moderate. 

Four of the new models, includ- 
ing two hardtops, will be sleek, low 
coupes with a continental styling 
flavor. These will serve as Stude- 
baker’s “showcase” cars when the 
new line is publicly announced next 
Monday (Jan. 26), since the com- 
pany at present has no plans to 
make a convertible. 

Production of convertibles has 
been a thorn in the side of the 
independents. Sales of such cars 
are not great and high manufac- 
turing costs tend to make them un- 
economic. 


Gary (Ind.) GM Dealers 


| Stage ‘All Star Revue’ 


GARY, Ind. — Six dealers here 
cooperated in staging a General 
Motors Dealers 1953 All Star 
Revue, in which GM’s new line 
of cars was presented to the 
public. 

The cooperating dealers in- 
cluded Baker-Townsend Pontiac 
Co.; Buffington Chevrolet; 5th 
Ave. Motors, Inc, (Buick) ; Palm- 
atier Cadillac Co.; J. B. Shaver 
| Motors, Inc. (Chevrolet), and 
| 10th Ave. Motor Sales (Oldsmo- 
bile). 


Nash Holds Line 
On Ambassador, 


Statesman Prices 


DETROIT.—Prices of Nash’s new 
Statesman and Ambassador series, 
which went on public display last 
week, will be comparable to those 
of 1952, the company said. 

Eight of the 1953 models will sell 
|for the same price as their 1952 
counterparts, according to Nash. 
Two Country Club hardtops, mak- 
ing their first appearance in the 
Nash line, will be priced at $2,433.20 
in the Statesman Custom series and 
$2,828.60 in the Ambassador Custom 
series. 

Hydra-Matic will continue to be 
optional at $178.85 on all models. 

Other advertised-delivered prices 
are: 

STATESMAN Super — Four-door se- 
dan, $2,178.35; two-door sedan, 
$2,143.55. 

STATESMAN Custom — Four - door 
sedan, $2,331.70; two-door sedan, 
$2,309.50. 

AmBassapor Super—Four-door se- 
dan, $2,557.20; two-door sedan, 
$2,520.75. 

AMBASSADOR Custom — Four - door 
sedan, $2,716.45; two-door sedan, 
$2,695. 


Ohio Piston Post 
Goes to Hayes 


CLEVELAND.—W. R. Hayes has 
been named sales manager for the 
replacement parts division of Ohio 
Piston Co. ac- 
cording to K. Mc- 
Kinley Smith, 
president. 

Hayes formerly 
was sales mana- 
ger for Nylen 
Products Co., St. 
Joseph, Mich. At 
Ohio, he will serve 
under Vice-Presi- 
dent Milton Vi- 

4 pond. 

W. R. Hayes Charles F. Buk- 
er has been named sales manager 
for Ohio Piston’s new Cleveland 
district. He will also do market 
research and sales promotion engi- 
neering for the replacement di- 
vision. 











Nash 


(Continued from Page 6) 


vertising field for more than 20 
years. He joined Nash Motors in 
January, 1945, as assistant director 
of advertising and sales promotion. 
He was named the director in June 
of the same year. 

Kouns joined Nash as a field 
representative in 1943 and later 
was appointed St. Louis zone 
manager. In 1946 he became Los 
Angeles zone manager and in 
1949 was named western regional 
manager. He was appointed west- 
ern sales manager in 1950. 

As Denver zone manager, Bolt 
succeeds A. H. Clark, who recently 
resigned. Bolt joined Nash in 1938 

as regional business manager in 
Oakland, Calif. He subsequently 
became zone manager at San Fran- 
cisco, St. Louis, Denver and Los 
Angeles. 





Goodrich Again Issues 


Farmer’s Handbook 

AKRON.— The 15th edition of 
“Farmer’s Handbook and Almanac” 
is off the presses, B. F. Goodrich 
Co. has announced. The 48-page 
booklet contains articles by agri- 
cultural authorities as well as 
charts and tables on farm data. 

Copies may be obtained from the 
advertising department of B. F. 
Goodrich Co, 500 S. Main S&t., 
Akron, O. 








| 














| Cadillac Chiefs Visit Los Angeles Dealers— 


Big smiles (1953 model) are displayed by three Cadillac officials, who got together 
with the Los Angeles dealer organization to introduce the new line of Cadillacs. From 
left are F. H. Murray, Los Angeles branch general manager; J. M. Roche, general sales 


manager for the division, and E. F. Upson, assistant general sales manager. 





Armament in New Phase 


Emphasis Must Shift to Output Capacity Needed 
For a War, Vance Report Says 


WASHINGTON. — With arma- 
ment production now up to sub- 
stantial levels, emphasis should be 
shifted to completing the produc- 
tion capacity needed as a base for 
full mobilization, is the advice of 
Harold Vance, president of Stude- 
baker. 

Vance, who has spent some 
months here as chairman of the 
advisory committee of the Office of 
Defense Mobilization, submitted a 
final report on the group’s findings 
to Henry Fowler, director of ODM. 

Greater emphasis on production 
capacity is necessary, Vance ex- 
plained, because the outbreak of 
another war would leave the na- 
tion no time to expand its pro- 
duction equipment industries and 
tool up its military production 
plants. 

In presenting the report, Vance 
declared that the basic problem 
studied was that of determining the 
best method of filling the gap be- 
tween existing production capaci- 
ties and those which would be 
needed in case of war. 

“Maximum security,” the report 
stated, “can be achieved with maxi- 
mum economy by maintaining mu- 
nitions plants in a high degree of 
readiness, capable of rapid expan- 
sion of output in event of war, and 
relying upon such readiness as a 
partial substitute for stockpiling 
reserves of munitions.” 

Members of the committee, in 
addition to Vance, are Clay P. 
Bedford, of Chase Aircraft Co.; 
Adm. W. H. P. Blandy, USN 
(Ret.); Manly Fleischmann, for- 
mer defense production adminis- 
trator; Lt. Gen. LeRoy Lutes, 


USA (Ret.), president of Pacific 
Tire & Rubber Co.; Rear Adm. 
Lewis L. Strauss, USNR, financial 





advisor to the Rockefellers and 
former member of the Atomic 
Energy Commission, and Lt. Gen. 
K. B. Wolfe, USAF (Ret.), presi- 
dent of Oerlikon Tool & Arms 
Corp. of America. 

The report pointed out that the 
loss of military usefulness of end- 
items through obsolescence is of 
primary concern since reliance 
upon such weapons could very well 
spell defeat in an all-out war. 

Principal recommendation was 
that in order that adequate addi- 
tional production capacity may be 
built up before a theoretical M-Day, 
both civilian and military agencies 
must calculate and keep up-to-date 
estimates of phased mobilization 
requirements that are within na- 
tional capabilities. 


Chrysler Receives 
Guided Missile 


Research Contract 


DETROIT.—A multimillion-dollar 
contract for research and develop- 
ment on an Army Ordnance guided 
missile has been awarded to Chrys- 
ler Corp., according to Brig. Gen. 
Paul M. Seleen, commanding gen- 
eral of the Detroit Ordnance Dis- 
trict. The award was made by the 
Redstone Arsenal in Huntsville, 
Ala. 

George J. Huebner jr., Chrysler’s 
chief engineer of research, will be 
in charge of the project, according 
to James C. Zeder, director of en- 
gineering. 

A portion of the new Navy-owned 
Chrysler jet engine plant just out- 
side Detroit will be used for the 
work on the project. 








DeSoto Factory-Dealer Conference Greets Woolson— 


Members of the DeSoto-Plymouth factory-dealer conference met in Detroit at a 
special session to greet the new president of DeSoto, L. I. Woolson (seated, back row, 
second from left). Topics discussed during the meeting included car distribution and 
optional equipment on new cars. Standing, from left, are A. B. Nielsen, DeSoto east- 
ern sales manager; J. E. Wolfington, Philadelphia, chairman of the factory-dealer 
conference; R. C. Somerville, Plymouth general sales manager; Bernard Meldrum, 
DeSoto chief engineer; Karl H. Bronson, DeSoto director of advertising and sales pro- 


motion; 


R. M. Rowland, DeSoto director of merchandising, and J. P. Mansfield, 


Plymouth president. Seated, back row, are Paul Herpolsheimer jr., DeSoto western 
sales manager; Woolson; J. B. Wagstaff, DeSoto sales vice-president, and Walter H. 
Stearns, East Cleveland, O. In the left row, top to bottom, are Roy W. Utley, DeSoto 
service director; Bernard Burke, Chicago; R. A. Simmons, Rochester, N. Y.; Tom O'Brien, 
Indianapolis, and J. E. Enany, Uniontown, Pa. In the center row, top to bottom, are 
Lester R. Glover, Ottumwa, la.; N. J. Koppy, St. Paul, and Tom Murphy, Lubbock, Tex. 
In the right row, top to bottom, are Joseph Hughes, Boston; Nelson Mintz, Great Kills, 
N. Y.; James A. Meador, Roanoke, Va.; Bernie O'Daniels, Evansville, Ind.; Roy D. 
Burrow, Laurel, Miss., and B. E, Wagstaff, Atlanta. Three other members of the con- 
ference, unable to attend, were Frank Hawkins, Seattle; Edward F. Walsh jr., Kansas 


City, and Robert Waters sr., San Francisco. 
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Lawrence Fisher Appears for Defense... 





DuPont Trial Airs 
Ethyl Patents 


By Mel Adams 
Staff Correspondent 

CHICAGO. —A steady stream of 
documents introduced by Govern- 
ment attorneys, and the’ brief ques- 
tioning of Lawrence P. Fisher, first 
witness in the reopened antitrust 
trial of the duPont company and 
family, marked the sessions here | 
last week in the court of Federal | 
Judge Walter J. La Buy. 

Figuring prominently in the 
Government’s documentary offer- 
ings was material pertaining to 
body-building, paint, anti - knock 
gasoline and purchasing policies. 

Named in the Government’s 
charges are E. I. duPont de Ne- 
mours & Co., General Motors, U. S. 
Rubber and three smaller firms 
said to be used in controlling the 
others. Other defendants are mem- 
bers of the duPont family. 

The Government charges that the 
duPonts got “absolute control” of 
GM during the 1920s, and seeks to 
force the duPonts to sell their GM 
holdings and stock in U. S. Rubber. 

Government evidence sought to 
bring out that the Fisher brothers, 
founders of Fisher Body Co., which 
later became a GM division, were 
“stumbling blocks” to the alleged 
domination of GM by duPont. 

But Attorney Ferris E. Hurd, of 
the GM legal staff, scored a coup 
by producing Lawrence Fisher, 
who had been subpenaed by the 
prosecution, and then refusing to 
permit E. Houston Harsha, Govern- 
ment attorney, to question Fisher. 

While Fisher was not ques- 
tioned directly about pressure on 
the division to buy paint from 
the duPont company, he did re- 
late an interesting account of the 
problems of painting cars back 
in the early days. A good paint 
job, he said, took about 20 or 21 
days then, and involved a great 
deal of rubbing, priming and 
other preparation. 

The chief problem, he said, was 
that many persons at that time 
parked cars in stables, and the 
paint was damaged by the am- 
monia which prevailed in the stable 
air. 

Documents presented by the Gov- 
ernment charged that tetraethyl 
lead, an anti-knock compound for 
gasoline, was obtained by the 
duPont firm through its alleged 
control over GM. The documents 
indicated that GM had obtained 
the anti-knock secret from 
Badische Co., of Germany, and had 
it patented here and developed it 
further in GM’s own laboratories. 

In the matter of how the secret 
was gained, the Goverment offered 
a letter dated June 8, 1926, from 
Irenee duPont to Alfred P. Sloan, 


Wehde, Beach 
Named in Hudson 


Sales Promotions 


DETROIT.—Hudson Sales Corp. 
has appointed John S. Beach as 
zone manager and Richard W. Col- 





J. S. Beach L. A. Wehde 


liau as assistant zone manager of 
the Detroit zone, it was announced 
last week by N. K. VanDerzee, 
vice-president. 

Beach succeeds Louis A. Wehde, 
who has been appointed special 
representative on the sales man- 
ager’s staff. 

Beach was formerly assistant 
zone manager, and Colliau was for- 
merly special sales representative 
for the north central division. They 
had held these posts since 1951. 

Wehde joined Hudson in 1946 as 
district manager in Milwaukee and, 
after holding several zone positions, 
was named Detroit zone manager 
in 1950. 


then president of GM, in reference 
to a discussion with Badische Co. 
about iron carbonyl, an anti-knock 
material being used there experi- 
mentally. 

“I don’t altogether blame 
Badische for feeling sore,” the 
letter read. “They know Ketter- 
ing saw a sample of iron car- 
bonyl though they didn’t disclose 
what it was and they told him 
the material was a very good 
anti-knock. 

“He was keen enough to recog- 
nize what the material was, return 
home and file a patent application 
thereon. Without knowing the prior 
history, that appears to be a sharp 
practice, though it would have been 
avoided if the Badische Co. had 
been frank at the time and told 
Kettering that it was iron carbonyl, 
under pledge that he would not 
attempt to apply for a patent on 
it.” 

The “Kettering” was not other- 
wise identified in the letter, but 
Charles F. Kettering, GM research 
genius, headed research work 
which resulted in discovering the 
value of tetraethyl lead as an anti- 
knock agent, the Government re- 
lated. 

The prosecution cited an agree- 
ment of 1922 when duPont gained 
the manufacturing rights for the 
product. Signers to the agreement 
were said to be Irenee duPont, 
then president of the duPont com- 
pany, and his brother, Pierre, presi- 
dent of GM at the time. 

In 1924, the Government con- 
tinued, Standard Oil Co. of New 
Jersey became a partner in the 
tetraethyl field by developing an 
improved process for making the 
material, and wanted a piece of 
the manufacturing rights. 

Another of the exhibits was a 
letter, written by Sloan to Irenee 
duPont, in which he suggested 
that “for psychological reasons” 
Standard Oil should be permitted 
to expend “$35,000 or $40,000 of 
their own money to experiment 
with the 100-gallon-a-day outfit in 
one of their plants.” 

He added further that it would 
be impossible for Standard to op- 
erate such an experimental plant 
successfully when larger units were 
running, but it would give Standard 
“a means to work out their view- 
point which certainly can do us no 
damage when we approach it from 
the bigger way.” 

* * x 

ARLIER in the week, Govern- 

ment attorneys E. Houston 
Harsha and Charles Houchins put 
scores of letters and voluminous 
reports into the records. Some of 
the documents dated back as far 
as 1912. The Government claimed 
they provided evidence that the 
duPont company, owner of a billion 
dollars’ worth of GM stock, had 
dominated the world’s largest auto 
manufacturer. 

One of the biggest targets was 
the so-called “reciprocity” trade 
agreements, and alleged behind- 
the-scenes arrangements toward 
sales cooperation. 

One of the exhibits, a letter 
written in 1923 by G. H. Kerr, a 
duPont company official, to Pierre 
S. duPont, one of the defendants 
and now the eldest of the duPont 
family, said that the explosives 
and paint departments had ob- 
tained a large amount of business 
through a system of using duPont 
purchasing power to influence sup- 
pliers to buy, in turn, from duPont. 

Kerr stated that “if the purchas- 
ing power of General Motors was 
added to that of the duPont com- 
pany, it would be irresistable.” A 
later letter was also submitted, in 
which Kerr brought the same sug- 
gestion to the attention of Alfred 
P. Sloan jr., GM president at the 
time. 

A 1928 letter to Sloan from the 
late Lammot duPont, then presi- 
dent of the duPont company, said: 

“Our explosive department is 
confronted with the prospect of 
losing trade in the Lake Superior 
district through a competitor 
taking its customers away in 
what is generally known as the 
‘reciprocity’ argument. 

“In order to combat this competi- 
tion, we desire to put before the 





What Auto Men Are 


Doing 


| vasa 





Wilson's Christmas Party, with All the Trimmings— 


Unaware of the photographer, the youngster at left toddles about happily, safe- 


guarding the gift he received from Santa 


Claus at the annual family Christmas party 


given by Wilson Motor Co., 5433 Leary Ave., Seattle. More than 250 employes and 
members of their families attended, and there was a gift for each of the 150 children 


from Santa Claus, who arrived in a Ford 


convertible chauffeured by Salesman Dave 


Swanson. Santa Claus’ companion was Bozo the Clown, played by Salesman Art Hall. 





Auto-Lite Launches ‘Salutes’ to Customers— 


Officials of Electric Auto-Lite Co. and the mayor of Toledo peer into the mysteries 
of an auto engine as they launch the second annual series of ‘‘salutes’’ to car makers 
who use Auto-Lite products as original equipment. The cars featured on Auto-Lite's 
weekly television show, “Suspense,” will also be displayed at Auto-Lite'’s 26 plants 


in 19 cities. Highlight of the program will 
show in New York's Waldorf-Astoria Hotel 


be an “Easter Parade of Stars'’ automobile 
Apr. 4-9. From left are B. A. Fay, Auto-Lite 


production vice-president; Royce G. Martin, board chairman; L. H. Middleton, director 
of engineering; Mayor Lloyd E. Roulet, and D. H. Kelly, vice-chairman of the board. 


Jones & Laughlin Steel Co. inter- 
ests, and the Inland Steel Co. 
interests, the facts as to what of 
their products the duPont company 
and its affiliated companies buy 
from them. 

““For this purpose could you have 
someone send me a statement of 
the 1927 purchases by General Mo- 
tors Corp. and its subsidiaries from 
the Jones & Laughlin interests? 
Also purchases from the Inland 
Steel Co? This is a very important 
trade to us.” 

Another more recent series of 
letters, dated 1946, was submitted 
to show that Lammot duPont, 
then chairman of the duPont 
firm, had rejected the selection 
of Gen. George C. Marshall as a 
director of GM. 

The proposal to name Gen. 
Marshall was sent to duPont by 
GM President Sloan a few months 
after the end of World War II, 
according to evidence shown by 
the Government attorneys. 

The proposal was dismissed with 
these words: 

“My reasons for not favoring his 
membership on the board are: 


Dodge Truck Sales 
Campaign OKd 


DETROIT.—The Michigan Wage 
Stabilization Board has approved 
an incentive award plan affecting 
11,500 retail salesmen employed by 
Dodge truck dealers throughout the 
United States, Hyman Parker, re- 


gional WSB chairman, has an- 
nounced. 
Called the “Dodge Parade of 


Champions Truck Sales Campaign,” 
the plan is financed jointly by 
Dodge and Dodge dealers. 

During the campaign period, 
which runs from Jan. 12 to March 
7, retail salesmen will receive point 
awards for each truck sold, re- 
deemed in merchandise prizes. 

Parker explained that all new 
awards plans must be approved by 
WSB, since the awards constitute 
additional compensation. 


First, his age; second, his lack of 
stockholdings, and third his lack of 
experience in industrial business 
affairs.” 

Sloan had said earlier in a letter 
to Walter C. Carpenter jr., presi- 
dent of duPont in 1945, that John 
Pratt, a GM official, had urged the 
consideration of Marshall as a 
board member. 


Sloan wrote he thought Marshall 


“might do us some good .. . Recog- 
nizing the position he holds in the 
community (Washington) .. . it 


(his appointment) might offset the 
general negative attitude towards 
big business of which we are a 
symbol and a profitable business, 
as weil.” 

The Government altered its 
case somewhat as the case 
opened again, and moved to 
amend its 3%-year-old complaint 
in a way which virtually gave up 
on most of the “family conspir- 
acy” theory of the case. 

The Government would dismiss 
83 of the 118 individual defendants, 
leaving 35. Of these, 27 defendants 
would be retained by reason of 
trust relationships to holdings of 
stock of U. S. Rubber, but not as 
conspirators. The other eight, in- 
cluding Pierre, Irenee, and the de- 
ceased Lammot, would be the 
principal defendants charged with 
conspiracy. 

The court delayed its decision on 
the Government motion. 


Thermoid Sales Force 


Is Briefed for ’53 


TRENTON, N. J.— Fifty-one 
district managers and salesmen 
attended Thermoid Co.’s recent an- 
naul automotive replacement divi- 
sion sales meeting here. 

Sessions included discussions of 
advertising and merchandising 
schedules for 1953, screening of 
brake lining films, product lectures, 
and panels on asbestos and rubber 
products. The two final sessions 
were devoted to an advanced brake 
“school.” 








Auto Stocks 


Jan, Jan. 1952-3 

14 7 High Low 
Chrysler 93 945% 98 68% 
GM 66% 68% 69% 50 
Hudson 16% 16% 17% 12% 
K-F 3% 3% 7 3% 
Nash 2254 223% 225% 17% 
Packard 6 5% 5% 4% 
Stude. 39% 40% 40% 31% 
Willys 12% 12% 18% 8% 
Average 32.20 32.97 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 


NUCDA Parley 
Set for Detroit 
October 4-6 


DETROIT.—The 1953 convention 
of the National Used Car Dealers 
Assn. has been set for Oct. 4-6 at 
the Hotel Statler, Detroit. 

NUCDA’s | steering committee, 
which met here last week, also set 
the mid-term meeting of the board 
of directors for May 18 in Detroit. 

A new membership drive was 
mapped, with dealers competing on 
a North-and-South basis. R. W. 
Workman, vice-president, Lubbock, 
Tex., was assigned to oversee the 
drive. 

Attending the steering committee 
meeting were Ray Hayward, of 
Omaha, president; James C. Down- 
ing, Atlanta, chairman of the 
board; Arthur Waterman, Portland, 
Me., vice-president; Ray Miller, 
Norfolk, vice-president; Louis Gel- 
ler, Akron, secretary; Workman, 
and Margaret Corell, executive sec- 
retary. 


Buick Sets Sights 
On 50% Sales 
Boost for. 1953 


FLINT.—Buick is shooting for its 
second best sales record in history 
in 1953, according to Albert H. Bel- 
fie, general sales manager, with ex- 
pectations of sell- 
ing at least 50 per- 
cent more cars 
this year than in 
1952. 

Buick sold ap- 
proximately 320,- 
000 cars last year, 
and a 50 percent 
increase would 
boost sales well 
over the 450,000 
mark, Belfie said. 
Buick’s best sales 
year was 1950, when more than 556,- 
000 cars were sold. The second best 
year was 1951, when sales ran near- 
ly to 390,000 units. 


“From both a styling and engi- 
neering standpoint, our 1953 line 
features the newest cars on the 
market today, and by the way cus- 
tomer orders are pouring in, I'd 
say that Buick is in a most envi- 
able spot to further strengthen its 
position of fourth place in the in- 
dustry,” Belfie declared. 


“Our Skylark sports car has gone 
over even bigger than we antici- 
pated, and it looks as if sports-car 
styling will go over big in the in- 
dustry as a whole.” 


Lauer to Head 
White Service 


CLEVELAND.—Thomas W. Lau- 
er, a veteran of 31 years with White 
Motor Co., has been named general 
service manager, according to H. J. 
Nave, director of 
service and indus- 
trial sales, 

For the past 13 
years Lauer has 
been a field engi- 
neer in the tech- 
nical service divi- 
sion. He started 
work in the com- 
pany’s Buffalo 
branch in 1922 

i and before being 
T. W. Lauer transferred to 
Cleveland, was in charge of service 
activities in’ all New York State 
branches. 

Lauer will be in charge of field 
shop operations and customer serv- 
ice relations, 





A. H. Belfie 
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metropolitan New York experience. All Mu 
phases. Prefer GM. Visiting your area anc 
February. For personal interview, please cei 
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ee Ne 
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. and Ford, while slight e- ation over a period of 24 years with Gen- —— 
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AR makers rolled into this week | ‘OW ‘ate —— ; —___________________________| Excellent references. lf you ‘are inter-| service in automobile sales and 
building cars at a rate of 5,780,-|Pressive when unbalanced inven-|GENERAL PARTS and service manager.| ested in obtaining the services of a gen-| cast. de ee ee ele eee 
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taking. pacity to furnish 800 Jet bodies to|_Automotive News, Detroit 26. nnn ane on ig a nt anise 2176, c/o Automotive News, Detroit 26. | Inve 
Meanwhile, Packard production|Hudson daily, real final assembly|TRUCK AND FLEET MAN. Are you @/ new and used car sales, cise wun a sori. 
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since the end of World War II.|to be about three to five weeks} would like to increase your earnings to| of your burdens. Willing to buy oaice. Buick. Established eight years, ae L-M 
Field reports indicate that Pack-| away. $20,000 per year? We have the right prop-/ References. Box 2188, c/o Automotive| western Colorado. Excellent location. east 
ard’s 1953 models are in scarce sup- However, Hudson has increased osition for this man. Box 2173, c/o AU-| News, Detroit 26. Average gross sales past four years— Sery 
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2 2 of cars and seems likely to be a | mid-central states for men with an ac-| ra three hundred fifty to six hundrea | steel building. 50’x100’ used car lot. 7 
ACKARD is in an enviable pro- strong production factor in late quaintanceship with new car dealers, We medium and top bracket car dealership, Complete service and body shop facili- 
4 b: M are a large national distributor of auto- over ten years. Desir h th ties. $30,000 or invoice. Used cars op- ‘Comp! 
duction spot now in that it has| February or early March, when motive parts and specialties and our men| ht hing te share In profits of Kaninea! | tional at loan value. Will lease or sell for al 
a large carryover of materials from the Jet models should be rolling cover the country trom Maine to Texas. aindic gemat is provit Sakon Teeae. building. Factory approval necessary. ployes, 
i Give full details and experience. .O. : n wner has other interests. ox 2181, hi 
last year. At present production off in volume, too. Box 2630, Philadelphia, Pa. cues te tas aed tee ae. c/o Automotive News, Detroit 26. ~~ 
pace, Packard seems certain of at-} Studebaker last week was making WANTED < dep te Gon ahinementin toe. GA oe basin 
slow but steady progress toward anywhere. Box 2189, c/o Automotive 17 
® - ; Mfg. Agent—Distributor News, Detroit 26. FOR SALE 31 
Benjamin-Foster Named volume output of its 1953 lines of 9: A. 
ja . cars, due to be announced Jan. 26. California, Oregon, Washington GENERAL or SALES MANAGER. Thor- | Automobile agency handling two makes of mm. 
PHILADELPHIA. — Benjamin- Sell or lease complete Tower Control Program.| oughly familiar with all phases of dealer | cars in good west Texas oil town. Have larg- 


operations. Can furnish references. 
Eighteen years’ experience. 36 years old, 
married, looking for permanent position. 
Prefer Philadelphia area or Florida. Pres- 


$2,500 up, 40% commission. Auto dealer's 
service department only. Backed by major 
auto factories. Will train you. Leads furnished 
resulting from NADA Auto. Equip. Show, San 
Francisco, February. K. J. Diller, Flash-A-Call ent employer retiring and selling out. Write 

saneee, San, 1112 S. Wabash Ave., Chica- 2178, c/o Automotive News, Detroit 1931 25th St., Snyder, Texas ; 
go 5, Ill. 6. : & 


est shop facilities in town with good equip- 
ment and good business. Want to quit be- 
cause of ill health, 


However, production so far has 
been sparse, and Studebaker dealers 
may be delayed a few weeks from 
making deliveries in quantity. 


—Bernizg THOMAS 


Foster Co. here has been appointed 
a distributor for Gustin-Bacon Mfg. 
Co., Kansas City. The firm will 
handle Gustin-Bacon’s Ultralite and 
Ultrafine glass-fiber insulations. 











AUTOMOTIVE NEWS, JANUARY 19, 1953 





DEALERSHIPS AVAILABLE 


FOR SALE—GM dealership, handling two 
top lines, 150 units in the most depres- 
| ion proof town in Michigan. Diversified 
ndustries. Banks never closed during 
epression. Established twenty years. 
fain street location. Largest town in 
county of 50,000. Rich in farming. Used 
ar lot in connection for forty cars. Body 
10p and service department can carry 
overhead. Will lease property. Business 
,1corporated. Inventory just taken. Don’t 
vant to, but doctor says sell. Must be 
able to qualify with factory, but you 
ion’'t need all cash. Write Box 2182, 
‘/o Automotive News, Detroit 26. 


—————————— ore 





WHEN BUYING or SELLING 
an 
_ AUTOMOBILE DEALERSHIP 


Consult a Specialist 
LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 





LONG ESTABLISHED DEALERSHIP 
available, handling Studebaker, in one of 
South Florida’s largest and fastest 
growing cities. Facilities complete, well 
trained staff on job. Ill health reason 
for selling. Sale subject to factory ap- 
proval, Terms can be arranged. Box 
2146, c/o Automotive News. Detroit 26. 


DEALERSHIP, handling Ford, no real 
estate to buy but new building. Nice 
farming town. Good profits. Sell at 
invoice. Good lease. Don’t have to buy 
accounts or used stock. Price $32,500. 
Must have factory approval. Box 2180, 
c/o Automotive News, Detroit 26. 








AUTO AGENCY—"BIG 3” 


Aperostnssety $350,000 sales 1952 with approx- 
| imately 100 new units. Shows large net profit. 
_ Located North Carolina. Rent real estate. 
| Price is inventory at cost and equipment at 
sacrifice. Write for brochure of ‘'Big 3'' auto 
agencies for sale throughout the United States. 


DAVID JARET COMPANY 
150 Montague St., UL. 2-5600, Brooklyn, N. Y. 





DEALERSHIP — handling one of “Big 
Three,’’ approximately 250 units, in a 
large Indiana manufacturing’ center. 
Will sell complete inventory or equipment 
and parts reasonable. All replies con- 
fidential. Box 2183, c/o Automotive 
News, Detroit 26. 


DEALERSHIP, handling Dodge-Plymouth— 
150 units. Central Ohio. Will make fair 

‘ deal with factory approved man. Box 
2191, c/o Automotive News, Detroit 26. 


' WELL ESTABLISHED DEALERSHIP since 
1945, handling K-F, in city over 70,000— 
southeastern Wisconsin. Lease building. 
Box 2184, c/o Automotive News, De- 
troit 26. 

DEALERSHIP—one of ‘‘Big Three.’’ Gross 
business in 1952 over $500,000. Parts 
and equipment at substantial discount. 
No real estate to buy. Box 2185, c/o 
Automotive News, Detroit 26. 


DEALERSHIP WANTED 





_AM INTERESTED IN FORD OR GM 
DEALERSHIP 


| 400 units or more desired. Have ample capi- 
_ tal for deal filling these specifications. Fac- 


STE TT 


_ tory approval assured. No objection to 
locality. 
: Box 2139, c/o Automotive News, 


Detroit 26 





WANTED—DEALERSHIP, handling De- 
Soto-Plymouth. I would prefer a 100 to 
300 car franchise in the state of Ohio. 
Must be able to rent or lease building 
and used car lot. State price, cars re- 
ceived and gross profits for past year. 
All replies will be held in strict con- 
fidence. Write Box 2179, c/o Automotive 
News, Detroit 26. 


CHEVROLET in TEXAS ONLY. Finan- 
cially responsible business man with fac- 
tory approval wants to buy Chevrolet 
dealership. Absolutely confidential. Write 
¢ wire. Williams, Box 1938, Abilene, 
‘exas. 





FORD OR GM 
200 Car Minimum 


Unlimited cash. Factory approval assured. 
Information treated in strictest confidence. 
Box 2192, c/o Automotive News 
Detroit 26 





FORD - CHEVROLET. 150-350 new units. 
Prefer south, west, midwest. Write or 
wire in absolute confidence. Cash. Box 
2161. c/o Automotive News, Detroit 26. 

DEALERSHIP WANTED. 100 car or less, 
Ford or Chevrolet in the middle west 
Preferred. Have capital and experience. 
All replies strictly confidential. Box 2190, 
c/o Automotive News, Detroit 26. 


DEALER SERVICES 
INVENTORY SERVICE. Parts and acces- 











Sories. Top type personnel, organized 
Procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 


L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S, Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Complete parts and accessories inventories 
for all dealers by qualified full time em- 
ployes. Final report aeomed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 


1731 Candler Bldg. Atlanta 3, Ga. 
Alpine 1140 


a 


AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 





DEALER SERVICES 





INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request, Call or write for ae details. 


Automotive Inventory Service 


10040 Freeland Detroit 27, Mich WE 3.6449 








INVENTORY SERVICE 

Parts Accessories 

and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Ilinois 
ESsex 5-8300 





CARS FOR SALE 


LATE MODEL WRECKS for sale. New 
York dealer with salvage connections can 
supply late model wrecked cars to deal- 
ers and body shops who want them for 
parts or to repair. Box 2164, c/o Auto- 
motive News, Detroit 26, 


—AUTO— 
AUCTION 


—AT— 





HORSEHEADS, NEW YORK 


EVERY FRIDAY 





—AT— 





DANVILLE, PENNA. 
EVERY WEDNESDAY 





You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 








WE WHOLESALE 


Write - Phone or Visit 
Harry Davis — Sy Rapfogel 


KING FORD MOTORS, INC. 


1425 Bruckner Bivd. 
Bronx 59, New York 


Tyrone 3-5050 € Cypress 2-9400 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - 
Upholstery Like New 
BUY NOW AT LOW PRICES 


1950 


Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Morris Freedman, Mgr. 
SARATOGA 7-2300 SHERWOOD 7-1700 


Heaters 








WHOLESALE 
USED CAR BUYERS 


A large selection of clean Fords, Chevro- 
lets, Plymouths and other makes. All years 
and models. 


See Mark Boyer, Used Car Mgr. 


GRIEBEL MOTORS, INC. 


“Baltimore’s Oldest Ford Dealer’’ 


814 Light Street Baltimore 24, Maryland 








KEN -SCHAEFER'S 


The Only indiana 


AUTO AUCTION 
in Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of Americe 
a INDIANA 


Grandi, Auctioneer 
connen R'CARTAL a> anes STs. 
— Beilm 
IN THE HEART OF INDIANAPOLIS 





CARS FOR SALE 





Ben Fishel 
Auto Auction 


SALE EVERY TUESDAY 
Rain or Shine 


DEALERS ONLY 


Hube Elliot? and 
Hugh James 
Auctioneers 


TONEY LEVILL, MANAGER 


Phones 222-223 
2nd and Ohio = Cairo, Illinois 








BUYING or SELLING 


Your Greatest Dollar Valve's ot 


CARL E. MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Indiana's Oldest Auction 
One of America's Best 


Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday 


Phone E-1254 Phone E-5209 
324 West Main Street Fort Wayne, Indiana 
We Guarantee All Checks 
Dealers Only 








USED CAR BUYERS 
PITTSBURGH, PA. 


Has them at wholesale prices. 
We're packed with a large selection of 
new car trade-ins 
We don't mean fleet cars 
All cars state and safety inspected 
Over 1,000 cars at all times 
Most any year, make or model 


Come—wire—write or call following dealers 
for information 


Sanford Motors, Inc. Midtown Motors, Inc. 
Pgh. Largest Dodge- Pgh. Live Wire Ford 
Plymouth Dealer Dealer 
4709 Baum Bivd. 4911 Baum Blvd. 
R. T. Sendell Mu. 1-8315 . J. Bazzy Mu. 1-1204 


AUTO AUCTION 
TIM ANSPACH 


"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





CARS WANTED 


1953 CADILLAC WANTED. 62—4-door 
sedan for personal use. Delivery between 
Denver and east or Florida. State equip- 


ment fully, color, price. Wire or phone 


collect. PEarl 9141. Risley Motor & 
Finance Co., 356 S. Broadway, Denver, 
Colo. 


WANTED—Late model 4-door convertible. 
Send complete details, price, availability. 
Jack Sordoni, 45 Owen St., Forty Fort, 
Pa 


PARTS FOR SALE 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 





NASH PARTS 


Write - Wire - Phone 


COMPLETE INVENTORY 
FROM 1937 TO DATE 


Same day shipment 


DOWNTOWN NASH 


1200 W. Madison Street 
Chicago 7, Illinois 
Monroe 6-1370 





PARTS FOR SALE 








BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Cails — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 


"Buick's Largest Dealership" 
| NEW YORK 19, NEW YORK 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 


Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west, Shipments made promptly. 


GREBE OLDS 
3400 S. Kingshighway 


Flanders 0800 St. Louis 9, Mo. 


FORDOMATIC & BODY PARTS 
Our Specialty 


WIRE - WRITE or PHONE — ME4460 


NORWOOD AUTO SALES 


FORD DEALER SINCE 1923 
5050 Montgomery Road, Norwood, Ohio 





BUSES FOR SALE 


FOR SALE. 1949 CHEVROLET school bus 
with 2-speed transmission in perfect con- 
dition. Inquire Falls Chevrolet Co., Black 
River Falls, Wis. 


SHOP EQUIPMENT FOR SALE 





CLAYTON DYNAMOMETER 
Model 41 C—524 F F. Latest type water cooled. 
In perfect condition. Can be bought for less 
than 50% of original cost. Space problem 
only reason for selling. 
Write or Phone 


F. C. Hindsley, V. P. & Gen. Mgr. 
CHIEFTAIN PONTIAC, INC. 


11] W. 38th 7a Indianapolis, Ind., TA. 1588 BUMPER COUPLERS AND 








SHOP EQUIPMENT WANTED 


WANTED—Cash register, garage type. Also 
factory type fence. Phil Gardiner K-F 
Dealer, Mullica Hill, N. J. 


ANTIQUE CARS FOR SALE 


DUPONT AUTOMOBILE 19 model, 1917 
to 1923 touring, wheels on both fenders, 
4 speeds forward, aluminum body, big 
straight-eight engine. Cost new approxi- 
mately $8,800. We are the second owner. 
If you are looking for something different 
and rare, here it is. $1,000 to the first. 
Baugher Motor Co., Waynesboro, Va. 








1906 CADILLAC in good condition. 
S. Hershey, Lititz, Pa. 


Leon 





ANTIQUE CARS WANTED 


WANTED—Brass radiator Model T Ford. 
Harvey Elder, Pryorsburg, Ky. 





63 


MISCELLANEOUS 


COMPLETE INTER - COMMUNICATION 
system. Includes ten station master units 
and five sub-station units. All in A-1 
working order. Price—-$175. Benger Mo- 
tor Co., 110-114 8S. Water St., Owosso, 
Mich. 

ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S8t., 
Lynchburg. Virginia 


QUICK CHANGE dealers 





license plate 


holders. $1 per set of four postpaid. 
C. Howard, 1498 Overlook Drive, Akron 
7, Ohio. 


Improved 1953 


Wider Spreading Rear “V" 
With Full Floating WRIST ACTION Ride 
and Tow on all type roads 


Automatic Braking 


WITH BRAKE HOOK-UP 


ONLY . . $5145 cise 
Meets 1.C.C. Strength Requirements 


COMPLETE with 
Guide Cables and $6] 45 
BRAKE HOOK-UP.......... 


Meets ALL 1.C.C. Requirements! 
QUICK-TOW, Bumper- 
to-Bumper Tow Bar $1 9.50 
TRI-KING 3-Point Hook-Up 
Intra-State Tow Bar $42.50 
Folding ‘'V" Type) 


—SPECIAL— 
Protecto Covers (Tailor Made).... 
Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.50 
All Prices Include 8%, Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 


$6.95 





8 out of 10 
DEALERS PREFER 


THE 1953 MODEL 
MOTO-MATIC 


TOW e GUIDE 


WITH 4 CONTOUR GRIP 






OSCILLATING STABILIZER 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 


85 Federal Tax 
Included 


FACTORY $ 
NET PRICE 


LIBERAL QUANTITY DISCOUNTS 


TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 





Jobber [1] Insurance [] 
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AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [] 


cise ebekea kee es Sate Obi. <i: <caes 
ane GD. 602s kde san eananeee 
Manufacturer (-] 

Financial (] Supplier [J 
conan Mink doh tam aad boalck SRR 
1-19-53 


ee 


New Subscription Order’ 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [[] 
for which check is attached [[] or send bill [] 


ln seseensnosuncene =~: <uns sane en sun enes annemeetinan anennesannanniiansiniaanlalial 
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*GARLIFE GUARANTY 72 


Makes Every Car Dealer's Dream Come True! 


CARLIFE Guarantees Your 


Customers No Major Repair Bills 
For 25,000 Miles or 2 Years... 
Whichever Comes First 


THE COUPON BRINGS YOU FACTS 
MAIL IT TODAY! 


FIND OUT HOW YOU CAN GET 
IN ON THIS MONEY-MAKING 
PLAN. IT WORKS EVERYWHERE. 
LET IT WORK FOR YOU IN 1953! 


mn ... accumulated cash! 
A greater income .. . greater profits! 


Returning customers .. . coming back 
regularly for service (72% of them)! 


L..: resistance in making car sales! 
Baca way to keep shops busy for more profits! 


Fi. adjustment of customer complaints 
without a penny of cost! 


Eire income source for salesmen! 


IT WORKS 


GET THE INSIDE STORY 
FREE !! 


The CARLIFE GUARANTY 
P 16501 Wyoming, Detroit 21, Michigan 
e sani? ~ 
Yqaa* Telephone Diamond 1-2388 


Tell us, without cost or obligation, how CARLIFE GUARANTY “72” 
can help us accumulate cash and improve our operation. 


Name of Dealership 

Name 

Make of Car. 

Address 

eee ncn cece 








